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it mever pays 
to sell the 
second-best 


This steel FLEX-BEAM makes 
UNION forks unbreakable where 
other forks break 


UNION FLEX-BEAM 


America’s finest light forks, 
nationally advertised 
and preferred by farmers, 


sell at no premium in price. 


Send for New Buying-Selling Catalog: 
Complete photographs, specifications and 
individual descriptions of the use and ad- 
vantages of every type of fork, hook, rake, 
hoe, cultivator and special purpose tool 
your customers may ask for, plus shovels 
and repair handles. If you do not have a 
copy of this valuable guide, write today for 


Catalog No. 17. 


~ 


me THE UNION FORK & HOE COMPANY 





Columbus 8, Ohio 
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or the newest and best in tools... 


stock MILLERS FALLS 


In store after store, the sales swing is to Millers Falls — the BT oncetht 
most colorful, eye-appealing line of tools made today. But > oe rotatable hand 
modern design is only part of the story. Craftsmen the world “|? 

over know they can count on Millers Falls tools for the quality 

and workmanship that spell outstanding performance — long 

lived service. And every month millions more are learning 

about Millers Falls tools through advertisements in the Saturday 

Evening Post, Popular Mechanics, Popular Science, Country 

Gentleman and other leading magazines. That’s why alert 

dealers have found it pays to display and feature Millers Falls — 

the line that brings you the newest and best in tools. Send us 

the name of your jobber and ask for Catalog No. 49. 
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“1 sell locks with just 
| one word..YALE! @ > 


i sked, the minute they 
ve Sect for example. I just 
ity padlock YALE knows how 
plenty good enough for me, 


‘: ino how many people are so 
trem YALE lock. Take this = po 
tell my customers that this 1s a gh eins 
to make and that's good enough fo 
too, for that matter. 

Says Ray Ware © 


f Ray Ware Hardware, Jacksonville, Florida 
a 
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NO. 525 Kéy 


~Uts most 


...and here’s 
a standout... 


wee §6=6—d The 830 super pin- 
“am @ =o tumbler padlock, 
the finest YALE makes 


even in the 
YALE line! 


TT. THIs “one-word” sales talk 
yourself. It’s a good way to turn 


* Solid bronze case 


* Case-hardened steel 
shackle, chromium 


‘ated shoppers into customers and custom- 
plate 


¢ Locks at heel and toe 
* Five pin tumblers 


* Changes practically 
unlimited 


ers into friends. For complete infor- 
mation about these best-selling locks 
or any other YALE hardware, write 
Dept. S-102. 


ALE~ 


THE YALE & TOWNE MANUFACTURING CO. 
Stamford, Connecticut 
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LUGGAGE LOCKS nut 


ada: | 


$5.00 


Ss : CABINET LOCKS as 
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LOSERS Hod 
Hardy 
NIGHT LATCHES DOOR ¢C Herds 
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Pennsylvania dealers are getting ready 
for the biggest year in all Pennsylvania 
history. And no wonder! 


Look at the NAME! 


One of the oldest—certainly one of the 
greatest—names in lawn mowers. 
Quality leaders since 1877. 


Look at the PRODUCT! 


Grass-cutting by PENNSYLVANIA—power by BRIGGS & 
STRATTON. An unbeatable combination in the power 
mower field. Quality you can demonstrate—and sell. 


Look at the LINE! 


In addition to the power mower, four hand mowers and 
the popular PENNSYLVANIA TRIMMER AND EDGER. GREAT 
AMERICAN—choice of the professional gardener; PENN- 
SYLVANIA, JR.—heavier duty, for use where the grass is 
tough and the season long; METEOR (5 blade) where 
steep terraces are a problem and (7 blade) for cutting 
creeping type bent grasses; ee 
priced for the small-home owner 


Look at the ADVERTISING! 


A full page in color in THE SATURDAY EVENING POST— 
other well-timed color and black-and-white advertise- 
ments in THE SATURDAY EVENING POST, BETTER HOMES 
& GARDENS, AMERICAN HOME, PATHFINDER, SUNSET, 
FLOWER GROWER, AMERICAN CEMETERY—telling, retell- 
ing the‘‘PennsylvaniaStory”’ tonearly12,000,000 readers. 


Look at the SALES HELPS! 


Consumer pieces ‘“‘How to Grow a Beautiful Lawn’”’ and 
**Advice to a Man About to Buy a Lawn Mower’’—de- 
scriptive folders on each model in the line—window 
streamers—posters—newspaper mats—everything you 
need to put on your own seasonal lawn mower promotion. 


Order EARLY! 


Last year, many dealers could have sold more PENNSYL- 
VANIAS if they’d had them. Get your 1951 orders in early. 


PENNSYLVANIA LAWN MOWER DIVISION 


American Chain & Cable Company, Inc: 
Bridgeport, Conn. ¢ Camden, N. J, 























PENNSYLVA 









— 
/. 





POWERED 
WITH 
BRIGGS & STRATTON ENGINES 
T-15—21 inch cut—1'%2 HP Engine 


with rewind starter and tool box 


R-15—18 inch cut—1 HP Engine 


Great American 
—the all ‘round favorite 








Pennsylvania, Jr. 
—for extreme service 
and wire grasses 


—light weight, 
aluminum alloy 
construction 


| Penna-lawn 
—moderate priced leader 


Trimmer and Edger 
—a fast-selling item 
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The Big Freeze—and 
Confusion—Is Here 


After much backing and filling, the “big freeze” 
has finally arrived. And with it has come com- 
pounded confusion, and praise and condemnation 
in equal measure. 

We are publishing in this issue, beginning on 
page 10, the essential details of the wage and 
price freezing orders. About the only thing that 
seems clear to us at the moment, after reading 
and rereading the order, is that you had all better 
quickly hire a dozen additional stenographers to 
handle the reports and other paper work the regu- 
lations require. 

It is wise to remember, in appraising these 
orders, that they are distinctly of a temporary, 
stop-gap nature, designed to hold the line until 
orders can be issued covering specific lines. 

Since the confusion will probably grow in in- 
tensity until the specific product price ceilings are 
issued, it would probably be sensible to avoid 
getting excited until the dust settles. The next 
few weeks will unquestionably see interpretation 
follow interpretation as the Price Stabilization 
agency attempts to iron out individual situations. 
In the meantime, you can lay the ground work for 
the record keeping required under the present 
order, for most likely future orders will require 
the same type of record-keeping. 

The general belief now is that future individual 
price orders effecting retailers will be largely on a 
mark-up basis and will involve some roll-back of 
prices. 

It is inevitable that confusion should accompany 
such a sweeping action as this wage and price 
freeze. Yet, the speed with which inflation was 
moving through our national economy made such 
action imperative, and undoubtedly just as much 
confusion and criticism would accompany any 
alternative method of attempting stabilization. 

Retailers throughout the nation are bound to be 
curious about the notable exemption to the freeze 

. parity farm products .. . and at the stated 
inclination to be generous in setting wage ceilings. 
The question is bound to occur to many of us that 
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Informal Editorial Comments 


By W. A. Phair 





perhaps these exceptions might have been 
politically expedient decisions, rather than de- 
cisions based on good economics and the welfare 
of the nation as a whole. There is no “parity 
level” to protect the income of hardware dealers 
during this mobilization period. 

Wage and price stabilization efforts, if they are 
to be applied at all, must be applied with equal 
vigor in all directions. Any tendency to permit 
exceptions, except in actual, proved hardship 
cases, can only result in such pressures on finished 
goods prices as to threaten the entire program. 
This situation warrants close watching. 





Business Magazines 
Mobilize for Service 


The Society of Business Magazine Editors, con- 
sisting of editors of 100 of the nation’s top busi- 
ness magazines and of which HARDWARE AGE is a 
charter member, recently held a Mobilization 
Meeting at Washington. A highlight of this meet- 
ing was the mobilization dinner at which Presi- 
dent Truman and NPA chief, Gen. Harrison, 
spoke. 

President Truman also presented, on behalf of 
the National Business Publications, the Silver 
Quill Award to Paul Wooton for his distinguished 
service to the business press. Mr. Wooton is 
Washington Member of the Chilton Editorial 
Board, this board being comprised of the editors 
of the business magazines published by the Chilton 
Co., of which Hardware Age is one. 

Mr. Wooton, who served as the first president 
of the Society of Business Magazine Editors, has 
had a long and distinguished career in Washing- 
ton and has contributed in many ways to aiding 
the editors of Hardware Age do a better job in 
interpreting Washington news to its readers. 

This mobilization dinner was especially signif- 
icant in that it emphasized the important role 
which the business press plays in this nation’s 
economy. Washington officials have long ap- 
preciated this fact and have leaned heavily on 
business papers for conveying to industry and 


“I 











World Wide photo 


President Truman presents the Silver Quill Award to Paul 

Wooton, Washington Member of the Chilton Editorial 

Board. The Chilton Editorial Board is comprised of editors 

of the business magazines, including HARDWARE AGE, 
published by the Chilton Co. 


business accurate specialized news of Washington 
events. 

The important contributions which the business 
press has made to the development of American 
business was well illustrated by studies which 
British bysinessmen made shortly after the close 
of World War II. These British teams, made up 
of management, labor and technical men, visited 
the United States and studied our way of produc- 
ing and distributing goods, with the intention of 
attempting to apply such methods to British busi- 
ness to bring their productivity, and standard of 
living, up to our levels. 

It is significant that in several of the reports 
made by these teams to their industries, they 
specifically stated that the services performed by 
American business magazines in distributing in- 
formation .on new production ideas, new selling 
methods, etc., were one of the key factors in the 
development of American business to its present 
state of high productivity and efficiency. 

They noted, significantly, that the business press 
in England was not developed to the same high 
levels achieved in America and they felt this was 
a drawback to their efforts to increase produc- 
tivity. 

These findings, which were certainly unbiased, 
lend added weight to the resolution adopted at the 
mobilization meeting by the Society of Business 
Magazine Editors. This resolution was as follows: 
“Whereas it is now clear that we who believe in 

the freedom of mankind are involved in a great 

world struggle with those who do not, and 
“Whereas this struggle may be the last opportunity 
to prove that free labor led by free management 
can produce more than slave labor under dicta- 
tors. 
“Therefore, be it resolved that: 

We, who enjoy individual freedom as inde- 
pendent editors of America’s business magazines 
do hereby pledge ourselves as editors to arouse 
and support the kind of productive effort that 
will demonstrate the omnipotent power of the 
free spirit.” 

The editors of Hardware Age subscribed most 


heartily to this resolution and, further promised 
their readers that they will bend every effort to 
provide them with the type of information that 
will enable hardware dealers perform their role 
in. the mobilization effort effectively and intel- 
ligently. 





Start Garden and Lawn 
Supplies Plans Now 


In this issue, beginning on page 79, you’ll find 
many helpful ideas on merchandising garden and 
lawn supplies. This is a line that will be in fairly 
good supply this year and you should be able to 
turn up a good volume, JF you prepare for it. 

It’s not too early to start your planning on win- 


‘dows, displays, advertising, etc. The articles in 


this issue will give you many ideas for this year’s 
selling effort. It would be wise if you get your 
supplies of seeds and fertilizer in as soon as pos- 
sible. There’s no shortage yet, but demand from 
farm areas is unusually heavy. 





The Personal Touch 
In Retailing 


The ability to put a personal touch in its day 
to day operations is still one of the big assets of 
the independent retailer. Many chains are today 
spending large sums in an effort to humanize 
their stores—to put some warmth into the cold, 
antiseptic corners of their mechanical merchan- 
dising outlets. 

Hardware dealers can capitalize cn this per- 
sonal touch in various methods. One of our neigh- 
borhood dealers still slips lollypops to well behaved 
youngsters who come into his store. And when I’m 
on my way down to the village to make a hard- 
ware purchase, it is surprising how effectively my 
four-year-old daughter manages to steer me into 
the lollypop store. Sure, its corny, but it still 
works. 

Or take the case of the Wm. Van Hoogenhuyze 
Hardware Co., wholesalers of San Antonio. They 
recently began mailing out monthly flyers carry- 
ing a picture of the president’s grandchildren 
and a massage from the youngsters on various 
merchandise. Certainly this idea is corny, but just 
ask the Van Hoogenhuyze officials if it works. 
They’ll tell you emphatically that it does. 





Random Notes 


What do you do with your old issues of Hard- 
ware Age after you have clipped them? Whatever 
you do, don’t burn them. There is a growing short- 
age of paper and you can help reduce this shortage 
by saving all wastepaper, back issues of maga- 
zines, etc., and turning them over to local agencies 
which collect them. They can obtain funds by sell- 
ing it, and you help conserve paper supplies by 
giving it to them. 


HARDWARE AGE, FEBRUARY 8, 1951 








et rA 8 


re) 


te 
te 
tk 





HARDWAR 


ed 
to 
at 
le 
2] - 


Ly 
of 


Ly 
ze 
d, 


r- 
" 
dd 


a 
ly 


I 


y= 


1S 
st 








to help Lockwood Dealers SELL 


... Oe Pages of 


Simplified Data on 
Finishing Hardware 


Again in 1951 Lockwood sponsors 
a most complete, though simplified 
and streamlined builder’s hardware 
catalog, in Sweet's Architectural 
File. This, together with several vol- 
umes of data on all kinds of building 
materials and equipment, is guaran- 
teed by Sweet's to be distributed 


to 17,000 busy architectural offices 
throughout the country in 1951. 


Lehanod 
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Architects have shown their ap- 
preciation of this annual service by 
Lockwood, by their increasing desire 
to work with Lockwood dealers. 

In Finishing Hardware, Lockwood 
is a leading, complete line manu- 
facturer. In Sweet's Architectural File 
Lockwood stands out for its fine assist- 


ance to the architectural profession. 


Write for a copy 
of Lockwood in 
Sweet’s 18e-Lo. 
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NEWS and VIEWS 


By Washington Bureau of 
HARDWARE AGE 





Here Are 


Details on Price and Wage Freeze | 





Relief Promised Soon to 
Dealers Caught by Order 


Relief for some of the retail trades hardest hit 
by price ceilings is already in the works. 

The Economic Stabilization Agency, in rolling 
back wholesale and retail prices of virtually every 
product and service, readily admits that some retail 
trades are “hard hit” by the freeze. 

The government’s price-control experts aren’t 
ready to say yet just which trades they think are 
unjustly hurt by the price freeze, but they think 
that selective pricing orders are “in the mill” and 
that their appearance will ease the pressure on some 
retailers who are caught between still-mounting 
costs on one hand, and frozen selling prices on the 
other. 

A number of ESA economists who served with 
the old Office of Price Administration are of the 
opinion that a mark-up regulation will eventually 
come into being for almost all retail trades, since 
they are designed to serve the dual purpose of pro- 


tecting the retailer as well as the consuming public. : 


Thus, if a retailer’s mark-up is $2 on an item cost- 
ing him $8, a mark-up freeze would permit him to 
change his price tag to $12.50 if the cost of the 
article to him should jump to $10. 


Selective Controls Likely 


ESA thinking at the top level is that sooner or 
later almost every commodity or service the nation 
produces will have to be controlled selectively, or 
on an independent basis. The price stabilization 
chiefs are fully aware of the inequities caused by 
a general freezing of prices, but they explain it 
away by saying “we had to start somewhere.” But 
the main point they wish to emphasize this month 
is that the machinery affording relief for the trades 
that “got hurt” will not be long in coming. They 
promise to avoid some of the pitfalls in OPA ad- 
ministration that denied many industries pricing 
relief for periods of many months. 

Meanwhile, Price Stabilization Director Michael 

(Continued on page 140) 
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ESA Order Freezes Most 
Prices at Jan. 25 Level 


The first price and wage controls since the end of 
World War II have been put into effect by the Eco- 
nomic Stabilization Agency as part of an over-all 
effort to slow down inflation. 

The General Ceiling Price Regulation freezes prices 
for practically all commodities and services, with the 
notable exception of most raw farm products, at the 
highest levels prevailing during the base period Dec. 
19, 1950, to Jan. 25, 1951. 

General Wage Stabilization Regulation 1 freezes all 
“wages, salaries and other compensation” at Jan. 25 
levels, with new employees to be paid at the rates in 
effect Jan. 25 for the jobs for which they were hired. 

Affecting all business, producing and distributing, 
the orders will be replaced as soon as possible with 
specific mark-up and dollars-and-cents ceilings and a 
flexible wage policy. Price Stabilizer M. V. DiSalle 
says that plans for a price roll-back were dropped since 
this would have delayed the freeze order for several 
weeks. Specific orders, however, to be issued in the 
future, will involve the rolling back of some prices. 

A more flexible wage policy is expected to be de- 
veloped shortly by Wage Stabilization Board Chair- 
man Cyrus Ching. It will probably sanction at least 
a 10 pet boost in wages above mid-1950 levels. 

ESA officials are also working to close loopholes in 
the hastily drawn orders; provide relief in hardship 
cases; and provide for industries which voluntarily 
set price ceilings below those required by the freeze 
order. 


Steel Prices Under Voluntary Plan 


Steel prices are not covered by the general freeze, 
but are still subject to the terms of the voluntary 
agreement under which the steel industry agreed to 
stabilize prices at the highest levels prevailing in 
the 30-day period preceding Jan. 15, 1951. ESA spokes- 
men told HARDWARE AGE that the voluntary agreement 
is still the controlling factor in steel pricing under the 
exemption provided in Sec. 14 (q) of GCPR. 

(Continued on page 92) 
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REWARD 


YOURSELF 




















Yes, you reward yourself (and your planned to promote the jobber-dealer 
customers!) when you handle Master system of distribution. 












8 Padlocks. REWARD YOUR CUSTOMERS with 
"TH REWARD YOURSELF with greater the kind of quality that builds confi- 
profits because “Master sells faster.” It’s | dence in your store . . . that marks it as 
the rugged priced-right line of padlocks “a good place to trade.” 14 
Kg your customers want. And remember — the satisfaction of 
REWARD YOURSELF with the fa- knowing you are selling “the world’s 
mous Master policies designed to best finest_ padlocks” is a REWARD only 
eee Be serve YOUR kind of business. Prices, MASTER can offer! 
i packaging, merchandising — all are 
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Master Jock Company, Milwaukee 45, Wis. © World's Leading Padlock Manufac 
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LATEST 


Twin-Fan Ventilator 


Introduced at the Chicago House- 
wares Show was the portable twin- 
fan ventilator that may be set in a 
window to draw cool air in or force 
hot air out. Automatically con- 
trolled, each fan can be swung 





about free of the other. The unit 
fits in double hung or casement 
windows that are at least 17 in. 
wide. A three-speed switch pro- 
vides gentle, moderate or high ve- 
locity air flow. At top speed, the 
fans deliver 3450 cu. ft. of air per 
minute at a three ft. distance from 
the fans. General Electric Co., 
Bridgeport 2, Conn. 





Clothes Wardrobe 


This new wardrobe protects 
clothes against moths and insects. 
Made of vinyl coated extra heavy 
three ply gator hide kraftboard. 
Wood framed with wood grain 
finish with cedar color inside. 
Nickel plated hinges. Unit holds up 
to 20 garments; and has space on 
the bottom for blankets, sweaters 
and other clothing. Wardrobe is 
chemically treated so one coat of 


12 


INFORMATION ON NEW 


paint will change its color to match 
any room interior. Size 60 x 24 x 
21, in. $5.98, size 66 x 24 x 21 in., 
retail $6.98, both single doors. E- 
Z-Do, Products. 261 Fifth Ave., 
New York City. 





Decorated Housewares 


Marguerite Daisy decorated ware 
line was introduced at the House- 
wares Show. The pattern is a red 
centered flower with 20 yellow 
petals about stems and leaves of 
garden green. The line includes: 
Canisters, bread and cake boxes and 
waste baskets, plus step-on cans, 
salt and pepper shakers, match 
safes, cookie jars, soap and cleanser 
holders. Prices range from 29 cts. 
for match safe to $2.98 for step-on 
cans. Available to dealers is a 14- 
piece envelope of display material 
including six mounted and un- 
mounted butterflies, each carrying 





a selling point, newspaper ad copy, 
instructions on the best use of the 
material in display arrangements, 
and an illustrated slogan card. 
Nesco, Inc., Chicago, II]. 


PRODUCTS 


AND SERVICES 





Lawn Sprinkler 


Stampco oscillating lawn sprin- 
kler introduced at the Chicag 
Housewares Show, features an im- 
proved precision-built operating 
mechanism that produces positive 
oscillating action at various water 
pressures. Other features include: 





Special clutch permits moving the 
sprinkler while it is in operation. 
The spraying action covers a square 
area from 10 x 10 to 40 x 40 ft. 
in size. Made of non-corrosive 
metals and finished with a chrome 
plated dome over a red or green 
enamel base. Retail: $9.95. Stamp- 
ing Products & Mfg. Co., 6500 
Mack Ave., Detroit 7, Mich. 





Drain Cleaner 


Clogged water system chemical 
cleaner, Openup, for sewers, cess- 
pools, septic tanks, sinks, drains, 
outdoor toilets. Violent churning, 
boiling and chemical action dis- 
solves all matter harmless to 
plumbing. Available in 4, 10 and 
25 lb. containers. Ampion Corp. 
4-88 47th Ave., Long Island City 1, 
N.Y. 
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Kitchenette Tools 


Shown at the Chicago House- 
wares Show was a set of small size 
kitchen tools made to fit more than 





60 pet of small kitchen utensils. 
The set consists of a fork, turner 
and stirring spoon. The handles 
are made of Bakelite with hang-up 
holes. The unit is packaged in a 
display gift box. Retail: $5.95. 
Ekco Products Co., Chicago, II. 





Clothesline Pulley 


A red tenite bearing has been in- 
corporated into the new model of 
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FOR THE HARDWARE DEALER 


The 
pulley carries an unconditional life- 


the Sette clothesline pulley. 


time guarantee. This bearing does 
not require oil or grease and the 
pulley remains noiseless and will 
not bind. Wheel itself is solid 
aluminum and provided with a wide 
smooth groove to handle rope, wire 
or nylon line. Marquart Mfg. Co., 
1241 High St., Oakland 1, Cal. 
er 


Weighted Spinners 

Silver red flasher weighted spin- 
ners feature the sinker inside the 
spinner. This provides a smoother 
cast and a compact unit. Ed Lane 
& Co., Inc., 10 Lane St., Wyoming, 
m2. 


Heat Table Range Combine 

A two-burner combination heat 
table range with a white porcelain 
top and white enamel body was 





shown at the Housewares Show. 
Features push-button control and 
four heats on the 1100 watt left 
burner. Right burner is 550 watts, 
(Continued on page 116) 








handise.. 


TO HELP YOU 


SELL 


AND OTHER DEALER 
SALES BS ieee 


A circular saw display features 
a blue plastic base 5% in. in diam- 
eter and 4 in. high. The 8 in. com- 
bination or variety tooth wood cut- 
ting circular saw rests at the top of 
a lucite column and the center hole 
is about 14 in. from table level. Al- 
though the display is attached to 














an electrical outlet, the saw re- 
volves on the axle at the top of the 
column without any apparent trans- 
mission of energy. E. C. Atkins & 
Co., Indianapolis, Ind. 


Redesign Chalk Package 


Chalk-Line new chalk package is 

a square 1 oz. size. Package pre- 

vents breakage and _ spilling of 

chalk but permits the easy stacking 

of units for counter or shelf dis- 

play. Strait-Line chalk is prepared 
(Continued on page 132) 




















DURABLE 
GOODS 
INVEN- 
TORIES 


Retail 


(billions 
of dollars) 





Source: Dept. of Commerce 











Price Freeze Seen Having 
Little Effect on Sales; 
January Buying Heavy 


While it is too early to appraise 
the effect of the price freeze order 
on retail buying volume, the feel- 
ing at the moment is that it will 
have little effect, since past periods 
of merchandise tightness have in- 


dicated that availability is often 
more important than price. 
Meanwhile, hardware dealers, 


totaling their January receipts had 
reason to be pleased with the re- 
sults, for heavy consumer buying 
which started the week before 
Christmas continued at a_ lively 
pace throughout January. 

Department stores, during the 
four-week period ended Jan. 20, 
had done 31 pct more business than 
in the comparable period of 1950. 

In spite of heavy consumer buy- 
ing, inventories generally are quite 
heavy, even at the manufacturing 
level. Makers have been forcing 
production of civilian goods to the 
limit of available raw materials. 

Inventory accumulation has been 
indicated by bank credit lending 
which has been running at a higher 
rate than is normal for this time 
of the year. 

Among the first merchandise 
handled by many hardware stores, 
which will go on the scarce list will 
be major home appliances. 

This development will certainly 
mean stiffer competition for the 
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Consumer spending unusually high through 


January .. . Buyers may have $16 billion 


more income this year .. . Farm equipment 


sales rose 593°% between 1939 and 1948 


hardware dealer for already for- 
ward-looking appliance stores are 
seeking substitute line to keep their 
shelves from becoming bare. These 
new lines will certainly include 
housewares and even some of the 
hard lines generally sold in hard- 
ware stores. 

While the pressure on prices has 
been relieved temporarily by the 
new controls, there is sure to be a 
steadily-increasing pressure. One 
thing pointing to this is the fact 
that some 600,000 housewives and 
school-age persons have recently 
taken non farm employment. Their 
purchases will swell the demand 
for a shorter supply of consumer 
goods. 





Farm Equipment Sales 
Jumped 593° in Decade 


Sales of farm equipment 
dealers in the United States 
totaled $2,386,000,000 in 1948, 
it was disclosed in final Census 
of Business figures released 
by the Bureau of Census, 
U. S. Department of Com- 
merce. In the previous Cen- 
sus of Business in 1939, sales 
had totaled $344,000,000. Thus 
1948 sales represented a 593 
pet rise. 

There were 17,615 farm 
equipment dealers in 1948, 
compared with 10,499 in 1939. 











Real Output of Goods 
Rose 75%, Since 1929; 
Prices Are 50% Higher 


National output in 1950 amount- 
ed to $280,000,000,000 in the cur- 
rent value of the dollar but it 
amounted to $153,000,000,000 in 
1939 dollars, the Commerce Dept. 
reported. National output in 1939 
totaled $91,300,000,000. In other 
words, national output rose 68 pct 
from 1939 to 1951 but it required 
$1.83 on Jan. 1 to buy what a dol- 
lar bought at the end of 1939. 

It was the first time that the de- 
partment published an analysis re- 
lating soaring national production 
to the drop in the value of the dol- 
lar. 

The figures also showed that real 
output advanced 75 pct from 1929 
to 1951 as prices were rising 50 
pet. The Department’s real out- 
put estimates were obtained by 
calculating production of goods and 
services for each year during the 
1929-1950 period in dollars with 
1939 purchasing power. 

Output in 1929 totaled $103,800,- 
000,000 in 1929 dollars but to only 
$85,900 000,000 in 1939 dollars. 


Plymouth Changes to 
Net Pricing on Rope 
Plymouth Cordage Co., Plymouth, 
Mass., has issued a new price list, 
effective Jan. 22, on which all 
prices shown are net prices to the 
(Continued on page 168) 


HARDWARE AGE, FEBRUARY 8, 195! 








ot 


Wh 


YOU PA’ 
in Two Si: 


VOLUME 
Developed 
keep your 
Blades turr 
A REAL 

Strikingly 

3 colors .. 
SELF-SE 
Puts blades 
can see and 
SAVES T 


Provides a 
sizes... con 


A DUAL | 


Sells both | 
saw Frame. 





HARDWAR' 


SELL MORE HACKSAW BLADES — 
mith this Gf Starrett My 


IT'S FREE 


YOU PAY ONLY FOR BLADES—Available 
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VOLUME BOOSTER 

Developed by leading display specialists to help 
keep your stock of profitable Starrett Hacksaw 
Blades turning over fast! 

AREAL EYE-CATCHER 

Strikingly designed and attractively executed in 
3 colors ...a real sales stimulator! 
SELF-SELLING 

Puts blades right on the counter where customers 
can see and buy them! 


SAVES TIME AND SPACE 


amount- Provides a handy counter stock of all popular | 

fhe cur- sizes... compact, convenient, takes little space. 
but it |, DUAL MERCHANDISER 

,000 in 


e Dept. Sells both Starrett Blades and The Starrett Hack- 
in 1939 saw Frame. 
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hg ° THE L. S. STARRETT CO. .- World’s Greatest Toolinakers . ATHOL, MASSACHUSETTS - U.S.A. 
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Use thése high quality, 
_ budget-priced 
OXCO brushes 


» { You'll find a brush for every clean- 

ing need;—brushes that clean 
better and take less time. You'll be 
) finished cleaning before you know it! 













Oxco brushes clean better because 
they're filled with the right material 
for the cleaning job each brush must do, 
while handles and blocks are made of 
long-lasting seasoned hardwood. And 
into each brush goes the skilled manu 
facturing experience of over 66 years. 
Best of all, these brushes cost so little 
that you can't afford to clean without 
them. Most cost under $1; none over $2. 






















THIS 1S 
oOxco's 
LONG MLACH 
WALL BRUSH 
(Me. 164) 






These “Spring Cleaning’ brushes are 
part of a great variety of millions of 
brushes made and sold each year by 
Oxco. Buy them now at the hardware 
counter of your nearest store-—before 
you start cleaning 
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A e 
Zé HAMMOND"SLIM , 

a “ UTILITY BRUSH “DAILY” DUSTER 
- SPARKLE aan tales lacs BRUSH (No. 9463) 
BROOM a oe 

solves the problem pe Plastic bristled duster 
Plastic bristles sweep cleaning dirt trom hid hos mony wes — for 
; " floors ond corpets like den places behind radi dustpon pick-up, stairs, 
© mage pick vp dirt otors, stove, sink, fe- bonnisters, cellar work 
magnetically trigerator, etc shop, screens 
iv) é « ae PF _ * A 
oo eT se 
i OD “GLEAM" " 
| WINDOW BRUSH “QUIKLEEN' “CORNELL” 
i (No. 7985) BOWL BRUSH SCRUB BRUSH 
(No. 9455) 


Washes town your out Heavy duty cleaner 





de windows in a jiffy Plastic bristles, specially Digs owt grime ond dirt 
Cleon frames os well os shaped to do o quick, from floors and painted 
panes. ideal for washing — thorough job of cleaning — surfaces — leaves them 
the cor. toilet bow!s shining clean 
x “RED BREAST” WHISK BROOM 
We long-wearing, stiff polmetto bristles chose dirt from any sur 





face. Hondy for the home as well as the cor and workshop 


Check with a pencil the brushes you 
need and would like to get. When you 
go shopping, be sure to take this ad with 
you and show it to the clerk for prompt, 
efficient service, 





OX FIBRE BRUSH COMPANY, INC. 
Letablahed /: 


Oasoreicw Sh6  mantiane 


WHEN YOU ASK FOR BRushEs ack FoR OXCO 
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Fd FAST-SELLING BRUSHE 


POWERFUL 
NATIONAL 
ADVERTISING 


This eye-stopping, hard-selling a 










vertisement, a big half page in col 
Order f 


designe 
once th 







will appear in the April issues 


Tells your cust 


buy—and wher 





25,00 90,009 


consumers! 


This year, Mr. Dealer, Oxco’s sales-making Spri 
Promotion gives you a golden opportunity to bo 
your turnover and profits on Oxco brushes, and oth 
cleaning supplies. Housewives need these 0 
brushes and supplies to do their annual Spring Ho 
cleaning and Oxco’s Promotion directs them 
YOUR STORE to buy them. The attractive ho 
wife shown in Oxco’s big color ad will tell wom 
why new brushes will clean better than old ones # 
make her cleaning easier. She'll be looking right 
them from Oxco’s colorful window streamer 




















pper-stopper. 
easily be seer 
across the 
. Draws cus- 
ts into your 
re, 


repeating the story from the eye-stopping disp in on Oxc 
card. She’s the keystone in this Promotion that wy Opportunit 
move more cleaning supplies over your counter all the de 


ever before. 
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PROMOTION 
























cleaning supplies than ever before! 


. DEALER SALES HELPS K POWERFUL NATIONAL ADVERTISING 


All during April and early May, build a floor or counter 
display of cleaning supplies, centered around the 
brushes featured in Oxco’s advertising. Use Oxco’s 


Order from your jobber a good supply of 

the fast-selling brushes featured in the 3 
national advertising (see opposite page). 
Place your order promptly to be sure of 


delivery by the first of April. 


display card to “tie-in” with the national advertising and help 
shoppers sell themselves. 


Order from your jobber these FREE merchandising aids, 
designed to draw traffic to your store and help you sell 
once the customer gets inside. 


OLORFUL DISPLAY CARD 


Reproduces Oxco’s big consumer ad in color. 
| Tells your customers why to buy—what to 
buy—and where to buy it—right in your store. 





HARD-SELLING 
NEWSPAPER MATS 


A dominant, professionally-prepared ad 
with each brush as a separate mat. 
Feature as many brushes as you want. 
Just fill in prices and your address. 
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streamer ‘ 
ng disp in on Oxco’s big Spring House cleaning promotion. Don't miss 
yn. that opportunity to increase brush sales and profits. Your jobber 









all the details. Phone or write him today to get started. 
e@ now to be a partner in this sales-making Promotion. 


EE YOUR JOBBER NOW! 
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COMBINATION WRENCHES 


OPEN-END WRENCHES 
BOX-END WRENCHES 


“IGNITION SETS za 


‘SOCKETS & ATTACHMENTS jl 
ADJUSTABLE WRENCHES 4a 
LEVER JAW WRENCHES 
SCREW DRIVERS 
PLIERS 
TINNER SNIPS) 


Single or Multiple Unit MERCHANDISERS 
Sell Tools on Sight! 


Stimulate quick, profitable tool sales with modern, 
eye-catching tool merchandisers. Metcoid’s popular 
No. 168 TOOLMART ASSORTMENT makes a 
complete, compact department of high quality, fast 
moving numbers, 


Consisting of 4 individual units (listed here ) plus 
metal display stand, TOOLMART fills virtually every 
customer tool need for home, farm, shop or car. 


AMERICA’S FASTEST GROWING TOOL LINE 
Sold Only Through Authorized Jobbers 


METAL ENGINEERING COMPANY 


PLANO, ILLINOIS 
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since we found out 


. || CERYTHING HINGES ON HACER!“ 
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C. Hager & Sons Hinge Mfg. Co. + St. Louis, Mo. *® 
Founded 1849—Every Hager Hinge Swings on 100 Years of Experience 
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YOU CAN TELL 
A GOOD 
ELECTRIC DRILL 
BY ITS CHUCK 


zs 


If it’s a JACOBS 


It bears the name...look for it! 


~-7cobs Rubber-Flex Hex-" cy 
Chucks Oop power 


t s prove that their makers put 


Jacobs Plain Bear- 
ing Key Chucks 
the most widely used 


dr huck inthe world 


Jacobs Rubber-Flex 
Hand-Tite Chuck. 


for, BBER 


wi 
FLEX 1 
hold t 
}/ tight. N 
spring 


‘e.37°s. A 














el a 
“aNd They Zo 
look for it! 


No matter what the make of a portable electric tool 
may be, there’s one name your experienced purchaser 
always looks for on the CHUCK. 


If it’s Jacobs, he has found what he was looking 
for — his assurance of maximum gripping power, 
accuracy and service life. It’s a familiar routine 
wherever chuck-equipped tools are sold — and proof 
that Jacobs is one of the most powerful selling names 
in all industry. 


IN YOUR OWN SELLING FIELD as in every 
other, hard-hitting national advertising helps keep the 
name of Jacobs at peak sales value. It’s a safe bet that 
many of your own customers are among the 8,100,000 
readers of POPULAR MECHANICS and 
POPULAR SCIENCE, which carry Jacobs mes- 
sages regularly. 


That’s why it’s a smart move to make sure the 
portable electric tools you stock are equipped with 
JACOBS CHUCKS. They get business — and hold 
it! The Jacobs Manufacturing Company, West 
Hartford 10, Connecticut. 


IF IT’S A 
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HOME WORKSHOP 





CHICAGO 


New national ad campaign sells 3M Sandpaper 





Full page ads in Popular Mechanics, Home Craftsman and ' 
Popular Homecraft announce new line to your customers if 3M 


SA ‘ 
Get ready for a rush of business on the new 3M Home Workshop 0 ape \ _— SOCK ‘ 


Sandpaper! Three popular homecraft publications are delivering “tia 
4,228,752 advertising messages about this professional-quality : 
per during the next six months alone, and these magazines begin 
itting the newsstands in just a few weeks. 


* Customers will read how discs, belts and sheets are pre-cut to 
fit most home power tools—plus the 3M Sanding Block .. . and 
how the aluminum-oxide mineral coating of 3M Home Workshop 
Sandpaper is the same coating that’s the favorite of the woodwork- 
ing industry for fast cutting and long wear. 


Your stocking problems are made easy by a simplified grit range SOLID RUBBER 3M SANDING BLOCK makes a 


—fine, medium, coarse and very coarse—and Universal Centerhole* profitable item in combination with handy packs 

discs fit all arbors from 4%” to 1”. of pre-cut aluminum-oxide sandpaper. Block and 

paper may also be sold separately. Counter cards, 

Cash in on this big promotion by ordering your supply of 3M __folders, window streamers and displays are avail- 
Home Workshop Sandpaper today. able for tie-in with national advertising. 


Richmond 2-2515 


3M 


. 
SANDING BLOCKS 


Telephone: 


‘ 

) “PRODUCTION” PAPER DISCS “PRODUCTION” PAPER SHEETS 3M SANDING BLOCK “PRODUCTION” CLOTH BELTS 
Universal Centerhole*. 5” & 234" x 9” (for 3M Sanding Solid rubber. Easy to handle. Six sizes for most portable 
6" diameter. 144" to 1” arbor. Block) and 324" x 9". Pre-cut sheets available. belt sanders. 5 to a box. 


Made in U.S.A. by MINNESOTA MINING & 
MFG. CO., St. Paul 6, Minn., also makers of ‘‘Scotch”’ 
Brand Pressure-sensitive Tapes, ‘Scotch’? Sound 


Recording Tape, ‘‘Underseal”” Rubberized Coating, 


“‘Scotchlite”’ Reflective Sheeting, ‘‘Safety-Walk’’ Non- 
sty Site St ake HOME WORKSHOP 
General Export: Durex Abrasives Corp., New Ro- 


“PRODUCTION” PAPER chelle, N. Y. In Canada: Canadian Durex Abrasives 
FACE PLATE DISCS Ltd., Brantford, Ontario SANDPAPER 


8”, 10", 12” diameter. *Patent Applied For. 


YOR K 


NE W 


HARDWARE AGE, FEBRUARY 8, 1951 























OR , RE 
.% FUND oF yn 
anteed by @ 
usekeeping 
ao 
a 


7" = 
F <i 
i] © Guar 
Good Ho 
Shop 
AS ap 
a] 


4 RE-SOLD 
’ (‘2 YOUR CUSTOMERS 
THROUGH NATIONAL 
ADVERTISING 


—_— 














Y, ALUMINU 


. Exterior» Heat-Resisting ° 


rd 


















































HARDWARE AGE, FEBRUARY 8, 1951 





TOMERS 
TIONAL 
NG 


, 1951 








SELLING HELPS “4,7 


THESE WIZARDS. WITH WOOD AR IZARDS WITH DEALER AIDS, TOO! 


We go all out to help you sell Firzite, Satiniac and Weldwood Glue. 
Here are a few of the dealer helps we offer—display panels, leaflets, 
litho displays, metal signs, ad mats, etc. Mail coupon for special 
introductory deals. 










NATIONALLY ADVERTISED 
in Saturday Evening Post, Better Homes 
and Gardens, American Home, Popular 
Science and a list of over 20 others! 
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No Waste. 
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e 
MAIL COUPON FOR SPECIAL INTRODUCTORY DEAL 


1 UNITED STATES PLYWOOD CORPORATION 
1 Dept. 183, 55 West 44th Street, New York 18, N. Y. 

: Send me (check items desired) 

1 (© Full descriptions of your Special Assortments No. | and 2 
1 on FIRZITE and SATINLAC. 

; (0 Full information about WELDWOOD Glue. 

1 

1 

| 

i] 

i] 
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Goulds Pumps inc. 

















As you know, 










goulas dealers: 


















We’re Telling Prospects 

to look for the Balanced- 
Flow. This excerpt is 
from one of our national 
advertisements, as it is 
appearing in leading 
farm and home publica- 
tions. It'll pay you to 
stock — and push — the 


Balanced-Flow now. 


FOR EVERY FARM AND HOME NEED 


a & 
seneca Falls» 


tanks are - 


pipe is 7° petter: 
et, 
palanced-F1o™ . s 
ipe than other pump 
pi 


s thi 
5 you'd Like cali 
Pernap 





THANKS FOR THE TIP, MR. DAVIES 


It’s a good tip—one that will give every Goulds dealer a “jump” on competi- 
tion at this time, on shallow well installations. 


Feature the tankless Balanced-Flow . 


mize shortages ... keep your water systems volume and profits up/ 







/4uONS alr as~sa- 
See it... compare it... buy it! 











WATER SYSTEMS 







— and 
nty scarce these aays ; 
j ou 
“ great Luck pushing vy a 
ankless and uses 


nc. 
n Davies C+ . 


‘ = © 
paris station: 4 





Tie 


. install it wherever you can. You'll mini- 


pest of all, it’s low pric 








The BALANCED-FLOW Jet 


needs 
no tank— 
less pipe 
than other units. . 
and these are scarce 














and expensive items 
today! Packex 
= oe a ae ee oe a oe 
Albany, | 
Atlanta, 
Augusta, 
Baltimore 
Carteret, 
Chicago 
Write for the name of your Goulds distributor. Cincinnat 
Columbic 
Goulds Pumps Inc. 


Seneca Falls, N.Y. 
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MULTIPLY SALES... 
MULTIPLY PROFITS 


| ARMOUR | 


Vertagreen 
Plant Food 


ARMOUR FERTILITER WORKS 





Tie-in with Vertagreen’s Greatest Spring 
Advertising Program 


Vertagreen advertising, appearing this spring in a 
greater list of newspapers and magazines than ever be- 
fore, will bring in customers who buy your full line of 
ROOTS garden supplies. That’s why it’s profitable to you to keep 
Vertagreen on display with related items. And remember 
to feature Vertagreen in your store advertising. There 

are plenty of free tie-in mats, attractive folders, stream- 
a. ers and displays. See the Vertagreen salesman for promo- 
tional material. For extra sales and profits, tie-in with 
Vertagreen advertising. The coupon below will bring you 
full information on Vertagreen’s profit possibilities. 


Mail the Coupon! 


Feeds 3 ways 


| ARMOUR | 


Nertagreen 
Plant Food 


ARMOUR | FERTILIZER \WOnss 











FLOWERS 
FRUITS 
VEGETABLES 

















Packed i TRE gece agri ae arn tre re eee 
nt, 5, 10, 25, 50, 100 Lb. Bags | ARMOUR FERTILIZER WORKS | 
VERTAGREEN DEPT. HA 

MANUFACTURING PLANTS LOCATED AT: P. O. Box 1685, Atlanta 1, Go. 

Albany, Ga. Columbus, Ga. Montgomery, Ala. | Please send me further information about Vertagreen. | 

Atlanta, Ga. Dallas, Texas Nashville, Tenn. | i_e = 

Augusta, Ga. East St. Louis, Ill, New Orleans, La. | (check one—no obligation) 

Baltimore, Md. Greensboro, N. C. Norfolk, Va. : Name__ bsencsshignus otenintanemaemmicusupenanbaddais | 

Carteret, N. J. Houston, Texas Searsport, Maine | | 

Chicago Heights, Ill. Jacksonville, Fla. Sandusky, Ohio | Firm — emer.  f 

Cincinnati, Ohio Jeffersonville, Ind. Wilmington, N. C. pits x —- ; 

Columbia, S$. C. Winona, Minn. | 

Ni. Y. 4 City _ State | 
8, 1951 
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YOUR CUSTOMERS ARE NOW READING 


4 wry 


[yee 
enor 










Cash in on 
advertising 
in Farm Journal 
and other 
leading 


publications. 






A COMPLETE LINE 


for Farm and Garden 


CAPITALIZE ON POWERFUL PROMOTION 


NOW IN YOUR TERRITORY 


In ‘‘Garden Drudgery’’, there’s one of the most 
powerful promotions ever released in the farm imple- 
ment field. Will it help you sell? You bet it will! Garden 
Drudgery, the time-wasting, back-breaking, health- 
busting part of farm and garden work, is one thing 
everyone hates most, whether he or she’s an after-hours 
gardener or a full-fledged farmer. The entire Planet Jr. 
Promotion is bull’s-eyed on eliminating ‘“‘Drudgery”’. 





Garden Tractor 
with 
Power Mower 
Attachment 


W 
XB 


‘2 Wheel Hand Cultivator 








Write for complete details of the Planet Jr. Promotion NOW ! 
Follow the Garden Drudgery story in the Farm Journal and in 
similar publications. Be ready to make the most of it when its 
full impact hits your own sales area. ag ? 


One Horse Cultivator Fertilizer Spreader 











DY 


< 





, a 
WA Plane 2 
as 
ae Hand Fertilizer 


Planet Jr. Saas ea , 


FINEST IN THE FIELD Multi-Row Drill 1 Whee! Hand Caltiator Tillage Steels 











NIXDORF 


S. L. ALLEN & CO., Inc, © 3417 N. Fifth Street + Philadelphia 40, Pa. Paacens 
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7 ELEPHANT BRAND 


TRUCK AND WAGON HARDWARE 





It’s the All-Steel Chain- 

Tainer with the Handle! 

Contains 100 Ibs. of any 

one of the 4 fastest-selling 

sizes of ELEPHANT BRAND 

‘*PROOF"’ (Green label), and 

“BBB”’ (Red label) Chain, made by the 

oldest chain manufacturer in America. It's ; 

sealed to protect chain against rust. It’s easy to 4 D 

handle — stock — display — sell! : ELEPHANT (RR) BRAN 


sk Your Jobber 1 8B colt CHAIN 
Ask Your Jobb | Coe. ach 
BRAND = 


waif KREIN MEG. CO. - 











NIXDORFF-KREIN MFG. CO., 916 Howard St., St. Louis 6,Mo., Est. 1854 
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LEADING THE PAINTPF 








Take the lead in your community with these 3 fast 


sellers ... the paints millions of homemakers ask 






for! They’re pre-sold by the biggest consumer cam- 






paign in the paint industry . . . big, full-color ads 






reaching the best prospects in your community, 






again and again. Quick sales assured, with big 






profits for you. 







Colors that Customers Ask For 






Excellent range of ready-to-use colors that are most 






in demand. Simple method of combining full cans 






to create all the colors homemakers want. 






Over 40,000,000 homemakers see Se ie ee 
these products advertised in: pet Washable. Super! 







i 





Life Saturday Evening Post 


Good Housekeeping Sunset SUPER Kime ... completely nev 


Better Homes & Gardens Country Gentleman 















endorse and « 













American Home Metropolitan Sunday completely different wall paint. Velvet-rid 
Living for Young Newspapers rubber-tough, guaranteed washable. Gorgeowg™ thrifty hor 
Homemakers Parade new colors that are out front in the style parade finish is desire 
F ING PAINT COMPANIES Acme Quality Paints, Inc.—D _ Broth 
QUALITY ASSURED BY LEADIN OP beeen 6 Get lucas & Ci 


fie +» KIMGLOKA 
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PARADE TO 











| The modem 
4 Miracle wall pai | 


<a 


Baked Ens 


Kim fone . . - millions of satisfied users KEM-GLO ... the miracle lustre enamel that 








endorse and demand KEM-TONE, the top value looks and washes like baked enamel. America’s 
in thrifty home beauty where a lovely flat-matte largest selling enamel. New colors that bring. new 


finish is desired. customers—a great repeat seller. 


The Lowe Brothers Co.—Dayton The Martin-Senour Co.— Chicago The Sherwin-Williams Co.— Cleveland 
hn Lucas & Co., Inc.—Philadelphia Rogers Paint Products, Inc.— Detroit 
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Better Homes & Gardens, 


4 


3rd BIGGEST man-woman magazine, 
can build your hardware business in many BIG ways — 


BHGi: BIG in home handy men—andatleast ‘ buying guide for today, tomorrow and that day when 


1 out of 3 families own power tools! dreams come true! 


BHGis BIG in home gardeners! Last year, So it’s easy to see what a lasting aid it is to your 
68% of BH&G’s families bought flower seed, 46% brands when they’re advertised to Better Homes & 
bought lawn seed—and 58% bought fertilizer! Gardens’ 3%-million families! 


NN 


BHGi: BIG in results! Within 60 days after 


a cabinet manufacturer ran his first ad (2 page, 2 
colors) he received 28,473 inquiries! 


Most families are NOT big hardware users—but 
BH&G’s 3%-million are naturals! They own their 
homes and spend a good share of their above-average 
incomes maintaining and improving those homes 
and grounds. What’s more, they use BH&G as their 


(hardens 
4 NY 





Serving a SCREENED MARKET of 3'-Million Better Families 
— Wye MEREDITH PUBLISHING COMPANY 
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Show them both 


Pig 
7 


and you I 


@ Good-looking, well-kept lawns call for 
both of these Cyclone “Red Tag” Products 
—Lawn Fence and Flower Bed Border. 
Stock them, show them—and sell them. 


Call your customers’ attention to the 
straight wires, evenly-spaced mesh and 
uniform picket tops that assure attractive 
appearance . . . the smooth, even galvaniz- 
ing that means long life. 

You can offer your customers Cyclone 
Woven Lawn Fence in both single and 
double loop construction . . . in a com- 
plete range of heights. In limited quan- 
tities, Cyclone Welded Lawn Fence is also 
available. 





The peak of the season is just around 
the corner. Check your stocks and order 
from your jobber. Under present uncer- 
tain conditions, we are dividing our pro- 
duction as equitably as possible, and job- 
bers, we feel sure, are doing the same 
thing. 


site 


CYCLONE FENCE DIVISION 


(American Steel & Wire Company) 
WAUKEGAN, ILLINOIS - BRANCHES IN PRINCIPAL CITIES 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 











s = a4 
if 
Vi eh 
CATCH-ALL BASKETS HARDWARE CLOTH INSECT WIRE SCREENING FLEXIBLE STEEL MATS 





LAWN FENCE + GATES + HARDWARE CLOTH + INSECT WIRE SCREENING - CATCH-ALL BASKETS - FLEXIBLE STEEL MATS 


~ 
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AGAIN 


B.E Goodrich 


announces the 


6 
ADVERTISIN 


Big full-color ads in leading national magazines — 






















gre 


store displays and promotion—plus the powerful sales-making puevey 
name of Koroseal—all yours when you sell B. F. Goodrich ship. In 
how the 

garden hose. al 
National full-color ads in Life, Saturday Evening Post and of deale: 
Better Homes & Gardens—35 million sales-building advertise- word Kc 
ments—will start soon and run all through your hose sales "Your n 
season. These ads will promote and help you sell the most com- make it 
plete, popular line of garden hose in America. Look at it! ..-You 
a big 


THE HOTTEST NAME e 
IN MERCHANDISING 
IN AMERICA TODAY 


Garden Club, Maxecon and Signal for any customers who 
may prefer rubber hose or want a price product. 
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Koroseal fastest-selling — fastest- 


growing hose in America — gives you MORE PROFIT! 


Survey shows Koroseal leader- 
ship. In city after city reports show 
how the power of the Koroseal 
name és selling for dealers. Typical 
of dealers’ statements: “The magic 
word Koroseal turns the trick”... 
“Your national advertising does 
make it easier to sell your hose” 
..."Your advertising superiority is 
a big factor in selling.” Dealers 
everywhere are taking advan- 
tage of this leading name in 
present-day merchandis- 
ing. They have proved 
that a Koroseal hose 
display inthe win- 
dow brings 
in custom- 








ers. 
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Better product. Guaranteed 10 
years. Koroseal hose is lighter by 
¥s to %—a child can carry it. Wom- 
en like this light weight that makes 
gardening easier. 

You can leave Koroseal out all 
year if you like. Its brilliant colors 
may fade a little but neither sun nor 
air will weaken it. 

Reattachable couplings. Brighter 
colors—red or green. 


Packaged for profit. 50-foot 
lengths are coiled and taped to 
stout cardboard. No wrapping or 
packaging problem for you. 
Make this powerful, nationally 
advertised nameand campaign work 
for you. You'll find the BFG line of 
garden hose the quickest way to 
big-volume sales at a profit. Ask 


your distributor, or write us for 
complete information on window 
streamers, newspaper mats, count- 
er cards and display racks—the full, 
powerful, sales-building sales pro- 
motion job B. F. Goodrich and 
Koroseal offer you. The B. F. Goodrich 
Company, Industrial & General 
Products Division, Akron, Ohio. 


Ga 


B.F Goodrich 


Koroseal—Trade Mark—Reg. U.S. Pat. Off. 






















IS 















—No Extra Charge 


sin 


This beautiful, life-size, traffic- 
stopping, hard-selling window and 
floor display does a real sales job. 
‘t is sent to you absolutely free with 
your order of 12 or more Coleman 
Folding Camp Stoves PLUS 3 or more 
No. 10 high stands. 

Let this colorful, life-like display add 
excitement and interest to your windows 
and sales floor... sell more Coleman 
Camp Stoves during the big Spring out- 
doors season. Order from your jobber 
today. 


FASTEST SELLING CAMP STOVE MADE 


It was a sell-out in 1950. With its 
streamlined design and the backing of 
strong national advertising, it’ll sell 
even faster this year! Model 413-D 
shown here has smooth rounded cor- 
ners, improved tray-type lid, handy 








towel rack, and steel strap slide-away Sedhaguiedl 
legs...all strong selling features. It is : by 

one of the popular two and three LEADING 
burner models of Coleman Camp OUTDOORSMEN 
Stoves. All light instantly; cook like 


a city gas range. Fold up and carry Everywhere! 


like a suitcase. Bake, boil, roast, fry, 
broil, toast. Proved profit producers. 














Order from Your Jobber Now—Be Ready When Sales Start! 















CMe aaa Malt te nanobio 1 ann eb ine mnie we 








Timely Products to Push for Profit Now—Order from Your Jobber 
NEW Model 200 Marine Stove 











Floodlight Lantern Speedmaster ieee wince, sheen 

Greatest all-purpose out- Stove convenience for boat ; 
door light on the market. Im- Good eats owners, afloat or 
proved burner. Larger fuel fast ashore. Two burners. 
fount; 8 to 10 hours lightin at home Kerosene and alcohol 
service. New attractive ool or away. models. 
porcelain ventilator top. 

4 = 
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YES SIR, MY NEW COLUMBIA BIKE 
is THEFT PROTECTED and GUARANTEED 


PROTECTO-LOCK 


> 4) 
La 





It’s among the most important 
features that help Columbia-Built 
Dealers boost sales and profits! 
Locking is effected by direct-lock- 
ing bolt of great strength, operat- 
ing into the frame head. Highly 
rust-resistant. Key removable in 
locked position only. Now, with 
Columbia’s new One-Year Theft 
Protection Guarantee included, 
bikes are super-safe! 










eae Slee 2 









OTHER GREAT COLUMBIA FEATURES! 


* New Therm-O-Matic Precision Frame 
© New Chrome Air-Flow Tank with enamel trim 
* New Full-Length, Full-Protection Chain Guard x 
with airflow trim s 
© New Super-Carrier with electric tail light, avto- 
matic stop signal, reflectors; tubular chrome t 
brace rods Hy 
° New Columbia Floating-Action Spring Fork in hy 
chrome and enamel f° 
© New Front Wheel Expansion Brake 
* New All Chrome Streamliner Headlight with lock 
top and rocket fins 







Super-Equipped 
Five-Star “Airider’’* 
Motobike 


EVERY MODEL 


NE RE 


“GUARANTEED ® Columbia Built-in Kick Stand 
AS LONG AS 
YOU OWN IT” “SINCE 1877... AMERICA’S FIRST BICYCLE” 





ae ca em ee sate ee ee Se ee ae sn cam et 






*Reg. U.S. Pat. Off. 


SEND FOR FREE 
a tout ie ped Ke] e 4 
LITERATURE NOW! 


| THE WESTFIELD MANUFACTURING COMPANY 
B202 Cycle Street, Westfield, Massachusetts 


Please send me your literature illustrating and describing the patented 
—— PROTECTO-LOCK and complete line of Mid-Century Columbia-Built 
icycles. 
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Oolbdd Favorite Tackle Cox 


NOW AVAILABLE IN 


TACKL ROYALITE 


BOXES 


alii ‘abe new My Buddy Alligator Tackle Box in Royalite is by far the 


wanenenooy finest tackle box ever offered by ANY manufacturer at ANY price. 


Royalite, an entirely new synthetic composition of exceptional tough- 
ness and durability was developed by the U.S. Rubber Co. after more 
than 10 years of research and experiment. 


Royalite is waterproof, rustproof and weather resistant. It will not 
crack, dent, break, chip or peel and is unaffected by salt water. 


The use of Royalite as a tackle box material opens a vast new 


market for dealers. 
B ZiG he 


‘ALLIGATOR’ 


The box is 18” long, 7” high, 
744” wide, weighs 414 Ibs. 
Choice of brown or green 
alligator finish. Packed in 
individual cartons. 











WRITE TODAY for free full color catalog 
showing the My Buddy Alligator, Box jin 
Royalite as pietiered here, as well as the 
other My Budéy tackle boxés and the com 
plete }ine, of Fails City minnow buckets. — 

















New Milcor Gare 
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Mo mount with sc 
asily on 16” or 
HARDWARE AGE, FEBRUARY 8, 1951 Does double d 
lols in the gara: 
bela tools in base 





ar the 
e. 


ough- 
more 


ll not 


, 1951 





bees Fo Ger 28 «CES ORES | 











Milcor Gardeneer Tool Rack — Low- 
— made of strong, heavy-gauge steel, 
‘orrugated for rigid durability. Keeps a doz- 
gorden or household tools neatly and safe- 
yin place. Top member is a slotted shelf 
ounted on two sturdy brackets; bottom mem- 
er has holes to receive tool handles. Punched 
® mount with screws or nails quickly and 
asily on 16” or 20” studs. 
Does double duty — for garden or work 
itels in the garage or basement, for house- 
@ tools in basement or back hall, 


Milcor Gardeneer Pick-up Cart—Low 
cost — made of heavy-gauge steel 
with fluted sides for extra rigidity. 
Holds several bushel basketfuls in one 
load (measures 28” front to back, 
183%” across). Balanced for easy han. 
dling — all weight rests on two wide 
rubber-tired wheels. Double stand for 
perfect stability. Tips to ground for 
loading and unloading. 

Dozens of uses everywhere—for the 
home, the farm, the store, the factory. 
Hauling, mixing, carting, etc. A year- 
‘round seller for steady profits. 





,. MILCOR GARDENEER TOOL RACK 


it — two of the most profitable items 
: you can feature this season! 


Past years have proved the sales-power of the popular Milcor Garden- 
eer Pick-up Cart (now improved, and better than ever). And already 
this year, the new Milcor Gardeneer Tool Rack has.become a sales 
sensation in garden departments throughout the land. 


Why? Because they both fill a long-felt need in every household — 
both are terrific bargains as worksavers. Customers see them — instant- 
ly recognize their value — and you ring up another profitable sale! 


Stock them, Feature them as your promotion leaders — in your ads, 
your window displays. Don’t overlook their possibilities as a perfect 
base for tie-in selling. They build traffic — boom sales — boost profits. 


Write today for price lists, literature, and complete details. 


— 


'<INLAND> STEEL PRODUCTS COMPANY 


asl Formerly Milcor Steel Company 


4063 WEST BURNHAM STREET . MILWAUKEE 1, WISCONSIN 
Baltimore 24, Md. © Buffalo 11, N.Y. © Chicago 9% Ill. © Cincinnati 25, Ohio © Cleveland 14, Ohio 
Detroit 2, Mich. @ Kansas City 8, Mo. @ Los Angeles 58, Calif. © New York 22, N. Y. 
Rochester 9, N. Y. ©@ St. Louls 10, Mo. 












PYREX Ware Dishes! . 


CHECK YOUR CUPBOARD NOW! 













PYREX 


Flameware Percolator New PYREX Hostess Set 


PYREX Utility Ow 





Pyrex Flameware Saucepan—secing when 
things are done just right? Have you used 
those wonderful new Hostess sets—casserole 
and ramekins in bright, gay color? Do you 
own all three sizes of Pyrex measures? 


PYREX Casserole 


Have you found the fun of cooking ina keep clean. 

Check your cupboard. Note what's miss- 
ing. Then go to your nearest Pyrex Ware 
counter, and select the ones you need from 
the dozens of wonderful dishes. You'll find 
a wide assortment of shapes and sizes—for 
You'll enjoy every piece of Pyrex Ware —_ every use, for every kind of family! 





PYREX Meosure 








+ +» its looks, the way it cooks, the many 
ways you can use it. It doesn’t stain, it 
doesn't hold odors. And it's truly a joy to 











Fiavor-Sover Pie Plate PYREX Flomewcre Teapot PYREX Hostess Cosserole 


High Buted edges | sives Boils water, brews tea, lowks a colon? My qaan casserole 
and flavors im your f handsome on yur table with cover, im gay red or sunny Bakes 
Sunch ze. SHE $1.95 yellos $2.25 





PYREX Loof Pan 


your meat loaf—serve 
tin uyie, S}y-inch ue. OGE 


tor perfect coffee every titne Bake in it, serve in it! It's use n colon Weal. covered cas Handy I-quart size fo Easy to read! i<up, + 
always the rig! remein? fut 4 dozen diferent wavs cree with 4 individ famnit ¢ t-quart sizes 
cup size. $2.95 104-inch size, OYE Kins. Red or yellow I-pint sive. 59 
: “. 
“a P= “ ) 
T eoceeall t 
ae 
- : 

PYREX i 


Fu 














PYREX Hostess PYREX 
Oven-and-Table Set PYREX Custord Cups Fiamewore Saucepon r 
t of The cups you couldn't hve with Lets you sec what's cookmny, pres, 
Out! Bake, serve. store in them and i. u Red 





it wen out right! 1% 
Sor. size. Each 10€ potas $2.25 












Sec how the. Seen 
whore bw 





PYREX Oven Roaster 





$1.39 

















100th ANNIVERSARY 


Join us in celebrating a cent 

better and more useful . . 

of Corning Glass Works. 
For a limited time we' 





PYREX Flumeware 
















fering you a big 
saving on that popular round Pyrex Ware cake a 
dish—for baking, for serving, for dozens of uses. = 


Double Boiler Get this wonderful dish at your dealer's now 
i of perfect sauces and frestings The special offer expires March 31, 1951 
OF USE 38 (WO Separate sauce 
$3.45 


CIAL for a limited time only! 


(Offer expires March 31, 1951) 


PYREX ROUND CAKE DISH 
Regularly BO 


SPECIALLY PRICED AT ONLY 3% 


_ = \ Better buy 2— 
“en to use for 
layer cakes! 








PYTOH |e 4 reietered ralemars of Corning Giese Works, Corning, M. Be 





PYREX WARE-« rrooucr or CORNING GLASS WORKS. 

























CASH IN! 


Remember, 83% of women already own some 
PYREX Ware. What’s more, they love it! When 
they see the 18 different PYREX dishes in that 
big ad, they’re going to want more PYREX dishes. 

The moral? Use the sales helps offered on this 
page. They’re designed to help you get more sales 
and bigger sales on your whole PYREX Ware 
line! That’s why adequate stocks are important... 


“PYREX"’ is a registered trade-mark of Corning Glass Works, Corning, N. Y. 


40 





A product of 
Corning Glass Works 


DEADLINE COMING UP! 


OOK over the Pyrex Ware dishes on this 


Don’t miss any of these Croan Havepiapeigimnasincnny 
100th Anniversary 


Cash in on this full-page PYREX ad in 
February Ladies’ Home Journal, Good 
Housekeeping, Woman’s Day, and Coun- 


Order stocks 
for PYREX 


Special new! 


try Gentleman! 


Here’s your traffic-puller! 


From January 20th till March 31... one 
of the most popular PYREX Ware dishes 
at a 20¢ markdown! No need to tell you 
the pulling power of the PYREX name at 


a price like this! 


Yes, your markup is protected! 


From December 26 to March 24, you 
will be able to buy this ‘‘Anniversary 
Special” cake dish from your PYREX 
Ware Distributor at regular discounts 
from the special Hundredth Anniversary 


price. 


Be sure you’re ready with adequate 
stocks of the entire PYREX Ware line. 


Order TODAY. 


Free scripts for 30-second commercials 


POINT-OF-SALE DISPLAYS 


Counter cards, display cards. 


Use your FREE Displays 


and Sales Helps: 


NEWSPAPER MATS 


1 col. x 28 lines, 2 col. x 100 lines 


RADIO & TV 


PROMOTION ENDS MARCH 31°"! 


Order from your distributor today! 
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Is soap and water 
floor scrubbing nec- 
essary? Definitely no. 
Not only is soap and water scrubbing the hard- 
est, dirtiest job in housekeeping, but it is espe- 
cially harmful to wood floors. 


“> Can you really get floors clean any 

@ other way? Absolutely! Both Bruce Floor 
Cleaner and new Bruce Cleaning Wax contain 
effective dry-cleaning ingredients that actually 
clean deeper and more thoroughly than ordinary 
soap and water scrubbing and mopping. And 
because they wax as you clean, the entire floor 
care job is done in one easy operation. 


What is the difference between Bruce 
@ Floor Cleaner and Bruce Cleaning Wax? 
Bruce Floor Cleaner deposits about the same 
amount of wax as the average “‘self-polish,” 
making it ideal for linoleum and lightly traf- 
ficked wood floors. Bruce Cleaning Wax con- 
tains three times as much wax and is especially 
recommended to give extra protection and 
lustre to wood floors. 


Pd Does floor cleaning and waxing have 
@ to be done on the hands and knees? 
Not since the invention of the Bruce Doozit. 
This long-handled appliance is scientifically de- 


BRUCE , 


by the world's largest maker of hardwood floors 





E.L. BRUCE CO. * Memphis, Tennessee 
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to your customers’ questions 


about floor care 


signed for use with either Bruce Floor Cleaner 
or Bruce Cleaning Wax. Its fine steel wool Pad 
is the most effective floor cleaning and polishing 
material known. 


Do women like this new kind of floor 
@ care? The best answer to this is found in 
the fact that nine out of ten who have ever tried 
Bruce Floor Cleaner are still enthusiastically 
buying and using it today. New Bruce Cleaning 
Wax is now receiving the same kind of response 
from those who try it. More than 1,000,000 
women are using the Bruce Doozit. 


How do you care for asphalt and rub- 
@ ber tile? Recommend Bruce Asphalt Tile 
Cleaner and Self-Polishing Wax, especially de- 
veloped for this purpose. Solvent-type waxes 
and cleaners such as Bruce Floor Cleaner and 
Cleaning Wax should not be used on these floors. 


Are Bruce Floor Products guaranteed? 
@ Positively! Every Bruce product guaran- 
tees complete satisfaction or money back. 


What about unusual floor problems 
@ and other questions? Bruce floor care 
experts are always glad to help you and your 
customers with special problems. Feel free to 
write at any time or ask your local Bruce man. 


(NOTE TO RETAILERS: This adver- 
tisement has been prepared for the 
benefit of your salespeople. If you need 
reprints, write us.) 
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into your store traffic! 


a9? 


This year, popular Autoyre Fairfield accessories come to 
_ life — in all their sparkling beauty — on the pages of America’s 
, top circulation, most influential home magazines! Starting in 










February —to speed your spring spruce-up selling 
season — Autoyre’s full-page, color advertisements 
will appear in Lire, AMERICAN HoMeE, Goop HovusEKEEPING, 
Betrer Homes & GarpENs, and Lapies’ HoME JOURNAL. 
Autoyre advertising, like Autoyre merchandise, 
is designed to invite brisk traffic — lively Bs reeng i 


counter-action — for your store. 


(FSS NS ES EE GE OE ES ee ee 


8 
HI 
8 = Tie in with the most outstanding national advertis- 
2) ~~ ing campaign ever run for bathroom and kitchen 
3 accessories in this field! Write directly to Autoyre 
i today for this full-size, colorful, idea-packed display 
5 card featuring the first 1951 Autoyre Fairfield adver- 
2 tisement. It’s sure to be a credit to your counter — 
Ean asset in sales! 
g 


Gan us un mn nes i VEE tea, Cit CE GE WR EMR EAE 
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Uy airleld | 


Matched Accessories in Lustre Chrome for Bathroom and Kitchen 


THE AUTOYRE COMPANY >: OAKVILLE, CONNECTICUT 
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Have you really looked at your 
electric counter lately 7 


NEW. woman-interest! 


NE Woackaging that sells! 
wily 


Monowatt is revolutionizing 


electric counter business — with 
NEW eotoma rua panne 


new, easy-to-use products... 


items with mass-appeal, smartly ss Pa af 3 
packaged and nationally = ms ne 






advertised. Look to Monowatt in 
’51 for more profit-building 
developments! 


ul N OWATT 
ef 


MONOWATT INCORPORATED @A GENERAL ELECTRIC AFFILIATE e PROVIDENCE 7, R. I. 
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OVW or Gas EVANS Gives bi. 


1. THE FEATURES. No matter WHAT LINE YOU NOW HANDLE, the Evans 
line gives you features that aré head and shoulders above competitive makes... 
no doped up gadgets that spell sales and service trouble but real sales advan- 
tages like fan-forced, floor level heat, Heatwave blower, simplified lighting, the 
amazing Humidifan that provides home conditioning 12 months a year... advan- 
tages that your customers want and need. 


2. THE STYLING. No MaTTER WHAT LINE YOU NOW HANDLE, the Evans 
line gives you styling that is head and shoulders above competitive makes ... 
beautiful furniture piece styling that blends with any home furnishings; blond or 
mahogany; modern or traditional . . . Evans . . . the first to have low-boy console 
styling, set the standard of the industry with this important development. 

3. THE PERFORMANCE. No matter WHAT LINE YOU NOW HANDLE, the 
Evans line gives you performance that is head and shoulders above competitive 
makes . . . Evans heaters provide nearly twice the radiant heat output of conven- 
tional heaters . . . Evans big heat transfer surfaces get more heat from every drop 
of fuel . . . Evans engineering and design permits easier service than conven- 
tional heaters. 

4. THE PRICES. No matter WHAT LINE YOU NOW HANDLE, the Evans line 
gives you prices that are genuinely competitive with other makes ... Evans gives 
you real sales value to talk about at “sharp pencil” prices customers can afford to 
pay... margins that give you room enough to “swing” the deal without sacrificing 
all your profit. Evans EXTRA features, Evans EXTRA value, Evans EXTRA perform- 
ance, give you the edge almost every time. 


... that every customer wants 
in the most complete line in the industry 


~@ EVANS 





eee pacers? €#. 
Heating and Appliance Division, Plymouth, Michigan 
In Canada . . .The Eureka Electric Co., Kitchener, Ontario 
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Get it from your distributor—this new sales pres- 
entation folder for Libbey Glass Hostess Sets and 
Stemware. 


Libbey Class Hostess Sots ond Stonware 


... catalogued and illustrated to help you build 
profitable glassware volume in I95l. 
The old “like-hotcakes” sales-success story really fits 
Libbey Glass Hostess Sets and Stemware. Everywhere 
they go, the beautifully boxed glasses clear the shelves 
in record time. What’s more—glassware is one of your 
biggest markup items. 

This new Libbey sales folder has been specially de- 
signed to give you the latest word on Libbey Hostess 
Sets and Stemware—the ones in popular demand right 


now. It lists several of the attractive Libbey Glass pat- 
terns—some in as many as twelve attractive shapes and 
sizes of matching tumblers and stemware—all with chip- 
resistant rims guaranteed: “A new glass if the rim of a 
Libbey ‘Safedge’ glass ever chips!” 


And to help plan profitable tie-ins all through 1951, 
you'll get the facts on Libbey Glass ad- 
vertising strategy. Ask your near-by 
Libbey Glass distributor . . . or write 
direct to Libbey Glass, Toledo 1, Ohio. 


LIBBEY GLASS Kew OE 


esvaAarisunktro 1818 
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LIBBEY GLASS, Division of Owens-Illinois Glass Company, Toledo |, Ohio 





A Family of Great Products- 


Every One a Vobume Gubler / 


De Luxe Household Metalware is designed Since De Luxe is a complete line — includ- 


and built to create customer-satis- 
factionand goodwill. Heavy - 
weight materials — care- 

fully fabricated and 
attractively finished 

— assure the kind of 
service that users like 

—and talk about. 


Because De Luxe House- 

hold Metalware is built to 

please users — because if is 
Nationally Advertised in maga- 
zines reaching millions of readers 


ing Colored Ware, Galvanized 
Ware, Tinware, Mop Pails, 
Garbage Pails, and Ash 
Cans, every need in 
this field is ade- 
quately met under 
the De Luxe label. 
No wonder con- 
sumers everywhere 
prefer De Luxe. 


—and because it is 

available in a truly com- 

plete line — De Luxe is a real 

sales-builder, and a real money- 
maker, for you! 


Be sure to stock, feature, and sell De Luxe Household Metalware. Talk to your Jobber's Representative about it now 


SCHLUETER MFG. CO. 


ST. LOUIS 7, MO. 
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TORO’S TOPS FOR SERVICE! 


88 Toro Distributors, coast-to-coast, offer 
you convenience, speedy repair work and 
parts delivery... finest in the industry 


See that Toro Service Depot map pictured on this page? It shows the 
nation-wide coverage of Toro Distributors’ parts and repair headquarters 
ready to serve the thousands of Toro Dealers all over the country. 


These Toro-Whirlwind Distributors are giving the finest, surest, most 
trouble-free service in the mowing machine industry. Mowers, parts and 
repair work by trained mechanics available to you at all times! 


No more lost sales when your inventory is low—when you haven’t the 
specific Toro or Whirlwind mower a customer wants. No more waiting for 
factory shipments. No delays for repairs or overhauling. Here’s a service 
system as efficient and dependable as the Toro mower itself. Get the facts! 
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PARTS QUICKLY AVAILABLE. Most 
Toro Distributors are equipped to provide 
24 hour delivery of any part for any Toro 
mower. Where else can you get speedy mower 
service like this? 


REPAIRING AND OVERHAULING 
are done in your nearby Toro Distributor’s 
shop by men specially trained in Toro main- 
tenance work. From factory to distributor 
toyou, Toromowersare handled by specialists! 


88 TORO-WHIRLWIND DISTRIBUTORS 
with parts and repair facilities, plus a full 
line of mowers, are conveniently located 
throughout the United States and Canada. 
No other mowers provide this service! 





FOR COMPLETE INFORMATION 
on profitable and popular 1951 Toro power 
mowers, call your nearest Toro Distributor, 
or write: Toro Manufacturing Corp., 3004 
Snelling Ave., Minneapolis 6, Minnesota. 
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No. 5 Lucky Strike 
GARDEN HOSE WASHERS 
12 Garden Hose Washers 
per envelope; 25 labelled 
cellophane envelopes to 
colorful display carton. 


BIGGEST 
NAME IN 
PLUMBING 
RUBBER 
PRODUCTS 





Security BLACK 
SOLID BASIN, BATH 
LAUNDRY TUB STOPPERS 


Solid base section for long, 
non-swelling usage! 12 to 
handy telescope box. 

















No. 34 CRUTCH 

TIP ASSORTMENT 

34 crutch tips, 48 tack bumpers, 
21 suction cups — all in assorted 
sizes, and 58 additional sizes 
and types of popular bumpers. 




















Made Right! Priced Right! Packaged Right! 


YOUR COMPLETE PLUMBING 
RUBBER DEPARTMENT 





420 N. Wood Street, Chicago 22, Illinois 


Tank Balls « Faucet Washers « Force Cups e Hose Washers « Basin Stoppers « Repair Assortments 
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ye-appeal stands out all over 
Whiting-Adams ‘‘Minute Man”’ 
brushes. Setting off the genuine 
Du Pont Nylon filaments are the gay 
handles in red, white and blue — colors 
that rate a salute, and get it, in the 
form of fast, easy sales. All in 


Ny lons that an attractive shipping-box merchandiser 


that flaunts the same bright, 
fla "em down f sure-stopping color-combination — at 
£ ’ prices that are right for your 
customers and for you. 
WHITING-ADAMS COMPANY, INC., 
Boston 18, Massachusetts. 


See your supplier for the popular 


assortments in ‘Minute Man” Aetna, 
Nylons and “Flying Pig” 


ww” pure Chinese hog bristles. 





















NO. 205 "MINUTE MAN” 
NYLON ASSORTMENT 


Nylon Nylon 
Bristle Bristle 


wr Contains Size Thickness Length 
fold 2 doz. 1” PATRIOT Varnish Double Thick 2%” 
Boi shes 1 doz. 1%” ag 2%" 


as lull. COU 


eo NO. 13 "FLYING PIG” 
ASSORTMENT, 
TWO-TIER METAL DISPLAY 


Pure Chinese Hog Bristles 


Bristle 
Contains Size Length 

1 doz. 1 TROY Varnish Double Thick 2” 

1 doz. 5 ‘ a 2” 
% doz. = “4 $2 - 2%" 
Ya doz. M4" * 4 ? . ae 
Y. doz. 3” i “9 7 a 2" 
Yy doz. 3° ARGUS Wall %” Thick 22" 
Y3 doz. 342" “ a. _ * 2%," 
Yy doz. 4” " - @ * a 


Whiting-Adams 


Paint Brushes 
No Shed... No Streak... No Spatter 
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WHITEY MOPZUM SAYS: 


THEY REMEMBER AT HOME 









WHEN YOU SELL 












YOU CAN SLEEP 
AT NIGHT 













‘Wen don’t take chances with custo- _ | SEAM AND EDGE BINDING 
mer goodwill—when you stock and | GET EXTRA SALES WITH $& w’s 


recommend White mopping equip- 


ment. Every White unit is designed | SELF-SELLING DISPLAY! A 














to do the job quicker and easier— | Many a repair job gets neglected 
buil | | INDIVIDUAL because the home owner forgets 
ust to last years tonger. Your cus- 12-FT. CARTONS to make a purchase while in your 
tomers deserve White equipment | ’ store ... and you lose an extra 
12 feet of pliant, sil- sale! Put the S$ & W linoleum seam 
++. and you profit, too, when they very zinc in each small and edge binding displays near 
get it! | box . . . pre-shaped, your cash register and watch them 
prepunched with nail empty out. No cutting ...no meas- 
holes . . . plus all nec- uring. The customer pockets the 
essary nails. Available handy box. You ring up the sale! 

also in brass, steel and 
plastic in 75 ft. rolls. WRITE FOR PRICES, LITERATURE, 
AND JOBBER INFORMATION 











S & W MOULDING CO. 


980 PARSONS AVE., COLUMBUS, OHIO 
ALSO MIRAPLAS WALL TILE AND MASTER MASTIC 












EARN BIG piviweNps 0 
FOR A LITTLE SPACE 
Oil 

NEW! 


ATTRACTIVE! Nothing | 


"STAY SHARP” | magnifice 


SELF DISPLAYING UNIT troduce e: 
: lithe line 
BOOSTS KITCHEN Renaowife 


KNIFE SALES that gual 


The battleship of the White fleet — ready to tackle 














Vv Get d 
the biggest, toughest cleaning jobs! Giant tanks of ar cin cued bie koh dover tovhon 
16-gauge steel with powerful crank-type wringer— knives sell. Each box contains ——— 
mounted on angle steel frame with easy running, 12 assorted “Stay Sharp” Kitchen Knives, hand honed \ 
full ball bearing casters. Rubber tires and all-around blades, made of the finest tempered steel, set in gaily | Als 
rubber bumper protect floors and walls. In 2-tank or colored handles. of C 
3-tank sizes up to 60-gal. capacity. ee . ” For | 
SEND FOR CATALOG No. 150 weaned Quality for 300 Yours the 
Write for FREE Catalog showing complete line of writ 
WHITE MOP WRINGER CO., Fultonville 2, N.Y. | R. Murphy Knives. oe 
¢ 
Your Customers know... los 
It’s RIGHT... If it’s 
A COMPLETE LINE OF FLOOR CLEANING EQUIPMENT 
HARDWAR 
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The Nation’s 


No. 1 Beauty 





Only Coleman 


Nothing has ’em beat! ...Coleman’s great line of 
magnificent Oil Space Heaters built full of sell to in- 
troduce exclusive new features. Look at the lovely, 
lithe lines that make Coleman the pride of any 
housewife’s home. See the burner with efficiency 
that guarantees big heat production at low fuel 










Gas Heaters 


n, consult 
ibutor OT 


Also a gre 
of Coleman 


informatio 
For ees distr 


So -950, 
paatony Inc. Dept. HA 


wichita 1, Kansas. 





Comfort costs so little 
with a Coleman, America's 
leader in home heating 





Oil Heaters Have These Big 3 Sales Features 


expense. See the airflow construction that gives big 
volume warm air movement for a better heated 
home. A dealer’s dream, a family’s pride—a com- 
plete unrivaled line of 12 sparkling models ... one 
for every purpose, one for every purse. Win with Cole- 
man! The Coleman Company, Inc., Wichita 1, Kans. 


Coleman’s BIG 3 puts heaters in homes, profits in pockets 


® FUEL-AIR CONTROL. The Coleman exclusive that saves up to 25% on fuel. 
You get the same high efficiency on low fire or high fire. Automatically 
assures just the right draft to burn fuel without waste. 


. @ DECORATOR BEAUTY. The new beauty appeal that brings customers in. 
Exquisite design that wraps robust construction in glamorous beauty. It’s 
easy for a woman to picture a Coleman in her home. 


@® LOW PRICE. Aristocratic appearance and top heating performance at prices 
brought low by Coleman skilled engineering and mass production capacity. 
Another big sales appeal that puts you ahead with Coleman. 


Coleman Oil Heaters are 
listed under label service by 
Underwriters’ Laboratories. 
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WE COME 
ALL SIZES 
IN OUR 
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SOUTHERN 


makes a complete line of 


woopD 


SCREWS 


You're always able to give your customers the exact 
lengths and sizes they ask for when you sell the South- 
ern line of wood screws. For Southern offers a com- 
plete range from %” No. 2 to 4” No. 20 in steel and 
4” No. 16 in brass. Slotted or Phillips heads. Spe- 
cially lubricated screws are available for hard woods. 





Southern wood screws are made of the finest materials 
—high grade extruded brass wire or top quality selected 
sulphur steel wire. Single-thread construction gives 
Southern screws extra strength in body and shank. And 
our advanced methods of production assure you screws 
of perfect uniformity. Expert packing makes Southern 
screws easy to handle and stock. Get all the facts on 
the Southern line! 


Write today for our new catalogue and the name of 
your nearest Southern jobber. 


FACTORY WAREHOUSES 


4100 Dell Avenue 


328 W. Ohle Street 
North Bergen, N. J. Chieago 10, Iilinels 
280 Decatur, $.8. 
Atlanta, Georgie 


SOUTHERN 


SCREW COMPANY 
STATESVILLE, NORTH CAROLINA 


® © ®@ ® © 
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e is 
Cy GRIFFIN 








For more than 50 years Griffin 
hinges have been known for their 
fine materials and workman: 
ship. Griffin hinges are 

part of a wide variety of light 
builder’s hardware... 

, guality produced by 
xR 4 Griffin. 


bk 





Bi Every DOOR NEEDS THREE! 


RIFFIN- 


anufacturing Company 
ERIE » PENNSYLVANIA 


SALES be 


45 Warren Street, New New Yerk 
1639 Farge Ly Chlease 2 7m reste 


0344 Michigas 
115 Broad Street, Sate. a achusetts 
1355 Market Street, Sem Franeiseo 3, _ 
017 St. Charles Avenue, a eA Goer 
exas 





Nese 





LJ 
785 — President ‘street, Jeckson 6, Mississies: 
4638 Mill Creek, Kansas City, ssour 
2611 Garten Bivd., Baitimere in, Marylané 
1628 Garfield Street, Denver 6, Colerade 


IN CANADA 
16 Wellweed Avenue, Terente, Ontarie 
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7 Made by the 
manufacturers 
of famous 
PITTSBURGH 
Gold Stripe 
BRUSHES 





Here’s why 


NEOCETA® 


Brushes are 
easier to sell! 


@ Shaped bristle surface holds more paint 







®@ Always work easily Vola stele Mm Tealole) Lali 







@ Bristles permanently set in rubber 






@ fasy to clean 


Much lower in price than pure bristle brushes 






Contact the Pittsburgh branch nearest you for full infor- 
mation on how the fast-selling line of Pittsburgh Neoceta 
Brushes can help you boost your brush profits. Or write 
PittsBuRGH PLate Grass Company, Dept. D-2, 3221' 
Frederick Avenue, Baltimore 29, Maryland. 


PITTSBURGH 
BRUSHES 
G BRUGHES ° PAINT ° GLASS ° CHEMICALS ° PLASTICS 





PITTSBURGH PLATE GLASS COMPANY 
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Lower Investment + Faster Turnover + Bigger Profits! 





HOTTEST TOOL DEALS 





for HARDWARE DEALERS 


A Wrasse Better My 


to Build VOLUME and 
PROFITS on Tool Sales! 


See for yourself how fast you 

can turn over tools! Indestro now offers 
3 red hot Deals, bringing you 3 new, all- 
metal Display Boards with the HOTTEST 
SELLERS in tools! 
This new, easier, better way to sell tools 
brings you only the cream of the HOT- 
TEST SELLERS . .. there are no obso- 
lescent numbers—no “shelf warmers”... 
every tool is in BIG DEMAND! Get all 3 
red hot Deals at sensational money-saving 
values — PLUS the 3 all-metal Display 
Boards without extra cost! Look at the red 
hot assortment of Punches, Chisels and 
Screwdrivers you get with Deal No. 2. 
Order yours TODAY! 


INDESTRO MFG. CORP. 
N. Kildare at Schubert, Chicago 39, Illinois, U.S.A. 


GET ALL 3 DEALS FOR ONLY$9245 


on every 
Make a profit of $4627 turnover! 


Get started NOW... mail your order TODAY! 


















; , open End 
rae Nore! SELLING shtly plated 4 
57% the Heion Wrenches. ont os 
-_ Combi op-forved selec 

olish 
$26.55 








_ 


26 PUNCHES Ty 
12 CHISELS 


22 SCREWDRIVERS ... ALL RED HOT SELLERS! 


Sales records prove these punches, chisels steel, beautifully finished. They are identified 
and screwdrivers to be the HOTTEST SELL- by name, size, number and price on the color- 
ERS! All are nationally known, nationally ful, all-metal Display Board that you get 
advertised Indestro Quality — Chrome-Alloy without extra cost! 








INCLUDES: 8 TAPER PUNCHES + 14 PIN PUNCHES + 4 CENTER PUNCHES + 12 COLD CHISELS + 4 POCKET-TYPE SCREWDRIVERS 
4 PHILLIPS SCREWDRIVERS + 14 ASSORTED SCREWDRIVERS WITH PYRALIN HANDLES AND CHROME-ALLOY STEEL BLADES. 





YOUR COST $2954 RETAILS FOR $4436 ON EVERY TURNOVER $7 482 











DEPENDABLE... Always 


THAT IS WHY BRINK & COTTON 


"Cc" CLAMPS 
ARE FIRST 

|| CHOICE WITH 
|| CARPENTERS, 
|| MECHANICS and 
other CRAFTSMEN 








Made of malleable iron. The 
full face Swivel Button permits 
perfect seating on angular sur- 
faces with minimum marring 
of work—Provides rigid "vise- 
like grip". Profit wise retailers 


stock BRINK & COTTON "C" 








CLAMPS because they SELL 
FASTER ... and STAY SOLD! 


The ANCHOR small packaged WIRE line is one you may be proud to 

handle. Not only is it beautifully packaged but the utmost in quality 

is used to assure complete consumer satisfaction. Steady repeat 

sales. ASK YOUR JOBBER ABOUT THESE FAST SELLING ITEMS. 
U 


WIRE CORPORATION 


i) i a | avs 
ISLAND, NEW YORK 
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© C-Clamps © Clamp Fixtures © Bench Hand Grinder ¢ Boring & 

Turning Tool-Holder ¢ Lathe Clamp Dogs ® Woodworker's Vises 

© Quick Acting Clamps ¢ Drill Press Vises © Tap Wrenches 
© Lawn Sprinkler 


See your jobber or write 





tHe BRINK & COTTON merc. co. 
POLAN T, CONN 


TREET @ BRIOGEPCR 
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DURO “unouuces the 
WORLD’S MOST COMPLETE LINE 
of NEW TILTING ARBOR SAWS! 
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Including 14 Variations 
of 6 Models . . . from $52.95* 
to $259.00* retail 


Never before have dealers had the 
tremendous competitive advantage 
made possible by this complete new line 
of DURO tilting arbor saws! You can 
feature 14 variations of 6 models in 2 
sizes... including a new, low-priced 8” saw 
that has more new and basic selling 
advantages than any other on the market 
today! Get full details on this new saw line— 
find out how easy it is to become a franchised 
DURO dealer. Act today ! 


% NEW LOW PRICES! 
Now you can SELL a full-size 8" DURO tilting arbor 
bench model saw for only $52.95. And every saw in the 
complete new DURO line bears a price tag with a 
competitive wallop just as powerful! 


% WIDEST PRICE RANGE! 
This complete new line includes DURO tilting arbor saws 
which range in price from $52.95 all the way up to $259.00! 
What unlimited sales possibilities . . . you can sell a new 
DURO saw for every budget, every purpose! 


%& 14 VARIATIONS of 6 MODELS in 2 SIZES! 
You've never seen a saw line so complete! You can 
feature 8" and 10" DURO tilting arbor saws... 
6 different models . . . equipped in 14 different ways. 


% NEW DESIGN FEATURES! 
Engineered to give your customer more for his money 
than ever before . . . these new DURO saws have a host 
of selling features and advantages that give you a 
competitive advantage second to none! 


WRITE TODAY for illustrated literature describing this 
great new line of DURO tilting arbor saws. Ask also for 
details on the profitable DURO franchise dealer plan. . . 
it can mean new business, new profits for you! 


i$“ 


DURO 









ALERT DEALERS DISPLAY THIS EMBLEM OF BETTER BUSINESS 


POWER TOOLS 


NATIONALLY ADVERTISED to over 6 million craftsmen and home 
workshop fans to pre-sell your best power tool prospects! 
EVERY DURO DEALER CAN FEATURE A FULL LINE OF NATIONA'LY ADVERTISED POWER TOOLS 
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* Prices subject to 
change without 
notice. 















C3013 — New DURO 8" 
Tilting Arbor Bench Model 

w, with motor mount, 
V-belt, special pulley — 
less extensions, motor and 
switch, only $52.95 Retall. 





% 14 VARIATIONS 
of 6 MODELS 
in 2 SIZES! 


DURO METAL PRODUCTS CO., 2683 N. Kildare Ave., Chicago 39, Ill. 





SSOCSCHOSOSSSSSSSSSSSSSSSSSSSSSOSSSSSCSSOCSSS 
DURO METAL PRODUCTS CO. 
2583 N. Kildare Ave., Chicago 39, Ill. 


Gentlemen: Your new line of tilting arbor saws looks good! Rush 
me full details and pictures ond information about your dealer 
franchise plan. 
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Contains % doz. each of 8 
different plier types — every one top quality 


-and heres that famous 
TREE BRAND 


" back again! 


Pocket Knives that really hold 
a keen edge! Stock them for 
easy-profits ! 









Poultry Shears a woman can't 
resist—the quality shows in 
every detail. 





Shears and Scissors with a repu- 
tation as old as the hills — they 
sell fast. 











SEND FOR CATALOGS on complete 
BOKER line. Advise Name of Jobber. 


H. BOKER & CO., INC. 


Quality for over a Century 


101 Duane Street New York 7,N. Y. 






















220 
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THE METALOID CO 


If awards were 
handed out at the 
. Metaloid 


Housewares would capture 


Housewares Show .. 


the loving cup market. 


But “Awards” are handed out 
“Over the Counter” in the form 
of sales .. . and you get the 


sales with the Metaloid line. 


Stock Metaloid Nu-Top 
stove pads, hose hang- 
ers and dual dispens- 
ers and be convinced! 












HANDY HOSE 
HANGER 


DUAL DISPENSERS 


5815 KINSMAN RD. 
e CLEVELAND 4, OHIO 
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CAP AND SET: 
ALLOY STEEL | 
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SHINYLAND 


MILLED STUDS 





Distributors find it pays to stock Shinyland studs 
because of the large and increasing demand for 
this quality product. 


Shinylands of the usual Ferry Cap high quality are Simply Specify 
furnished to regular milled stud standards with this 
additional feature — the land between threads a y HINYL AWN Ds 


shiny, bright, mirror-finish. ith: tensh Citemin Cease 


Shinylands are sold in standard catalog sizes in shiny, bright, mirror-finish 
attractively labeled packages and in bulk: sizes, 
%4’’ dia. and under. 


How's your stock of Shinylands? 


The FERRY CAP & SET SCREW Co. 


2155 SCRANTON ROAD ° e CLEVELAND 13, OHIO 


CAP AND SET SCREWS CONNECTING ROD BOLTS + MAIN BEARING BOLTS + SPRING BOLTS AND SHACKLE BOLTS + HARDENED AND GROUND BOLTS « SPECIAL 
ALLOY STEEL SCREWS © VALVE TAPPET ADJUSTING SCREWS + AIRCRAFT ENGINE STUDS + ALLOY STEEL AND COMMERCIAL STUDS + FERRY PATENTED ACORN NUTS 
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MODERN NATIONAL CASH REGISTERS provide a permanent record 
of every sale in the retail automotive supply stores of The Pep Boys. 





A NATIONAL CASH REGISTER printed receipt goes to every customer, 
thus assuring all parties concerned of correct charges. 








4 


“Our 25 National Sales Registers... 





cut costs...speed service... 
reduce errors.” 


“The Pep Boys— Manny, Moe 
& Jack of California—have 
been using National Sales, 
Registers ever since we started 
in business 19 years ago. Our 
registers have always given us 
the maximum amount of effi- 
cient service at a minimum 
of cost. 

‘Recently, we installed 25 
modern National Sales Regis- 
ters in our stores. By doing so, 
we are enabled to serve our customers better. We are 
able to handle more customers in a given period of 
time which reduces selling costs. Our store personnel 
especially like the new Nationals, as they are able to 
check out faster at closing time, and there is less 
chance for errors.” 





MR. MURRAY ROSENFELD, 
Gen. Mgr., The Pep Boys, 
1122 W. Washington Blvd., 
Los Angeles 15, Cal. 


THE NATIONAL CASH REGISTER COMPANY, DAYTON 9, OHIO 
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So writes Mr. Rosenfeld since installing National 
Sales Registers in his busy chain of automotive sup- 
ply stores. 

National equipment brings many advantages to 
hardware dealers. It means increased sales, faster 
turnover, accurate handling of all money and rec- 
ords, and quick, low-cost record keeping. Why not 
call your local National representative? Ask him 
to survey your present methods, and show you how 
you can speed service, cut costs, and increase profits 
in your store! 


fe 
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A Report to 
Qwandé 


le E-bachiig-ba-We \/R-S aed at- 5 oh a 
Is Now Guaranteed 
fopal | in Writing for 10 Years 


Swan’‘s constant research 
‘OF-bae! r=% al l= Key— i. and development has re- 

sulted in an improved Swan- 
ite—increasing the written 
guarantee from 5 to 10 

In March, 1950, Swan announced Swanite—its new years. 

rayon-reinforced plastic garden hose to the Ameri- 

can public. The response in consumer acceptance 

and sales was far beyond expectations. Swanite 

captured the confidence of Americans from coast- 

to-coast, and field reports prove that those who 

bought Swanite were not disappointed. 


ORDER YOUR Qwandé NOW! 


When ordering your Swan Garden Hose for the 
1951 season be sure to order plenty of Swanite. 
Your customers will be demanding this tried and 
proved hose which has all the advantages of pure 
plastic hose with none of its disadvantages. 


CONSTRUCTION FEATURES YOU CAN 
SELL WITH CONFIDENCE! 


ational 
e sup- 


SWAN RUBBER COMPANY - Bucyrus, Ohio 


WORLD’S LARGEST MANUFACTURER OF GARDEN HOSE 











| 98,328,080 


custome’ 


WILL BE 
Pre-SOLD ON 


Wagjone 


Automatic Water Heaters 
and Ranges 


E- Beginning with the 
December issue of Successful 
Farming, America & Southern 
Corp., will launch the biggest 
advertising campaign in their 
history. Throughout 1951 in 
Successful Farming, Household 
and Farm Journal magazines, 
98,328,080 readers will be pre- 
sold on Wagoner Automatic 
Electric and Gas Water Heaters 
and Wagoner Electric Ranges. 
No dealer can afford to miss 
this sales opportunity! A com- 
plete FREE merchandising kit 
is available so you can tie-in 
for greater profits. Write today 
for details. 














ie, | 
york “es 


® National Consumer 
Advertising 


® Newspaper mats 
® Store Displays 
® Mailing Pieces 


Please send me your 1951 Merchandising Kit: 








My Favorite Jobber 
Jobber's Address 











AMERICA & SOUTHERN CORP. 
1000 Sixth Ave., South 
NASHVILLE 10, TENNESSEE 











Ee EE ee et ee Ae eT oe a eee ae em 
Address Sea isin . ee ae 
City__ State ee 
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mail boxes 
and 


accessories 


9 é 





NEW ... 703... Black and silver 
mail box in new size... 1144” x 
5” x 1%”. Cast aluminum front 
and top; sheet zinc back. Paper 
holders. Ready for padlock. 


Right... 700... Black and silver. 
1544” x 5%,” x 134”. Cast alumi- 
num front and cover; sheet zinc 
back. Brass paper holders. 
Equipped for padlock. 


Judd mail equipment has been mighty 
important fodder in housewares depart- 
ments for a great many years. Unique 
design, sturdy construction, overall in- 
herent quality ... all have a definite and 
overt builder-up influence in the depart- 
ment. Make yours a Judd department 
when it comes to mail boxes and acces- 
sories. We will keep you supplied to the 
extent of our ability to get raw material 
and our capacity to produce. 


HARDWARE FOR THE HOUSEHOLD 


H. L. JUDD COMPANY 


WALLINGFORD See. 


87 Chambers Street, New York 7 
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Here's 
hardw«< 
Saves j 
stallati: 
and tra 
stallatic 
money 
in quali 
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above | 
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for ALL Standard 


Sliding door installations 





Here's the new, all new sliding door e Average installation time — only 15 minutes 
‘oht hardware you've been waiting for. 
gnity ; @ Overhead extruded aluminum track will carry 
part- Saves you more than 50% of normal in- our welds dues 


uique stallation time, with the simplest roller 
(1 in- © Two types of track cover all sliding doors, in- 


and track unit ever devised. Now in- 








> and cluding %"” and 1%” thickness 
part- stallation will be smooth, effortless and 
ment . Slide-All F e Simple adjustments for smooth, quiet opera- 
—— Oey Saving. Saas ranks highest tion which permit the doors to. be raised or 
i in quality, yet it’s priced low... backed lowered one inch without removing trim 
rial by a lifetime guarantee. You owe it © Immediate shipment guaranteed on all orders 
to your building budget to see Slide-All a og ee ee 
above all sliding door hardware. available. Write today for catalogue 
and complete information. 
OLD 





AMERICAN SLIDING DOOR HARDWARE Please send me, without obligation or cost, a copy of 


our rg Door Hardware Catalog. I am interested in 
SrIDE-ALL liding Door Hardware as a— 


CORPORATION T Dealer 00 Building Contractor 


{SUDEALL Wome -pisaa PANT: 








Address 
2084 FIRST AVENUE, NEW YORK 239, N. Y. City Zone State 


— 





ie ee we ee we we ce oe oe 





8, 1951 HARDWARE AGE, FEBRUARY 8, 1951 61 








Powerful Nationwide Promotion of 


Myers Water Softeners 


karin 
\ 2 





nails down a 
wide-open market 
for wide-awake 
dealers! 

a 
AS 
Sy Wee 
AYE 

You can bet that your best prospects are reading 


about Myers Water Softeners . . . and what they’re 
reading has them in a ready-to-buy mood. 


You can bank on it, because an all-out Myers Soft- 
ener promotion is blanketing your trade area—a 
steady barrage of big-space ads in many of the big- 
name magazines! 


And it’s the kind of advertising that can’t be ignored! 
Packed with sales-making facts about the greater 
all-round efficiency of Myers Water Softeners. 
Stressing their many work and money saving ad- 
vantages—the extra pleasure and convenience they 
add to everyday living. 


Yes, Myers is selling soft water benefits as they’ve 
never been sold before—buttoning up a big, wide- 
open market for wide-awake dealers. If you want to 
be dealt in, send for details now. 


x TYPES AND SIZES TO SUIT EVERY NEED! 


f Myers new softener line meets any and 
we ao all competition! Models include the com- 
| pletely automatic, electrically controlled 


4 queer = “'Softmaster;" the plus-capacity, semi- 

Z automatic “‘Autorinse;” the low-cost, man- 
ually controlled ‘‘Hydrochief"— each a 

top value in its respective price class. 

. Plenty of ad mats, folders, and point-of- 


sale displays available on request! 


Write, Wire or Phone 
for Trade Information to: 
THE F. E. MYERS & BRO. CO. 
Dept. W-68, Ashland, Ohio 














UL | 
DEPARTMENT 


Want to increase chain sales with- 
out a large investment of money, 
time or valuable floor space? It's 
easy when you get the McKay 
Silent Chain Salesman with its assortment of nine popular types 
of chains. Here’s a complete chain department in less than 
two square feet, that displays the chains which your customers 
need and buy. 


This unusual deal—the McKay Silent Chain Salesman and 
any one of four chain assortments—is yours for one low price. 
The all-metal Silent Salesman display rack is 53’’ high, 834“ 
wide, 12” deep and is finished in a handsome red crinkle 
baked-on enamel. It comes complete with instructions for 
setting up, including proper arrangement of stock and sug- 
gested retail prices. 





© The McKay Silent Salesman and chain assortment has a low “first 
cost.’’ It holds more chain than any other type of display. 

© Chains are dispensed from standard 50’ and 100’ cartons. 9 differ- 
ent chains with prices—can be displayed at one time. 

© You do no lifting or tugging to install reels and you are not limited 
to selling chains packed only on special reels. 


WRITE TODAY for McKay Silent Salesman Catalog fi 
Sheet which gives full details on the McKay Chain /~* 
Display and “Best Selling’’ Chain Assortments. ==> 


THE McKAY COMPANY 


. 440 MceKAY BUILDING ¢ PITTSBURGH 22, PA. 


© Mild and Stainless 
Welding Electrodes 


© McKay Metal Fil 
© McKay-Rod Electrodes 
© McKay Tire Chains 
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IT PAYS TO SELL FILTER DISCS THAT 
PROTECT MILK QUALITY THREE WAYS 


PROFITABLE TURNOVER ON Perfection DUBL-CHEM-FACED FILTERS WITH 


new Trip l-tilhing’ action 





help you sell... over 38-million ads in 1951 


cd 


NATION-WIDE PUBLICITY to 





It's the best line of filter discs you can offer your customers, and also the 
best advertised. In more than 38-million ads reaching your milk-producer 
customers, the value of DUBL-CHEM-FACED “Tripl-Filtring” ACTION 
is being told to your trade. Customers come to you “pre-sold” by ads in 


Successful Farming The Farmer New England Dairyman 


Hoard’s Dairyman Wisconsin Agriculturist Western Dairy Journal 


Capper’s Farmer Dairymen’s League News Better Farming Methods 


National County Agent and 


Modern Dairyman 
VO-AG Teacher and others 


Prairie Farmer 


Farm & Ranch-Southern New England Homestead 


Agriculturist 


Keep DUBL-CHEM-FACED Filters in prominent display, in your store’s 





best traffic lanes, for profitable turnover. WRITE for VALUABLE MER- 
CHANDISING AIDS. (Please include your jobber’s name and address 


when writing.) 


. IT PAYS! 


STANDARDIZE on the only Nationally Advertised line . . 








oe 


SCHWARTZ MFG. CO., Dept. 
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F, Two Rivers, Wis. «© America’s Foremost M 


SELL 
the COMPLETE Line 


Here is the only line of filter discs designed 
with your customers in mind! THREE POP- 
ULAR PRICE RANGES: 1 — Perfection .. . 
America’s Finest Filter Discs (Double Cloth- 
Faced, Single Cloth-Faced, and Natural Finish). 
2 — Perfection DUBL-CHEM-FACED... 
“Tripl-Filtring” quality at low cost. 3 — 
ELGRADE... lighter in construction, for small- 


=. er milk producers, Ask Your Jobber today! 


anufacturer of Filtering Aids for Dairymen 
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New 1951 


CHEVROLET TRUCKS 


Better before...now better than ever 


America’s best truck investment is an even better 
one for ’51! Yes, this latest line of Advance- 
Design trucks combines the greatest of Chev- 
rolet’s traditional advantages with new features 
and improvements that make your dollars go 
farther than ever! Along with outstanding power 
and economy, finest construction and superior 

~ 


“a, 


=, 








handling ease, Chevrolet Advance-Design trucks 
offer new, improved-design brakes, new Venti- 
panes, and Chevrolet's new cab seats—plus a 
host of other features that mean increased value 
to owners. See your Chevrolet dealer and look 
over this new line of 1951 Chevrolet trucks 


today. They’re “best buys” every one! 


CHEVROLET MOTOR DIVISION General Motors Corporation DETROIT 2, MICHIGAN 





ADVANCE-DESIGN TRUCK FEATURES 


TWO GREAT VALVE-IN-HEAD ENGINES—the 
105-h.p. Loadmaster or the 92-h.p. Thrift- 
master—to give you greater power per gallon, 
lower cost per load « POWER-JET CARBU- 
RETOR—for smooth, quick acceleration 
response « DIAPHRAGM SPRING CLUTCH— 
for easy-action engagement « SYNCHRO- 


dels « NEW CAB SEATS—for complete 





shifting e HYPOID REAR AXLES—for depend 
ability and long life e NEW TORQUE-ACTION 
BRAKES—for light-duty models « PROVED 
DEPENDABLE DOUBLE-ARTICULATED BRAKES 
—for medium-duty models « NEW TWIN- 
ACTION REAR BRAKES—for heavy-duty 
models e NEW DUAL-SHOE PARKING BRAKE 


riding comfort « NEW VENTIPANES—for 
improved cab ventilation ¢« WIDE-BASE 
WHEELS—for increased tir2 mileage « BALI- 
TYPE STEERING—for easier handling « UNIT- 
DESIGN BODIES—for greater load protection 
e ADVANCE-DESIGN STYLING—for increased 


MESH TRANSMISSIONS—for fast, smooth 





—for greater holding ability on heavy-duty 


comfort and modern appearance. 
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FLINT & 
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NOW- 


for 
Deep Wells 
Shallow Wells 


Regular Pressures 


. 
7 


High Pressures 


It’s the new F&W Multi-Purpose Water System. You 

can install it on a shallow well and then, at any time, 

change it for deep well use. You simply take the 

ejector off the pump and put it down in the well as 

you would with any two-pipe deep well jet. The 

Multi-Purpose comes with the standard 42 gallon tank 

or as a “package” with the compact 12 gallon tank. 
Every pump is tested at : 

the factory and it goes with- 

out saying that it has typical- 

ly fine F&W workmanship 

and materials. You'll make 

and keep more profits when 

you sell the full Fx W line. 


Fo REP OR Se CO Ee Tee MEE EH 
° = * e 


STEMS 
DEALERS! WATER SY 
New Fa W Catalog in 
color is real sales tool. Be oa 
Send for your copy. Bed Ties: 
DESIGNED AHEAD oxen rnrermce J 








FLINT & WALLING MFG. CO., INC., 288 Oak St., Kendallville, Indiana 
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“BARGAIN-SEEKERS” need your help in buying 
an electric water system. Tell them a price tag 
is the /east important point to consider. The price 
of a good water system is soon paid for in time 
saved and profits made through labor-saving and 
other advantages. The real "bargain" comes in 
the years of dependable service at a minimum 
cost per day for operation and upkeep. Explain 
the FEATURES* that make every Deming Pump and 
Water System so dependable, so economical, so 
SATISFYING to own. Help them select —from the 
COMPLETE Deming line—the best water system for 
their individual needs. No other line offers you 
a better opportunity to sell “bargain-seeing” 
customers and keep them sold! 


*Features of each Deming Water System are illustrated and 
explained in "CATALOG F'. Write for your copy NOW! 


THE DEMING COMPANY 
517 Broadway * Salem, Ohio 
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DEMING, \ 
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DEMING (Dire3t) PUMPS 
\\Qeuenes’ 


AND COMPLETE ~“S“~ Water SYSTEMS 
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Ci CHAIN 


INSWELL PROOF COIL 








INSWELL BBB COIL 


CM INSWELL CHAIN is nationally advertised... known 
and preferred by chain users in every type of business. 





LIBERTY COIL STRAIGHT LINK 


A REGULAR SELLER 
a 


LIBERTY COIL TWIST LINK 





CM INSWELL CHAIN is available in all standard 
welded chain types and sizes. 






LIBERTY MACHINE STRAIGHT LINK 


AT A REGULAR PROFIT 





ie - “ : > ee S : - 
. > a © - % , = * a 2 
’ . . . 


LIBERTY MACHINE TWIST LINK 


CM INSWELL CHAIN cold shuts, repair links, hooks 
and other accessory fittings make ours a “one-stop” 
chain supply service. 


COLUMBUS McKINNON 


CHAIN CORPORATION 


GENERAL OFFICES AND FACTORIES: TONAWANDA, N. Y 


SALES OFFICES: NEW YORK e¢ CHICAGO e« CLEVELAND «© SAN FRANCISCO 
er Fact es at Ang 3, New York St ath °. tar and Joh burg, S.A 


- 
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Stock these proven 


SALES LEADERS “Saxy 


= for bigger tape 
profits now and 
for the future! 







ROOF COIL 





r Larsor] 


SCREEN DOOR 














L BBB COIL 
STRONG 
known 
usiness. DURABLE 
Sells the Year Around. 
Attractively Packaged, 
a | Ready for Use. 
AIGHT LINK 


:R 
TWIST LINK 


dard 


MIGHT LINK 


FIT 
nN 


| 


SALES HAVE BEEN GOING UP —U/P— UP 
EVERY YEAR FOR OVER 30 YEARS! 


Order Yours Today! 
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Every year—for more than 30 years—sales of Remember it's the tumbuckle 


ACCURATE TAPES by dealers and distributors 
have increased. That’s why you can count on 
big profits now and even greater profits next 


| type brace that strengthens 
| and braces screen doors. 
| 
| 


eas Oe year. It’s good business to stock and sell ACCU- 

RATE TAPES. If you do not carry them — join Seder trom I 
hooks the big parade of dealers cashing in on this your Jobber. I 
“stop” nationally advertised, nationally accepted line 


of proven profit-makers! Don’t delay — get all 
the details, now! 


WAREHOUSE STOCKS AND AGENTS strategically 
located throughout the country. Write for name of 
wholesaler nearest you and new illustrated catalog. 
Address inquiries to: ACCURATE MANUFACTURING 
COMPANY, .Garfield, New Jersey. 


IF IT’S TAPE...1T WILL PAY YOU TO MAKE SURE 
- ™ ACCURATE TAPE 
RANCISC 


S.A 
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CHAS. 0. LARSON CO. 


STERLING, ILLINOIS 
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for chain in this picture: 


























Be CAREFUL, better check to make sure... you're liable to miss 
one or two at first glance. There are 23—check again. 


And you’re liable, too, to be missing a lot of opportunities for 
chain sales right in your own neighborhood. It will really pay 
you to stop and size up the situation. 


From dog leads to towing chains, you'll do better with Camp- 
bell. The Campbell Chain Merchandiser will make your sales 
easier and more profitable . . . you stock it with the sizes and 
types most popular with your customers. Campbell Chain is 
also available in sturdy Cam-Pak containers, for attractive dis- 
play and easy dispensing. See your wholesaler or write today for 
complete information! 


wre 
_ 





a 


CAMPBELL CHAIN gemeeny 


Main Office—York, Pa. 
Factories— York, Pa. and West Burlington, lowa 


New, sturdy display mer- 
chandiser with easy-to-use 
chain cutter . . . stocked 
with the chain assortment 
of your choice. 

* 
Tough fibre-board CAM- 
PAK container available 
for Proof Coil and BBB Coil 
Chain in regular and hot 
galvanized finishes in sizes 
He", Va", He", Ve". 
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|| FARM-PROVED FENCE =U] 777s70 


wit DURABILITY (ej: 


— STEEL ———r 





* Tightly wrapped hinge joints . . . for long, 
hard service 

% High-quality zinc coating ... wards off rust 
and corrosion 

% Tough, full-gage wires .. . for strong, per- 
manent fencing 





% Springy tension curves ... that keep fence 
tight and trim 
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Remember to show Bethlehem Barbed Wire and 
| Steel Fence Posts to your fence customers. It's 





BBB Coil ! 
and hot : 
all top-quality steel . . . for really durable fenc- 
| BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. ing. Ask your jobber. He can supply you with 


| On the Pacific Coast Bethlehem products are sold by Bethlehem Pacific Coast fence barbed wire and steel posts in standard 
’ ’ 


; in sizes 


Steel Corporation. Export Distributor: Bethlehem Steel Export Corporation ° s 
sizes and styles to meet all farm requirements. 
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—_ BARBED WIRE BALE TIES BALER WIRE NAILS AND STAPLES FENCE POSTS CLOTHES LINE 
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WINNER 


national 
packaging 
award... 


WE- SHOK 


Safety EXTENSION CORD SETS 
Sell Themselves! 


Again NO-SHOK packaging tops the field in merchan- 
dising and eye appeal! 

Again the winning package is proving its self-selling 
ability... 
National advertising in Good Housekeeping and Par- 


creating impulse sales everywhere. 


ents Magazine is constantly pulling customers into 
neighborhood hardware stores for NO-SHOK Safety 
' Extension Cords Sets, Duplex Receptacles, Table 


\y Taps and Current Taps. You, too, can profit with 


~ displays of NO-SHOK, the popular, safety 
\ line that sells all year ’round. 





~+ Get YOUR share 


of this steady profit! 
Stock up and display 
NO-SHOK NOW! ORDER 
TODAY! 


ELECTRIC COMPANY 


1844 W. 21st ST., CHICAGO 4, ILL. 
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FOR EXTRA QUALITY 


TROLLEY TRACK 
and HANGERS py 


FRANTZ 








Trolley Hanger No. 
61 has steel wheels 
and roller bearings 
which are greased 
when assembled 








Frantz Trolley Track No. 
110 is easy to install, 3 
never needs servicing. 

~ _ Clevis pin can be re- 
“ moved to facilitate 
installation of Hang- 
ers and Track. 


Vertical adjust- 
ment permits 
raising doors 
away from frost- 


heaved floors. Hinged suspension 


permits door to be 
swung out at bot- 
tom when desired, 


Durable Japan 
finish. 


Drop strap adjustable 
for doors from 112” 
to 23%”. 


No. 61 Trolley Hanger 
fits Frantz track and 
other similar makes. 


@ For weather protection and easy operation you 
can’t beat the Frantz Trolley Track and Hanger 
combination. And you'll find, as in all Frantz 
Products, many points of superiority when you 
make comparisons with similar equipment of 
other brands. It’s the 
that make selling easier and satisfaction greater. 


“extras” Frantz offers 


Write for full information and prices. 


AVAILABLE AS PACKAGED SET NO. 62 


For quick and easy handling Frantz 
0) packages 1 pair No. 61 Hangers 
and 3 No. 123 Track Brackets with 
2 » wae ™\ two Track end caps and all neces- 
sary lag screws and bolts. 


FRANTZ 


GUARANTEED BUILDERS HARDWARE 


FRANTZ MANUFACTURING CO., STERLING, ILLINOIS 
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rantz They can’t help but know the difference—when so many men, whose 

1 you profits depend on successful Poultry handling and production, prefer 

t of Keystone Improved Poultry Netting. 

offers ; Why do Poultrymen prefer Keystone? It’s because Keystone 

eater. Improved Poultry Netting is precision built, it has a neat uniform 
weave... it’s made with a reverse-twist weave producing a mesh that ° 
is unusually strong, that stretches up evenly ... and it wurolls flat, 

>. 62 like a rug, there’s no buckling. : 

| Frantz 

_— And Dealers know the difference, too. "Made by 


Keystone” means customer acceptance and preference. 
The bright trim rolls help sales and the Inventory Tag 

is a real merchandising help. Just a number jotted at the \ \— 
time of the previous sale tells you how many feet are 
left. You'll find it on every roll. Free envelope stuffers, 
local newspaper mats and radio scripts are available 
+ to help you make bigger NET profits. Order from your 
jobber, or write him for catalog sheets and prices. 


KEYSTONE POULTRY NETTING 
Keystone Steel and Wire Company, Peoria 7, Illinois 
LINOIS Red Brand Fence. Red Top Steel Posts. Gates. Keymesh plaster and concrete reinforcement 
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| Every Kwikset box carries the statement 
| “Unconditionally Guaranteed Against 


Defects in Materials and Workman- 
: ship” What does this unconditional 
Aq} this guarantee mean to you? 
f i 
lf} COM /Hiond No manufacturer can afford to make an uncon- 
ditional guarantee unless highest quality 


materials are used in his products. Kwikset 
adheres strictly to this policy of using only the 


guaran te P highest quality materials scientifically selected 


for the particular service to which they are put. 


/}) E ff /} S to The finest of materials are useless unless they are 


processed into the final product with care and 
precision. Kwikset’s simple design and advanced 
facilities make possible cost-saving precision 
manufacture. Tolerances are held to .001-inch... 
equivalent to % the thickness of a human hair! 
Kwikset’s gleaming finishes are permanently 
protected by a specially compounded plastic. 


Every one of the millions of Kwikset locks now 
in use is its own best testimonial. When you 
specify Kwikset, you are backed by Kwikset’s 
unconditional guarantee. Kwikset challenges 
comparison on beauty, quality, ease of instal- 
lation and low price...no other lock combines 

all of these desirable qualities so well! 
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Credit 


it can do 
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Kwikset Sales and Service Compan 


DEPT. K-2 * ANAHEIM, CALIFORNIA 
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LEONARD BERRY 


Retail credit is a strong force and 


‘it has had much to do with the at- 
fainment and maintenance of the 
"American standard of living. 


Credit has so great an influence 


*% American business and social 


life that every hardware dealer 
should possess a clear idea of just 
what it is, how it works, and what 
It can do for us. 
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Today, more than ever, it is vital that hardware 
dealers fully understand how credit works—how 
they can use it for building sales—how they can 
keep credit losses to a minimum. This three-part 
article gives, in a simple but authoritative man- 
ner, the facts you should know to make the most 
effective use of this modern, powerful selling tool. 


By LEONARD BERRY 


Educational Director, 
National Retail Credit Assn., 
St. Louis, Mo. 


Each period of civilized history 
has some outstanding characteristic 
which gives it a distinctive tone. 
The present era is called a credit 
economy, not only because credit is 
used, but because it is so widely 
used as to be almost universal. 

Credit has been used for a long 
time; indeed, early Roman and 
Greek civilizations knew and _ util- 


ized credit, but it has only been 
since the turn of this century that 
credit has developed its larger sig- 
nificance, and became more and 
more closely connected with our 
everyday activities. ° 

With few exceptions, the question 
for the merchant is not whether 
to grant credit or to do a wholly 
cash business, but, rather, how he 
can take advantage of credit to 
make his business larger and more 
profitable. 

It is almost certain that out of 
every 100 people, 95 use credit to 
some degree, or in one form or an- 
other. Even those who pride them- 
selves on paying cash for every- 
thing and never being in debt, will 
find on close examination, that 
credit is used by them, even if only 
occasionally. 

Just as the word “retail” means 


73 











ee ee 





literally, “to break up in small 
pieces,” so retail credit deals with 
relatively small accounts. Mass 
production means mass distribu- 
tion, and credit is an essential fea- 
ture of mass distribution. 

Credit is the power that a con- 
sumer possesses to enjoy goods and 
services immediately and pay for 
them later. Credit is the power that 
enables a merchant to sell more 
goods. 

Better understanding of credit is 
what we need to make its use bene- 
ficial to all, merchants and con- 
sumer alike. . 

It is a rather odd thing, but 
people generally will faithfully pay 
monthly or weekly payments for an 
article, while enjoying its use, but 
would be unsuccessful in accumu- 
lating the amount needed for its 
cash purchase. 

Credit is more than a temporary 
substitute for cash. It is a practi- 
cal convenience and financial ac- 
commodation. For most _ people 
credit is a necessity, as we have 
seen, in securing the immediate use 
of things and services for which, 
but for credit, they would have to 
wait a long time and perhaps never 
own at all. 

Would dealers be better off if 
they did a cash business only? 

The answer to that is that credit 
is a service which they gladly of- 
fer responsible customers, because 
credit increases their sales. 

The merchant finds that the 
credit customer is apt to be a regu- 
lar, that is, he or she comes in 
steadily day after day, month after 
month, season after season. Some- 
how possession of a credit account 
seems to add to the customer’s 
sense of “belonging” to the store. 
After all, it is a steady trade that 
merchants need. Then, too, the 
larger, more expensive items would 
not sell nearly as readily without 
credit arrangements. 

Credit is a customer service and 
helos the merchant increase his 
business by selling more goods to 
more people. 

You may say, that sounds all 
right, but aren’t there a lot of peo- 
ple who never pay their bills, and 
others who are slow in paying, and 
thus the store is put to the bother 
and expense of sending collection 
letters and even collectors to the 
customer? Some of you who like to 
figure things out, might come to the 
conclusion that those who do pay 
promptly have to pay for those who 
do not. 

The losses arising from sales of 
merchandise on credit are small. 
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Less than one-half of one per cent 
is the national average of all bad 
debt losses. That speaks well for 
the character of the credit buyer, 
does it not? 


Losses Are Negligible 


The small losses resulting from 
the extension of credit by mer- 
chants are negligible compared to 
the additional business that sales on 
credit attract. The cost of main- 
taining the credit department is ab- 
sorbed in the general cost of doing 
business and seldom is more than 
1 or 2 pet of the total cost. 





The Four C’s of Credit 
Character 
Capacity to repay 
Capital 
Conditions 











The National Retail Credit Asso- 
ciation has no accurate ddta as to 
collection percentages in hardware 
lines. So much depends on the na- 
ture of the clientele, credit policies 
of the store, special trade arrange- 
ments, collection skill and the like. 

However, from comments and 
from the author’s personal in- 
quiries, it is safe to say that collec- 
tions on monthly charge accounts 
in hardware stores should be be- 
tween 50 and 60 pct. Bad debt 
losses should not exceed one-half of 
one pet at the most. Installment 
contract collections should average 
15 pet of total outstandings month- 
ly. These are general guides; safe 
operating goals. 

Of course there are those who 
cannot pay on time because some 
unexpected circumstance has come 
up that hadn’t been figured on. In 
such cases kindness and considera- 
tion to a worthy customer will pay 
dividends in good will. 

The factor of character is the ba- 
sic quality that the credit grantor 
looks for in deciding if credit can 
be safely given. 


Character Is Paramount 


There are other factors such as 
steady employment, home owner- 
ship perhaps, some savings, and 
other evidences of responsibility. 
But the chief factor is the charac- 
ter of the applicant; the faith that 
the buyer is the kind of person who 


respects his word, one to whom a 
contract is a matter of honor. 
Two other factors in addition to 
character are commonly considered 
in determining if the applicant is 


worthy of credit. These are ca- 
pacity and capital. Credit execu- 
tives are unanimous in their opin- 
ion that character is the essential 
ingredient in the credit equation, 
while the other factors are impor- 
tant in varying degrees. 

It is the task of the credit 
grantor to discover if the applicant 
for credit possesses these qualities 
in relation to the amount of credit 
involved, the time the credit ar- 
rangement is to run, and the nature 
of the security or instrument, if 
any, which protects the transaction. 

There is a fourth “C” that credit 
grantors must take into considera- 
tion, and that is, conditions. Our 
economic cycle swings in rather 
wide ares. Credit grantors are re- 
quired to have the ability to look 
into the future and determine if 
the debtor is likely to have the 
ability to pay the bill when due. 

There are times when it is wise 
to restrict the too-great use of 
credit, when the specter of wide- 
spread unemployment, for instance, 
looms on the horizon. Such would 
be a signal for the credit grantor to 
select his risks with greater care, 
and to insist on accounts being 
maintained on a prompt basis. 

On the other hand, when employ- 
ment is steady, and the outlook 
bright, the merchant can increase 
his sales by encouraging his cus- 
tomers to buy on credit. It is well 
known that price resistance is les- 
sened and the willingness to buy the 
better item or the additional item is 
greater when the customer can say 
“charge it please.” 

Local credit associations offer an 
ideal means for credit grantors to 
meet and talk over credit problems, 
better procedures and business con- 
ditions generally. Membership in 
the local association generally in- 
cludes membership in the National 
Retail Credit Association. Through 
meetings with other credit grantors 
the merchant keeps posted on the 
fourth and significant “C” of wise 
credit management—Conditions. 

As a matter of overall policy the 
merchant should determine how 
much of his total volume he wishes 
to do on credit; bearing in mind the 
nature of his business, his com- 
petition and his capital structure. 
Depending on the size of his opera- 
tion, he must provide personnel 
necessary for the routine work of 
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taking the credit application, inves- 
tigating the applicant and perform- 
ing the accounting, billing and col- 
lection functions. 

General credit policies and pro- 
cedure should be worked out by man- 
agement and the credit personnel 
given clear instructions. 

The use of credit usually results 
in increased sales, and while normal 
credit losses are to be expected, 
these should not exceed the stand- 
ard for the type of business. These 
normal losses vary with the nature 
of the business, and the quality of 
the credit management. 

Losses on installment accounts 
are usually larger than on the 30- 
day charge account. However, the 
installment account generally car- 
ries a service charge which allows 
a margin for greater losses and 
more bookkeeping and collection 
work. 

No matter whether the credit ex- 
tended is on 30-day account or in- 
stallment arrangements of one kind 
or another, proper and safe control 
is essential. Lax and careless credit 
procedures can get merchants into 
severe trouble. Particularly is this 
true of the small dealer who knows, 
or thinks he knows his customers 
personally. 

We often find instances of a 
credit cheat deliberately running up 
large indebtedness with small mer- 
chants, relying on the possibility 
that the small merchant lacks the 
elaborate and efficient credit and col- 
lection staff of the larger store. 

Merchants doing a credit busi- 
ness should employ competent people 
to handle credit and collections and 
give them every facility to work 
with. Credit granting is a special- 
ized form of business activity and 
successful credit management re- 
quires: definite qualities of person- 
ality, training and experience. 

Now, let us follow the various 
steps of retail credit granting. We 
will assume the 30-day account as 
our basis. 


Opening the Account 


Before extending credit, satis- 
factory answers should be obtained 
to the following questions: 

1. Who is the applicant? Com- 
plete identity. Record of business 
and employment. 

2. Where is the applicant? Ac- 
curate information as to present 
Previous addresses. 

3. Can he pay promptly? This 
Means knowledge as to financial 
status; Capital. 
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"General credit policies and procedure should be worked out by 
management and the credit personnel given clear instructions.” 


4. Will he pay promptly? This 
is the willingness to pay. 

5. Can he be made to pay prompt- 
ly? This is the capacity part of the 
credit equation. 

Here is a truism in credit man- 
agement: “An account well opened 
is half collected.” Yet credit gran- 
tors are often lax in this essential 
matter of obtaining sufficient infor- 
mation about the applicant. Credit 
bureaus complain, and with justifi- 
cation, of the scanty and incomplete 
applications they receive. There is 
available a standard credit applica- 
tion form which represents the com- 
bined thinking of outstanding credit 
executives. This, or a similar form, 
is recommended to ensure the neces- 
sary information on which to base 
intelligent credit decisions. 


Contact Credit Bureau 


It is most important to clear 
every credit application through 
your local credit bureau. It is possi- 
ble to verify the information and 
applicant’s statements personally. 
However, this usually involves much 
time and several phone calls, and 
even if all references are checked, 
and the business or employment 
proved, the credit grantor still has 
no definite assurance that he has a 
complete and true picture of the 
applicant. At best it will be only a 
partial reflection. 

It is an understandable part of 
human nature to forget to mention 
those firms where the record is not 
good. Time, effort and expense is 
saved; and accuracy and complete- 
ness gained, by calling the credit 
bureau on every application. The 
modest charge made for bureau ser- 
vice is negligible when compared to 
the large losses which are almost 


sure to result where credit is ex- 
tended insufficient and inaccurate 
information. 

In most cases, the bureau already 
has a file on the individual or firm, 
and full and accurate information 
quickly comes back to the credit 
granter, thus permitting fast deci- 
sion and delivery of the goods. The 
customer is satisfied and pleased 
when efficiency and cooperation are 
shown, and the order completed 
without unnecessary delay. 

Another important reason why 
the local credit bureau should in- 
variably be called is that your 
bureau gains in effectiveness by 
having in its files a record of all 
the places and firms having credit 
dealings with the applicant. Ob- 
viously if several dealers use the 
other method of personal inquiry, 
the bureau records are incomplete 
to that extent. 

Credit bureaus are an indispen- 
sable part’of the credit grantor’s 
defense against the occasional credit 
cheat; or against the person or firm 
too far involved financially to war- 
rant further credit accommodation. 
The fullest cooperation must be 
given to the bureau in order that 
merchants may have available the 
complete credit history of every 
user of credit when needed. 

When calling the bureau, it is 
important to give the full details 
of the application. Some credit 
grantors send the duplicate of the 
application itself to the bureau and 
the report is written on the reverse 
side and returned. Your bureau has 
to be sure of positive identity and 
the more data furnished it, the bet- 
ter will be the report. 

There are well over 1,500 such 

(Continued on page 100) 
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Sample room, one of the facilities of the residential hardware department. 


Specialization in builders’ hard- 
ware and related lines has been one 
of the chief reasons why the 25 
year-old Acme Hardware Co., 150 
S. La Brea Ave., Los Angeles, 
Calif., runs up better than $2 mil- 
lion sales a year. t — 
The company’s single store offers — vd 
a completely rounded out merchant- graph of dolls 
dising center and service in all » 
phases of hardware, although build- 
ers’ hardware is its central line. The 
store’s 12,000 sq. ft. of sales space Btac that 1931 
and stock rooms are geared to take nery depth ‘ f 
care of the casual customer seeking spite eg ee 
a small quantity of nails or one i fihe frm Portage 
terested in hardware for a huge fi 
housing project. 


Miss Marion Gruidl and John Gordon, consultants of the contract Its 25 years of sound operating 
hardware department staff, in the consultation room. merchandising practices have bee? § 
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round Builders Hardware 





Well rounded stocks help 25-year-old firm do 
unusually high sales totals in a single store. 
Emphasis on details and constant direct mail 
circularization keep volume at high levels 


the means of the firm showing no 
appreciable valleys or slumps in its 
staph of dollar volume sales. As a 
matter of fact, the year 1931, was 
the top sales year for the concern 
in the 1926-1936 decade despite the 
fact that 1931 is represented as the 
very depth of the depression. De- 
spite its modest beginning in 1926 
the firm was doing a volume exceed- 
ng $100,000 by 1936 and was 
above the $2 million mark by 1948. 
George M. Carter, who fled op- 
ression in his native Russia 26 
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years ago, founded the company in 
Los Angeles and has continued as 
its president and active directing 
head ever since. Associated with 
him are Jack Levine, vice-president, 
and Michael Verb. The firm em- 
ploys 45 people at the present time 
as contrasted with only Mr. Carter 
and his brother in 1926. 

Four simple but basic points are 
listed by Mr. Carter as the key to 
the successful operation of the busi- 
ness: (1) intense and consistent 
direct-by-mail campaigning; (2) 


Me Part of the firm's 
sales room. 





George M. Carter, 
president Acme 
Hardware Co. 


continuous personal contact; (3) a 
big selection of merchandise in an 
inventory of better than $350,000, 
and (4) excellent service and 
prompt delivery. 

Aisles are wide for easy traffic 
flow. Yet there is vast display 
space, with merchandise attrac- 
tively arranged. There are distinct 
breaks between retail, builders’ and 
contract hardware departments, 
and Mr. Carter emphasizes this as 
being of paramount importance. 
The builders’ hardware department 


ladon 
4é 














Order section of contract hardware department showing method of bin assembling 
of orders for builders. Bins are labeled with names of various projects served. 


is divided into two phases—resi- 
dential for individual homes of all 
classes and multi-unit, servicing of 
multiple unit home and apartment 
building projects. Two men, Wil- 
liam Carter and Ralph Watson di- 
rect the first phase. Jack Levine 
heads the project operation, with 
six outside representatives compris- 
ing his staff. The contract hard- 
ware department taking in indus- 
trial building, etc., is headed by 
John Gordon. 

Acme Hardware continually 
sends out direct-by-mail material. 
All building permits issued in the 
area it serves—broadly speaking 
all of southern California and a few 
out-of-state points—are scanned. 
Direct mail pieces are sent to build- 
ers, architects and general contrac- 
tors advising them of the company’s 
supplies and services. Follow-up 
calls are made personally by com- 
pany representatives. 

Although a wide variety of mer- 
chandise is offered, emphasis is on 
top-flight national brands, particu- 
larly in the builders’ and contract 
hardware departments. Acme is the 
area’s largest exclusive distributor 
for one nationally known line. At 
the same time it is the largest 
single outlet for another well known 
American line. Its stock of a third 
line of products is perhaps the larg- 
est in the west. 

Through the post-war building 
years the firm has supplied just 
about every major home project 
builder and subdivider in southern 
California. The curret Lakewood 
Park project will, when completed, 
have drawn on Acme Hardware Co. 
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for over $1 million worth of all 
types of both rough and finish 
hardware. 

Attention to details, says George 
Carter, is a vital factor that must 
not be overlooked. For that reason 
Acme uses its own trucks. Where 














multiple units of stock are fu 
nished a project, units are checkej 
and properly grouped for read 
handling on the job site. If stock | 
for an individual job, each unit may 
be partially assembled or repackej 
to contain additional instructio 
with parts plainly marked. 

To carry out the personalize 
touch Acme uses two types of boxej 
keys which it gives as gifts to eacj 
owner of a newly completed home 
One originated by the firm is 4 
gold-plated key with the owner 
name engraved on its face. 

All of the company’s staff repre. 
sentatives are members of eithe 
the National Contract Hardwar 
Association or the American Soci 
ety of Architectural Hardware Con 
sultants, or both. In fact, one of the 
Acme contract department. staff 
Miss Marion Gruidl, who has beesfithat supplies 
in the hardware business sinefigarden seeds 
1928, is at present the only womafupply, but r 
member of the ASAHC. Misthence early « 
Gruidl passed her entrance examigeeptance of 
nation for the Society with excep§ An aggres: 
tionally high marks. and garden ; 

“We are,” says George Carteg# two-fold be 


“a complete service in every sent? take up | 
cur in sale: 
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Portable Demonstration Tank 
For Outboard Motors 


Among the unusual fea- 
tures at the Northgate 
shopping center branch 
(Seattle, Wash.) of Ernst 
Hardware Co., is this 
portable demonstration 
and testing tank for out- 
board motors. The tank 
was constructed from a 55 
gal oil drum, one end of 
which was cut off. Mount- 
ed in a wooden frame- 
work, which was painted 
green, it has a 2 by 4 ft. 
cross member, across the 
top to provide the motor 
mount. A tap was placed 
in the bottom of the tank 
for drainage. Although 
displayed outside the 
store, next to the entrance, 
during the day, it is rolled 
back into the store eve- 
nings. 
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Now is the time to start plan- 
hing your spring promotions of 
lawn and garden supplies. Present 
indications, based on a trade check- 
up by HARDWARE AGE editors, are 
hat supplies of fertilizer, lawn and 
garden seeds will be in fairly good 
supply, but not in over abundance, 
hence early ordering and early ac- 
reptance of delivery is desirable. 

An aggressive promotion of lawn 
nd garden supplies this year has 
‘ge Cartega two-fold benefit. One, it will save 
very sent take up any slack that might 
100) cur in sales volume due to short- 
ages in other lines. And, secondly, 
it will aid in establishing your 
store as a lawn and garden supply 
enter. This latter point may as- 
sume important stature in the com- 
ing years if the pattern of World 
























great emphasis on increasing food 
oduction on farms and in Victory 
ardens—in both cases represent- 
potential sales traffic for hard- 
are dealers. 
he hardware dealer who aggres- 
y goes after this increased 
h and garden interest has a 
mendous market in his commu- 
ity. If he doesn’t go after this 
iness someone else will. The 
dware merchant who hasn’t al- 
dy ordered his lawn and garden 
ted and fertilizer would do well to 
busy right now, before it is too 
te. 
Although most types of garden 
Md lawn seed seem generally in 
bod supply there are already short- 
ages of some types. ln the case of 
ld seed the picture is a mixed 
me, some types being in reasonable 
ipply with others short or headed 
hat way. 

J Distributors and producers of 
# lome garden plant foods all empha- 
ize that demand is very strong. 
$ one producer expresses it, “To 
he hardware dealer who is pri- 
marily interested in ornamental 
lant foods it should be obvious 
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War II is followed. That war saw - 


that early buying is certainly to be 
preferred. Basic farm crops will 
be sure to have the call should 
shortages develop.” 

The hardware dealer who has his 
stocks ordered or on hand would 
do well, too, to start advertising 
and displaying them early. Window 
displays, interior displays in promi- 
nent and convenient locations and, 
in some instances, outside displays 
should all be tied together in a 
real “Buy Early—Buy Now” cam- 
paign. If your source of supply 
issues printed matter on lawn and 





In the lawn and garden supplies 
section on the following pages, 
HARDWARE AGE presents pictures 
and outlines of merchandising 
methods successfully employed by 
hardware dealers in large and small 
communities. These ideas can help 
the merchant who has his supplies 
well ordered to better present them 
to his trade. 

To sum it all up: (1) Use win- 
dow and store displays of related 
items; (2) have early displays; (3) 
know your gardeners; (4) know 
your seeds; (5) watch your garden 





This attention-getting window was used by Westbrook Hardware Co., Riverside, Calif. 

The window depth was divided into two sections, separated by bright yellow paper with a 

large hole torn in the center. Hose, a power mower and lawn seed were feature in the 

recess, with related items on artificial turf in the foreground. The theme expressed by 
the two signs under the bird houses was "It's Spring." 


garden care see that you get suffi- 
cient copies to circularize your 
mailing list, plus an adequate sup- 
ply to use in outgoing packages. 
Include mention of garden and 


lawn needs in your advertising—by 
mail, radio, TV and above all in 
your newspaper ads. 

Inform your trading area what 
you have and how to use it. 


clubs; (6) advertise; (7) have col- 
orful displays, and (8) show mer- 
chandise within easy reach. 





Turn the page for helpful 
ideas on merchandising 
lawn and garden supplies 
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Window Garden Setting—A garden 
setting featured this window in the 
main retail store of The Stam. 
baugh-Thompson Co., Youngstown, 

Ohio. Miniature white fence 


Garden 
suggesti 
window 
supplies 
tion. T 
tion is 
made av 


creepers bore the message Seovill | 
“Better Lawns and Garden; 20, Conn 
Start at Stambaugh-Thompson’s.” a “Gard 
Artificial turf inside the fencing and pert 
added atmosphere as did the four riety of 
comic gardening figures. A vari- includes 
ety of garden tools and seed and lawn car 
fertilizer spreaders were among 
the items shown with lawn seed and 
packaged garden seed. Outside 
the fence were 15 glass cups con- 
taining bean, pea, corn and other 
ed seeds with the name and price of 
¢! #\* 4S be each on small cards. 
ST} 


t sf. % and a trellis with artificial 


i¢ 
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Compact Display for Seed — Melvin 
Kraemer installed this seed display 
cabinet to increase sales at Kraemer 
Hardware, 719 Broadway, Marysville, 
Kan., and succeeded in doing this. 

Four upper shelves of the unit are 

used to show glass and paper con- 

tainers of garden seed, each with 

large colored illustrations of the garden 
produce those seeds will grow. Three 
rows of drawers, 10 by 18 by 10 in., 
with glass slotted fronts show samples 
of their contents—peas, beans, corn and 
other seeds sold in larger quantities. 
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Revolving Seed Display—With his revolving circular 
seed display stand, H. M. Fletcher Hardware Co., 
114 S. Main St., Brookfield, Mo., shows seed in lim- 
ited space toward the front of the store. This unit 
makes it easy for sales clerk or customer to 
make selection of a variety of seeds, without 
moving to another position. Built by Mr. 
Fletcher of materials from the plumbing de- 
partment, the unit has a broad base which is supported 
by a 2-in. pipe in the center. Individual joints for each 
display level permit turning any shelf independently of 
the others. Says Mr. Fletcher, “Each shelf is so con- 
structed that it can be removed without affecting op- 
eration of the others. We can also use it as a three or 
a two-level display rack. When the seed season is over, 
we usually remove the top shelf and use the balance 
of the stand for showing other types of merchandise.” 





oT Al + 1 1 
HARDWARE AGE, FEBRUARY 8, 195 HARDWARI 





















Garden Suggestions—A practical 
-A garden suggestion for a colorful spring 
low in the window display promoting garden 
he Stam-§ supplies is given in this illustra- ote , 
ingstown, tion. This window sugges- 5 
ite fence tion is part of a kit being 
artificial made available to dealers by 
message, Seovill Mfg. Co., Waterbury 
Garden; 20, Conn. The window is based on 
mpson’s,” a “Garden Headquarters” theme 
> fencing and permits displaying a wide va- 
the four riety of garden supplies. It also 

A vari- includes give-away booklets on 
seed and lawn care. 
e among 
1 seed and 
Outside 
cups con- 
ind other 
| price of 






















Bulk Seeds in Glass Compartments—Display of bean, 
pea and corn seed at Carr Hardware Co., Ames, 
Iowa, in heavy glass compartments, attracts consid- 
erable attention. Measuring 6 by 10 in., each of 
the compartments shows a large quantity of 
seeds. Identifying placards are attached to each 
compartment. The center of the table area is 
used for a scale, seed envelopes and scoops. 
Other garden seeds, fertilizers and tools occupy ad- 
joining space. 


Combination Seed and Tool Display—With this 
2 by 6 ft. rack, Dah] Hardware Co., Boone, Iowa, 
neatly displays lawn seed and lawn and garden 
tools. Holes through the two shelves permit show- 
ing of rakes and other tools in a stable and 
easy-to-examine position. Low platform base 
is used for displays of lawn seed and ferti- 
lizer, middle shelf being utilized for smaller 
packages. Used in a front-of-the-store location, this 
unit makes both impulse and demand sales. 





cular 
» Co., 
| lim- 
unit 
er to 
thout L-Shaped Display Stand—Lebanon Hardware 
Mr. Co., Lebanon, Pa., uses an L-shaped stand 
zy de- for displaying vegetable and flower seed, one 
orted arm being 10 ft. long, the other 6 ft. in length. 
each This specially constructed unit has four 
tly of display levels and a scale at either end. 
) oon Bulk vegetable seeds are shown in 
co square containers each with identifica- 
ae OF tion and price plainly marked on the front 
voip: and in jars on the upper level. I. M. Klopp, 
lance owner of the store, is shown behind the dis- 
lise.” play unit. 
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Mobile Steel Goods Display—This mobile dis- 
play stand for steel goods at H. M. Fletcher 
Hardware Co., 114 S. Main St., Brookfield, Mo., 
measures 4 by 6 ft. Made of wood and steel it 
shows considerable merchandise, and is 
equipped with rollers for easy movement. 
Waist high steel bars at one end permit 
orderly showing uf shovels, spades and 
scoops at a convenient level for easy handling 
by customers. 











Case Has High Visibility— Visibil- 
ity is one of the outstanding fea- 
tures of the 3 by 9 ft. display case 
used for seeds by Scanlan’s Hard- 
ware, 238 Illinois Ave., St. 
Joseph, Mo. Illustrations of 
vegetables for which seeds 
are offered are shown on the 
top surface, under glass. The 
front and one end of the case show 
bulk seeds, plus illustrations of the 
vegetables they produce. The top 
of the case, which is also used for 
a wrapping table, has nine hinged 
compartments in which packaged 
or bulk seeds in jars are stored. 
A slotted area just below the top 
seed compartments is used for 
storage of bags and envelopes for 
packaging bulk seeds. At one end 
of the seed case there is a scale. 
Louis Dietsch, manager of the 
store, uses the back of the table 
for displaying brooms, brushes 
and mops. 


4 











Movable Rack Spotlights Mowers—Visibility 
and protection are given lawn mowers in this 
portable lawn mower rack used by Merced 
Hardware & Implement Co., Merced, Calif. A 


4 


metal stand, on casters, supports an up- 
right from which are suspended three big 
loops made of rubber-covered wire. Each 
machine is given good display with inspec- 
tion easy for shoppers. Each mower bears a 
price tag. In spring and summer the lawn sup- 
plies section is in the middle of the store, a big 
open square giving opportunity for display. 
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ates Inexpensive sidewalk displays in the spring serve 
‘he top as shopper stoppers for this Monmouth, IIl., store, 
asthe and are important helps in building heavy sales 
ckaged in seeds and shrubs 

stored. 
che top 
ed for 
pes for Eye-catching sidewalk displays lines are relatively new articles. of the type used for exterior show- 
ne end that stop passing shoppers, pace For the outside display, Mr. ings, and these, too, hold roses and 
| scale. the consistently good volume of Patton has constructed neat display § other bushes. 
of the business done each year in seeds racks for shrubs, made of inexpen- “We have built a very satisfac- 
> table and shrubs by Patton’s Seed & _ sive lumber and painted white. The tory business on shrubs, especially 
rushes Hardware, Monmouth, Ill. (Popula- display units are in two sections, roses, during the past few years,” 
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tion 10,000.) 

The store, located on the town’s 
village square, is in a good traffic 
spot and capitalizes on this traffic 
to the utmost with outdoor displays 
of seeds, shrubs, rose bushes and 
fruit bushes. 

Thomas Patton, a third genera- 
tion Patton and present owner of 
the store, points out that while 
farmers and gardeners in the Mon- 
mouth area have been purchasing 
field and garden seeds, and cab- 
bage, tomato and other plants at 
this store for many years, the 
shrub, fruit tree and rose’ bush 


one lower, and one upper. Shrubs 
with branches 4 to 5 ft in length 
can be displayed in these sections 
in an orderly fashion, with no 
danger of injury from handling or 
toppling. The shrubs are all neatly 
placarded as to name and price, so 
that sidewalk traffic can check this 
information quickly. 

The displays make no mess at 
the sidewalk or entrance. In the 
springtime, the sight of these 
shrubs on display lures gardeners 
as fishing tackle does fishermen. 

Inside the front entrance, Mr. 
Patton also has more display racks 


reports Mr. Patton. “People like 
roses and we have found they can 
be sold readily through good dis- 
play.” 

Flower and garden seeds in bulk 
and in packages get excellent show- 
ing throughout other sections of 
this hardware store. One especial- 
ly constructed flower seed rack is 
alphabetically arranged so that cus- 
tomers can quickly select the seeds 
they wish. This sort of arrange- 
ment makes self service on flower 
seeds much easier for the firm’s 
customers. 

One attractive section devoted to 


serps PATTONS senpvace 


PAAAMHNNAAN\\ WAI | 


These _inexpensive 

homemade sidewalk 

displays handle 4 

and 5-ft shrubs with- 

out the least diffi- 
culty. 
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This seed display unit is designed to encourge self service. 
Seed types are arranged alphabetically to simplify shopping. 


bulk seeds shows 150 kinds in spe- 
cial bottles, all distinctly labeled for 
quick serving. In addition, a num- 
ber of drawers below counter top 
level contain seeds such as peas, 
beans, corns, etc. The bulk garden 


seed counter is really the busy spot 
at the store during the spring sea- 
son, with two to four clerks work- 
ing here at one time to take care 
of customers. 

Mr. Patton said that the store 





was originally founded as a seed 
store, but in recent years hardware 
was added as a main supporting 
line, when it was realized that 
many sales of items such as fer- 
tilizers, garden tools, insecticides 
and allied merchandise could be 
made to customers who bought 
seeds. 

The average gardener will spend 
between 50¢ and $5 for seeds at 
one time when in the store, Mr. 
Patton reports. Farmers, however, 
buy in larger quantities, and their 
average orders are considerably 
larger. 

Customers who buy shrubs may 
purchase up to $15 worth at one 
time. Many customers add shrubs 
each year and are excellent custom. 
ers for other garden and lawn items, 
Mr. Patton says. 

All members of the Patton store 
are versed in seed and garden lore, 
and they have frequent need of 
such knowledge, for the average 
gardener and shrub customer ask 
many questions about seeds and 
shrubs and gardening in general. 

“We consider the dispensing of 
information of this sort as an im- 
portant part of our _ business,” 
states Mr. Patton. “If we can help 
a customer get value from seeds 
and shrubs purchased here, he is 
satisfied and will come here again 
when the next season rolls around.” 


Schueth Displays Seeds Early 


Bulk seeds, such as corn, peas 
and beans, are put on display in 
February in the J. Schueth Hard- 
ware, New Hampton, Iowa, so that 
farmers and gardeners can get an 
early start on planning their spring 
planting needs. 

Wooden boxes, about 10 in. wide 
and 16 in. long, sloping to the front, 
are filled to the brim with seeds and 
placed on a low table near the 
store’s office, where traffic is heavy. 
Alongside is a rack for packaged 
flower and vegetable seeds. 

Window displays of seeds and re- 
lated items, such as _ fertilizer, 
garden tools, garden hose and simi- 
lar items are set up early in the 
spring. 

To step up purchases, a definite 
effort is made to sell fertilizer and 
garden tools to seed buyers and to 
heighten their appeal, a special dis- 
play is created at the rear of the 
store. It shows lawn seeds, wheel- 
barrows and garden tools. Colored 
spot lights trained on this display 
focus attention to it. 
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The store also begins its seed ad- 
vertising in February, using both 


a local newspaper and a shopper’s 
guide to cover the trading area. 





Bulk and packaged seeds displays are set up early im 
February at one of the store's heaviest traffic spots. 
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“<t!Mass Power Mower Display 
Captures Volume Mower Market 
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“Everyone knows that a mass 
display moves merchandise.” That’s 
the comment with which August 
Miler sums up the basic sales psy- 
chology behind his volume sales of 
power mowers. “Having just one or 
two mowers in a store is more apt 
to discourage a sale rather than 
make it,”’ Mr. Miller observes. 

Mr. Miller reasons that so scant 
adisplay of so big a line may easily 
lead the customer to question the 
dealer’s ability to advise him prop- 
erly about a mower and also to 
question the dealer’s faith in his 
own merchandise. 

Consequently August Miller & 
Sons Hardware in Port Arthur, 
Tex., mass displays to mass sell 
power mowers. 

Mr. Miller divides power mowers " Pie 
into two general types —chain . ‘ ar mints, ing fe & 
driven and gear driven and finds ” Ss EE 
early in that each type attracts its share A large map of Port Arthur, Tex., and its suburbs shows Mr. 
ic spots. of buyers. In selling them, he be- Miller how close to or far from saturation is his mower market. 





* 
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lieves it’s not necessarily a ques- 
tion as to which is better but which 
the customer prefers, and being 
able to satisfy a customer—impossi- 
ble to do with a short line—is most 
important to successful merchan- 
dising. 

Further, he advises, that a limited 
line is more apt to invite the cus- 
tomer to go elsewhere where he can 
see, examine, and buy the model you 
don’t handle. “Talking against the 
type of mower the customer thinks 
is the best, only arouses his curi- 
osity, and his curiosity is going to 
be satisfied,” he states. 

“Building prospects for a com- 
petitor is altruistic, but poor busi- 
ness.” 

The Millers make it possible for 
power mower customers to do all 
their shopping right in their own 
sales room where the variety of 
models on display enables the cus- 
tomer to compare the advantages of 
one mower over another and to de- 
cide for himself which is most suit- 
able for the type of work to be done. 

That is, he makes his own deci- 
sion unless he calls on the sales staff 
to help in making a choice. Then 
before a decisive opinion is given 
by any of the Miller men, they first 
find out what use the customer in- 
tends for the mower. He may be 
buying one to use himself for a 
yard man. 
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Mr. Miller has found that busi- 
ness and professional men are sus- 
ceptible to a lot of arm-chair exer- 
cise with little urge to do a heavy 
yard job. These he tries to sell a 
smaller unit, one that is easy to 
handle and easy to store. If on the 
other hand, the yard man is going 
to use the mower, Miller’s recom- 
mends one of the large models, that 
will be the most practical and will 
do the job in the least amount of 
time. 

The part of town in which the 
customer lives is another considera- 
tion which governs the store’s rec- 
ommendation. The store’s use of 
that information is very helpful in 
closing a sale. 

Some years ago Mr. Miller bought 
a large city map of Port Arthur, one 
that also shows the suburbs. Every- 
time a mower sale is made, a map 
tack is used to show where the cus- 
tomer lives. This indicates how 
close to or how far from saturation 
his immediate lawn mower mar- 
ket is. 

When a prospect for a mower 
enters the store, the first thing Mr. 
Miller asks is where he lives. “Oh, 
yes,” he will say, “your neighbor 
who lives right here,” pointing to 
the map, “owns a mower he bought 
from us. Know him?” 

As an introduction, this engen- 
ders a feeling of friendship from 


their finding a mutual friend. At 
some point in the sales presentation, 
the prospect is encouraged to talk 
to his neighbor and find out if he 
is a satisfied customer. That indi- 
cation of faith in his merchandise 
comes close to closing the sale. And, 
nine out of 10 customers leave Mr, 
Miller with a reminder not to for- 
get to put them on his map too. 

Part of Miller’s mass display 
technique is to use sidewalk dis- 
plays but not to show them on the 
walk. Instead, special outside dis- 
play stands were built so that the 
models can be inspected without 
necessitating a prospect’s stooping 
or squatting uncomfortably. It’s 
easier to sell when a prospect is 
completely comfortable. 

August Miller & Sons do their 
own service work which in most 
cases involves minor adjustments. 
But it does require the services of 
a mechanic to set the mowers up 
for sale and to deliver them ready 
to give peak performance, Mr. Miller 
believes. 

“The store features two lines 
within which the customer has a 
wide selection of sizes. 

“We feel,” Mr. Miller reports, 
“that the power mower business 
hasn’t begun to get started. This 
is going to grow into a big thing 
with us. Already, and we have just 
started to scratch the surface, it is 
one of our best dollar producers.” 


* 


The Miller technique 
in a sidewalk dis- 
play of mowers is 
to elevate them on 
raised platforms so 
that prospects can 
examine models 
without getting into 
uncomfortable posi- 
tions. 
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Though advertised as a 
“peep show" for men 
only, the ladies were 
curious, too. What 
both saw was an ap- 
pealing display of gar- 
dening needs set up in 
a scene simulating a 
back yard garden. 
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Teaser Display Builds 
Gardening Interest 


People passing the hardware 
store of Horace Green & Sons, Long 
Beach, Calif., one morning in early 
spring were surprised to see one 
window completely frosted over. In 
the center was a small opening to 
which four red arrows pointed and 
four window cards announced, “For 
Men Only.” 

Few men could resist the peep 
show and the ladies too, surrep- 
titously looked through the opening. 

What met their eyes was a dis- 
play simulating a back yard, com- 
plete with artificial turf and a 
white lath fence. Bronze brackets 
on the wall held gayly painted flower 
pots containing growing plants. 
Flowers were also set on the fence 
and arranged in front of them were 
a wheelbarrow, a mower, seeds, fer- 
tilizer, and various garden imple- 
ments. All were price-tagged. 

A companion display was also set 
up in the store interior, where, near 
the front, a long table featured a 
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large variety of small garden tools, 
plant food, insecticides and seed 
packets. In racks at either end were 
hoes, rakes, cultivators and other 


garden implements and hose. A 
display placard advised, “Get a 
Head Start on Spring With Quality 
Garden Toels.” 


Three Thebes on an $1800 Stock 
Of Sport Goods 


Addition of a sporting goods de- 
partment to his neighborhood store 
in March, 1950, gave Walter J. 
Spring added volume, plus an ex- 
cellent traffic builder, at the Spring 
Hardware & Supply Co., located at 
8154 North First Ave., Tucson, 
Ariz. 

“T invested between $1500 and 
$1800 in fishing and hunting sup- 
plies,’ Mr. Spring reported. “By 
the end of the year, in an eight 
month period, I’d turned most of 
the stock three to four times. The 
department attracts hunters and 
fishermen to my store. They come 


in to talk about ballistics, deer 
hunting, and fishing.” 

For example, Mr. Spring sold 
about 15 high powered rifles in the 
hunting season. Last October he 
sold $700 worth of ammunition. 

An indication of the traffic-build- 
ing factor of the sporting goods 
department in his four-year-old 
store, according to Mr. Spring, is 
that during the 1950 season he sold 
280 deer tags. 

That brought Mr. Spring, himself 
an enthusiastic sportsman, lots of 
new traffic for other hardware 
products. 
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The stainless steel building trim and lettering gives this store front an impressive appearance, day and night. 


Purel’'s Keeps Stocks 
Tuned to Demands 





Faced with limited operating capital, Kansas 
dealers studied the needs of their market 
and built merchandising program accordingly 














“Have what the customers want,” 


was Point No. 1 of the business 
program adopted by Fred Purel and 
George Haworth when they opened 
the hardware department of the 
Fred Purel Sheet Metal and Hard- 
ware business, Kansas City, Kan., 
in 1947. 

This was a pretty hard objective 
to live up to. In the first place the 
owners had neither the capital nor 
the desire to stock all, or even 4 
major part, of the thousands of 
items which might be stocked in 4 
hardware store. 
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Housewares are displayed prominently because this neighborhood store is patronized largely by a feminine trade. 


Instead they chose to narrow 
their field of operation and have a 
complete line of merchandise for 
one type of customer. Because their 
location at 1721 Quindaro Blvd. is 
an outlying one they decided that 
their best customer prospects 
seemed to be the home owners of 
the surrounding residential dis- 
tricts. 

The slogan “Everything for the 
Home” was accordingly chosen-for 
the store, and the firm has consis- 
tently directed its efforts to filling 
the needs of householders, without 
attempting to spread its inventory 
over builders’ hardware, industrial 
hardware and other broad fields. 

“Ninety per cent of our business 
comes from a limited area around 
us,” says George Haworth, man- 
ager of the hardware department. 
“By developing a convenient one- 
stop shopping point where both men 
and women can find the things they 
want we have made steady patrons 
of these neighborhood people. They 
think of us first for their hardware 
needs rather than going into the 
downtown stores.” 

The starting inventory was a 
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modest one, but it was chosen with 
great care. Since then the stock has 
been nearly tripled in size and va- 
riety but additions have been deter- 
mined solely by customer demand. 

There are want books all over the 
store, and whenever someone asks 
for an item that is not in stock a 
notation goes into the want book at 
once, and an effort is made to get 
it for the customer immediately. 

Catering to women’s needs is one 
way in which Purel’s has built good 
will and increased sales. 


Attract Feminine Customers 


“Any store depending largely on 
neighborhood trade must get much 
of its business from women,” Mr. 
Haworth comments. “We do every- 
thing possible to attract feminine 
customers and make them like to 
trade with us. Our lines are se- 
lected with the idea of catching a 
woman’s eye. 

“What’s more,” Mr. Haworth 
points out, “we vive special thought 
and attention to displaying these 
things so they will have maximum 
appeal for women in the store and 
those passing our windows. 


“Housewares and other lines for 
women are given a choice, front-of- 
store location. They are put out in 
the open where women can see and 
handle them. Excellent lighting 
brings out their color and quality. 
We try to maintain a spic and span 
appearance in this part of the store 
especially as we believe this will 
bring in extra dollars frgm women 
customers. 

“We think that men, too, are fa- 
vorably impressed by a clean and 
orderly store,” asserts Mr. Ha- 
worth. “We find that time spent 
regularly in keeping merchandise 
clean, dust-free and attractively ar- 
ranged pays off well in extra sales 
volume.” 

The store maintains a good tool 
department for men and it, too, is 
keyed to the average home owner, 
rather than to the professional car- 
penter or builder. 

“We rely strongly on suggestive 
selling to keep up our sales volume,” 
says Mr. Haworth. “Suggestive sell- 
ing not only increases sales totals 
but also builds good will. Custom- 
ers who are saved extra trips to the 
store by our suggestions look upon 
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George Haworth, manager and partner uses props in a sales demonstration. 


them not as an effort to sell them 
extra items but as friendly service.” 


Purel and Mr. Ha- 
worth started the hardware store 


they could not put many of their 
merchandising ideas into effect at 
once, because of lack of capital. 
They have from the start, however, 
had an overall expansion plan which 
they have followed consistently 
and steadily. 


Steady Progress 


Earnings have been regularly 
plowed back into the business, and 
no sooner is one improvement fin- 
ished before another is started. For 
instance, 750 sq. ft. of floor space for 
hardware was recently gained by 
adding a loft over the high-ceil- 
inged sheet metal department. Re- 
arrangement of stock and depart- 
ments followed. 

“You can’t afford to stand still 
in any kind of business,” concludes 
Mr. Haworth. “If you stop to rest, 
instead of pressing forward stead- 
ily, the first thing you know all of 
your competitors will be passing 
you by.” 


Interest in Garden Club Builds Sales 


Hazlem's learns more about lawn and garden needs by 

participation in Garden Club. Their increased knowl- 

edge helps them to better serve trade thus building 
considerable volume and goodwill for store 


G. S. Hazlem, manager, Hazlem’s 
hardware, Clearfield, Utah, and his 
wife, stimulated sales 10 pct by 
joining the Clearfield Garden Club. 
They became better acquainted with 
members—prospective customers— 
and their garden problems and 
hardware store needs. 

“The Garden Club has brought 
us new customers,” says Mr. Haz- 
lem, “and our business is showing 
a steady increase. A merchant 
must know and study the needs of 
his community. Our aim is friend- 
ship with our customers, so that 
we may serve them better. 

“When we joined the Garden 
Club we began to learn more about 
gardening problems. We studied 
the market for products that would 
best fill our needs and found that 
three or four brands of sprays and 
dusts were required to meet the 
calls of our customers.” 

The Hazlems have distributed 
books and pamphlets on lawn and 
garden care to members of the club 
which has helped make friends for 
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When a new lawn or 
garden problem arises the Hazlems 
seek the answer for the club, find 





a remedy and put it in stock if it is 
an item not previously offered at 
their store. 


a. “oe ee AT is gE x — 


G. S. Hazlem shows a customer a garden pest remedy. 
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One of the four streamers available to dealers in Electric Housewares pointing up the advantage of pushing the sale of such items for 
remedy. anniversaries. The other three streamers feature Father's Day, Mother's Day and June Brides. 
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Details Given on Price and Wage Freeze 





The new regulation sets the ceil- 
ing prices of all commodities and 
services, with the exception of raw 
farm products and the exemptions 
noted below, at the highest price 
for which the commodity or service 
was delivered during the base 
period to a purchaser of the same 
class. For all practical purposes, 
this means the price prevailing on 
Jan. 25, 1951. If the commodity 
or service was not delivered during 
the base period, the ceiling is the 
highest price at which it was of- 
fered. The offer must have been 
made in writing, but in the case of 
a retailer it may have been made 
by display. 


Commodities Not Sold in Base Period 


Commodities not delivered or of- 
fered for sale during the base 
period, but which fall within a 
category dealt with in the base 
period are priced in a different 
manner. Ceilings for such com- 
modities are worked out by apply- 
ing to current direct unit cost the 
percentage mark-up currently 
being received on a “comparison 
commodity,” that is, one in the 
same category as the item being 
priced. The same formula applies 
to retailers, but in this case the 
ceiling price is determined by ap- 
plying to net invoice cost the per- 
centage mark-up currently received 
on a “comparison commodity.” 


Different Categories 


In the case of manufacturers 
producing commodities in a differ- 
ent category from any dealt with 
or services that cannot be priced on 
the basis of being offered or de- 
livered, still another formula is 
contained in GCPR. The ceiling 
price in such cases is the same as 
the ceiling of the most closely com- 
petitive seller of the same class 
selling the same commodity or ser- 
vice to the same class of purchaser. 
Prices set in this manner are final 
and not subject to redetermination, 
but can be disapproved by the 
Office of Price Stabilization. Manu- 
facturers must report to the Direc- 
tor of Price Stabilization on such 
pricing and cannot sell the com- 
modity until 10 days after mailing 
the report. 

Wholesalers may follow the same 
formula, but cannot begin selling 


92 


(Continued from Page 10) 
the commodity until 3u days after 
mailing the report. 

Retailers and those selling ser- 
vices must prepare the applicable 
records listed at the end of this 
article. They may begin sales of 
commodities priced under this sec- 
tion as soon as the records are pre- 
pared and a report is submitted to 
the Director of Price Stabilization. 
If a retailer feels that an item by 
item price comparison is too bur- 
densome, because of the large num- 
ber of new commodities he plans to 
sell, he may apply for an alternative 
method, but he may not sell the 
commodities until it is approved. 

The regulation requires the fol- 
lowing report from all sellers 
pricing in this manner: 

The report should state the name 
and address of your company; the 
new categories in which the com- 
modities fall and the most com- 
parable categories dealt in by you 





FBI, Other Agencies to Enforce 
Freeze Act 


President Truman _ has 
signed an executive order 
calling on all government 
agencies to lend personnel to 
the Office of Price Stabiliza- 
tion to aid in enforcing the 
price freeze. This is largely 
due to the fact that neither 
ESA or OPS has had time to 
build up an adequate en- 
forcement staff. 

OPS will be able to call on 
the Justice, Laber, Commerce 
and Agriculture Depart- 
ments and the Federal Trade 
Commission, as well as all 
other agencies, for investi- 
gators, lawyers, and econo- 
mists. 

Violation of price regula- 
tions are punishable under 
the Defense Production Act 
by a fine of not more than 
$10,000, or a year in jail, or 
both. In addition, violators 
may be subject to suits for 
recovery of (1) not more 
than three times the over- 
charge, not to exceed the 
amount of the overcharge 
plus $10,000 or (2) an 
amount not less than $25 or 
more than $50, whichever of 
two is the greater, plus 
court costs. 











during the base period; the name, 
address and type of business of 
your most closely competitive 
seller of the same class; your rea- 
son for selecting him as your most 
closely competitive seller; a state- 
ment of your customary price dif- 
ferentials; and, if you are starting 
a new business, a statement 
whether you or the principal owner 
of your business are now or dur- 
ing the past twelve months have 
been engaged in any capacity in the 
same or a similar business at any 
other establishment, and if so, the 
trade name and address of each 
such establishment. Your report 
should also include the following: 

(1) If you are a manufacturer: 
Your proposed ceiling price and the 
specifications of the commodity you 
are pricing; the manufacturing 
processes involved; your unit direct 
costs, and the types of customers 
you will be selling. 

(2) If you are a wholesaler: 
Your proposed ceiling price and 
your net invoice cost of the com- 
modity being priced; the names and 
addresses of your sources of supply, 
the function performed by them 
(manufacturing, distributing, 
etc.), and the types of purchasers 
to whom they customarily sell; the 
types of customers to whom you 
plan to sell; and a statement show- 
ing that your proposed ceiling price 
will not exceed the ceiling price 
your customers paid to their cus- 
tomary sources of supply. 

(3) If you are selling a service: 
Your proposed ceiling price and a 
description of the most comparable 
service delivered by you during the 
base period showing your present 
direct labor and materials costs and 
ceiling price for it. 


Still Another Method 


If a seller cannot determine his 
ceiling prices under any of the 
foreging provisions, which, in the 
opinion of Mr. DiSalle, provide ade- 
quate pricing instructions for virtu- 
ally all transactions, he may apply 
in writing to the Director of Price 
Stabilization for a ceiling price. 
This application must contain an 
explanation of why the seller is un- 
able to determine a ceiling price 
under other provisions of GCPR; 
all pertinent information describ- 

(Continued on page 104) 
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This year Peters 1951 advertising schedule includes color 
advertising, running both spring and fall in Field & Stream, 
Sports Afield, Outdoor Life, Boys’ Life, Country Gentleman, Cap- 
per’s Farmer, American Rifleman and a long list of farm, shoot- 
ers’, and other publications. All these powerful advertisements ~77." 
will be working for you if you stock the Peters line. ( b 





Wh. 


STOCK THE ENTIRE PETERS ‘HIGH VELOCITY” LINE 


HARD-HITTING Peters 
“High Velocity” 22's are 


B tops for small game and 


pests. “‘“Micro-Perfect 
bullets « split-second 
ignition « newest smoke- 
less powder « special lu- 
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PETERS “HIGH VELOCITY” 
big game cartridges 
pack smashing power for 
hard-to-stop game. Uni- 
form bullet expansion, 
minimum disintegration 
on impact, moximum kill- 


ing energy « “Rustless” non-corrosive priming « 


split-second ignition. 


PETE RS packs t 


WER 





by farmers, guides 







and shooters 


everywhere! === 
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POWER-PACKED Peters 
“High Velocity” shotgun 
shells bring down high, 
fast-flying game. “Rust- 
less” non-corrosive prim- 
ing « split-second 
ignition « “Water-Tite” 


bodies « progressive-burning smokeless powder 
¢ uniform shot size and shot count. 


haley 


PETERS CARTRIDGE DIVISION, BRIDGEPORT 2, CONN. 


he ,~ power 





“Rustless” is Reg. U. S. Pat. Off. ‘‘High Velocity’’ is a trademark of Peters Cartridge Division, Remington Arms Company, Inc 


93 

















New Store Stresses Parking 





A description of another 
shopping district store 


—Vaughan & Mettler, 
Glenview, Ill. 











Wide variety of stock, in a mod- 
ern merchandising atmosphere, 
combined with ample nearby park- 
ing space are the keynotes of the 
new Vaughan & Mettler store lo- 
cated at 971 Waukegan Road, in a 
new shopping district in Glenview, 
Ill. 

Before Ken Vaughan and Mike 
Mettler, both of whom have indus- 





trial engineering backgrounds, 
opened the store, they conducted 
an extensive survey of the neigh- 
borhood. This survey, which 
pointed up particular interest in 
staple hardware lines, housewares, 
toys and allied lines, formed the 
basis of the stock selection for the 
new store. 

The store is located in a new 
shopping district called the Park 
& Shop area in downtown Glen- 
view. It is one of the two shopping 
districts created during the past 
year and a half. 

Behind the stores in the Park & 
Shop area is a 200 car parking lot. 
All the stores, including the 
Vaughan & Mettler establishment, 
have rear entrances so that cus- 
tomers who park cars in the big 


Interior view of the new Vaughan & Mettler store. 


rear lot can enter the stores di- 
rectly from the lot. 

The new store is 40x130 ft., with 
the showroom being 40x100 ft. A 
gray asphalt tile floor harmonizes 
with the light green wall colors. 
There is fluorescent lighting 
throughout. A 40x40 ft. basement 
is used for storage. On the first 
floor there are several wide aisles, 
measuring 6 ft. in width. 

That the Glenview trade area is 
interested in the new store was 
obvious on Sept. 7, when a grand 
opening was held. The store ad- 
vertised it would give 1200 roses 
and tiny vases to the first 1200 
women who attended,.and the sup- 
ply was exhausted in the early 
afternoon. 

Very helpful in attracting traf- 
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Ease 


This invitation to a preview of the store was 
mailed to 4000 residents of Glenview area. 


fic for opening day was a letter 
which Vaughan & Mettler mailed 
to 4000 people in the Glenview 
area. This letter is shown on these 
pages. 

Mr. Vaughan points out that 
many of the residents of the Glen- 
view area are employed in Chicago 
and have been buying hardware 
and other merchandise there. The 
new Vaughan & Mettler store is 
aiming to get a large portion of 
that out-of-town trade by stressing 
the fact that a wide variety of 
merchandise is stocked and sold 
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KEN VAUGHAN 


MIKE METTLER 


“Vaughan & Mettler 


HARDWARE ano HOUSEWARE 
971 WAUKEGAN ROAD 
GLENVIEW, ILLINOIS 

GLenview 4-2660 





Dear Neighbor: 


: The informal opening of our new home hardware and houseware st 

Friday, September 1, 1s announced with pardonable pride and p! _ 
are cordially invited to come in and inspect our colorful papi 
latest and newest merchandise for your homemaking needs. 


on 
You 
display of the 


Park your car on our roomy 200 
store. Browse through our wide and 
and effort of a trip to the city. 
acceptance. You wll find these it 


car parking lot in the rear of the 
comfortable aisles and save the time 
We feature famous brands with national 
ems and many others in our store 


Black & Decker Tools 
Glidden Paints 
Skilsaw Tools Pyrex 

Stanley Tools We A 
Androck Housewares ao 
Ekco Kitchenware : 
Mirro Aluminum 
Plastic Ware 
Cleaning Supplies 


Ransburg Housewares 
Revere Cookware 





Monark and Schwinn Ric ycles 
Toys 

Sporting Goods 

Pet Supplies 


A formal Grand Opening, with gifts, 
occur the latter part of next week in conjunction with the other stores in 


4 - 
oe Park and Shop area. Watch the local papers for further details. In 
the meantime, come in and visit us. : 


prizes, and special values, wl! 





Sincerely, 





Vaughan & Mettler 








locally, and that residents save 
time and inconvenience by buying 
locally. 

Because both Mr. Vaughan and 
Mr. Mettler have engineering 
backgrounds, they have a fine 
hand and power tool department. 
They take a great deal of time in 
explaining the use of power tools 
to prospects. 

Mr. Vaughan is managing the 


Left—Exterior view of the new store. 
A 200-car parking lot is in the rear. 


Below—Floor plan of the store. 
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store at present, devoting full time 
to the project. He has five clerks 
to help him. Mr. Mettler is still 
fully employed by a national firm. 

The store has a well stocked 
sports department. With many em- 
ployed people having long week- 
ends at home, there is more out- 
door activity going on and this 
means greater use of sporting 
goods equipment. 

There is also a large toy depart- 
ment which will be run on a 12 
months’ basis. The toy section is 
another department which is ex- 
pected to keep more gift seekers 
at home rather than making spe- 
cial trips to Chicago to secure 
such merchandise. 

With parking in a large city like 
Chicago becoming a _ constantly 
greater problem, Mr. Vaughan 
says, the suburban store which 
has good merchandise and service, 
plus parking facilities, has a good 
opportunity to get more home town 
trade. 

A special electric train depart- 
ment is now being set up at the 
store and will be well lighted to 


Here's a 


There are many methods a hard- 
ware dealer can use to develop that 
important asset called “good will.” 
Here’s one of the methods used by 
A. Gunn Haydon which can be easily 
duplicated by many other dealers. 
Mr. Haydon operates a store in 
Rushville, Ind. 

An article in HARDWARE AGE issue 
of Sept. 21, 1950, described some 
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Toy section which will 
be operated on a year 
‘round basis. 





Ken Vaughan, one of the owners of the new store. 


attract youngsters and their par- 
ents. 
While the store has not yet en- 


tered the appliance and heating 
field, the two partners intend to do 
so during the coming year. 


Good Public Relations Idea 


of the outstanding features of the 
Haydon store. This article was 
drawn to the attention of a local 
newspape1, the Rushville Repub- 
lican, and an extensive story ccom- 
menting on the attention paid to 
Haydon’s appeared in the news- 
paper. 

Other dealers whose stores are 
described in HARDWARE AGE can 


duplicate Mr. Haydon’s practice 
very easily. Most local newspapers 
are very much interested in na- 
tional recognition given to a local 
store. If you’re not certain how to 
go about approaching your local 
newspaper, drop the editors a note. 
We'll be glad to pass along some 
suggestions. 

Following is the article that ap- 
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Housewares He Had—All of ’em Bad 


ofS) 


il 





Kelly. A fine broth of a lad in many respects, Kelly had, unfortunately, one glaring fault. Temper! And no one more easily 


| 
I, 
Dd 4 


who frequently pointed out that Kelly’s buying of housewares was not all 


and learned that The Merchandise Mart displays over 471 lines of housewares, appliances, radio and television — all America’s best-known 
os 


brands. Whoosht! = fp, Ah, there’s our Patrick at The Mart, simply surrounded by the latest in housewares and delighted by it all. 


Nlay 


~ ~~ 
p S There's a big ray of Irish sunshine in Cleveland now Patrick O'Shaughnessy Kelty! PF is,’ Coed 
. . ~ - 


The Mewchaniide Mab ¥. i 


SHOW PLACE OF AMERICA'S BEST-KNOWNM BRANDS 
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LAWN and GARDEN TOOLS 
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peared in the Rushville Republican | 


commenting on the article on the 
Haydon store which appeared in 
HARDWARE AGE: 


"Haydon's Hardware 
Store Is Featured 
By Trade Magazine 


“The September 21st edition of | 


HARDWARE AGE, national periodical 
subscribed to by leading hardware 
stores all over the nation, carries a 
story of interest to local people. 
An extensive article telling about 
A. Gunn Haydon, Inc., local hard- 
ware and housewares store, is found 
in this issue. 

“Four interior and one exterior 
pictures are used in the article. The 
famous wrapping counter installed 
last year; the sterling silver dis- 
play case; the appliance depart- 
ment; the housewares department; 


| 


| 
| 
| 


and the store front are shown. Also | 


reproduced is a picture of the 
Christmas billboard which Hay- 
don’s used last year. 

“The article, which features the 


value placed on the wrapping ser- | 


vice offered by the store, goes into 
great detail to explain the mechan- 
ical lay-out of the wrapping service 
facilities which were installed as a 
part of the remodeling completed 
by the store a few years ago. These 
ideas are passed along by HARD- 
WARE AGE Magazine in order that 
other store owners desiring to do 
so may incorporate them in their 
own places of business. 

“Another feature of the write-up 
told of the interior decorations, of 


| which the writer was favorably im- 
| pressed. 
space was devoted to the Bride’s 


Also several inches of 
Bureau, which has been used by the 
store for the past five years. A de- 
tailed record is made for every bride 
who patronizes the store, or for 
whom any gifts are bought in the 
store. These records were first kept 
on filing cards, but the information 
is now recorded on large printed 
sheets which are kept in order in 
a loose-leaf binder. All information 
about the bride is kept so that a 
sales person can tell a relative or 
friend what already has been pur- 
chased for the bride. 

“Richard W. Haydon, manager, is 
quite proud of the selection of Hay- 
don’s for such an article. It is quite 
unusual for a store in a town the 
size of Rushville to merit space in 
HARDWARE AGE; however, the story 
in the September 21 edition is the 
third such story about the local 
store since its founding by A. Gunn 
Haydon in the early 1900’s.” 








The McGill 


ALSTEEL 


mouse trap 





Best test of this proven all-steel 
nickel-plated trap is its phe- 
nomenal repeat sales. Easy auto- 
matic set and sanitary release. 


McGILL METAL PRODUCTS CO. 


MARENGO, ILLINOIS 














EMBURY 
Luck-E-Lite 


HIGHWAY TORCHES 


* Weather Guard Burner 

* Cam-lock Burner Hood— 
no threads fo strip 

* Easy to Fill 

* LUCK-E-LITE Ring Chain— 
easy to carry and place. 

* Non-tipping 


For More LUCK-E-LITE Facts, Write 


EMBURY MANUFACTURING 
WARSAW * NEW YORK 
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yours and ours 





By your family, we mean your valued 
customers — the hardware buyers who 
look to you for trustworthy merchandise 
of inherent value. By our family we mean 
the complete line of Atkins “Silver Steel” 
saws—a saw for every purpose, a saw 
for every member of your family... 
big saws and little saws, pruning saws 


7 | and crosscuts, band saws and circular 





saws — saws to cut metal and saws to 


7 cut wood! . . . Let’s get our respective 
families together —for the profit and 
\ J ] satisfaction of all concerned. 


Tough, long-lasting, dependable — out- 
standing quality and value for speedy 
turnover and customer good will. 


only ATKINS makes C4 baer Chel products 


AT K | Ni 5 E. C. ATKINS AND COMPANY 
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tl 


MEANS SALES! 
ROUND POINT 3 
PLAIN BACK 4 
SHOVEL... 





SELLS 


7: ) 
garlsFles 


CUSTOMERS... (i 


Available in three well-known Magor 
brands, Master — Power — Digwell. 
Each priced right for the right mar- 
ket means you’ve got what they want 
..- Built-in bonus features mean re- 
peat sales for you. Stock Magor’s 
simplified line and eliminate inven- 
tory confusion. Write today for illus- 
trated price list. 











@7284 MAGOR 

CAR CORPORATION 
Berean SHOVEL DIVISION 
opyepramme | 50 CHURCH ST., NEW YORK 7, N.Y. 
BRANDS Vv 





MASTER + POWER + DIGWELL + ARROW 


GOLD TARGET 


BULL'S EYE « 


100 











$2 Million Volume Revolves 
Around Builders’ Hardware 


(Continued from page 78) 


of the word. We are ready to fill | 


any and all types of orders, from a 


pound of nails up to any and all | 


types of major home appliances. We 
are equally glad to serve the small- 
est or the largest customer, whether 
a single small home or the largest 
home building project be involved. 


We try to personalize every part of | 


the service we give whether in the 
individual home field or in a com- 
mercial or large industrial project. 
We keep a broad selection of stock 
—advertise, stress personal contact 
and give prompt deliveries and top 
serviee at all times. These are the 
four simple points of policy to 
which we have added an overall in- 
sistence on attention to detail. The 
success we’ve enjoyed comes di- 


rectly from these simple things— | 


and nothing more complex.” 


Credit and Collection 
Methods 


(Continued from page 75) 





bureaus throughout the nation and | 
these bureaus contain the pay | 


records of millions of credit users. 
Many of these bureaus are owned 
by the merchants and are operated 
as a non-profit service; others are 
privately owned and operated just 
like any other business. The kind 
and scope of service rendered by 
the credit bureau differs somewhat 
in each community. Most bureaus 
offer a variety of kinds of reports 
from which the credit grantor can 
make his selection of those best suit- 
ed to his particular needs. 

Credit bureaus, are linked to- 
gether in an organization known as 
the Associated Credit Bureaus of 
America. Each bureau is thus part 
of an elaborate system of inter- 


| change of credit information. For 


example, should a resident of New 
York move to Los Angeles the credit 


bureau in the latter place would | 


ask for a complete report on the 
individual from New York. Thus a 
person’s credit rating is part of 
him, no matter where he moves. The 
efficiency of this interchange of 
credit information has sharply re- 
duced the losses caused by customers 
who move away leaving bills. 


Credit Bureaus perform a vital | 


function in the control of retail 
credit. The purpose of the bureau 
is not merely to keep people from 
buying things for which they can- 
not or will not pay, but to encour- 


| * 








BRAND 


WEATHERCALK 





=, 
: 
- 


Available in quarts, one-gallon 
and five-gallion cans and in the 
handy one-tenth gallon spouted car- 
tridge for use with the PECORA QUICK- 
LOADING CAULKING GUN (Illustrated). 


\ 


PECORA ASBESTOS FURNACE CEMENT 
PECORA WEATHERTITE ROOF COATINGS 
PECORA SASH PUTTIES AND GLAZING COMPOUNDS 


For Building Materials of Superior Quality, it's 


PECORA 


we 





PAINT COMPANY: 
Lawrence & Venango Sts., Phila. 40, Pa. 


Manufacturers of Mastics for Structural Glass or Tile installa- 
ds...Glazing C ds...Stove 





tions... Sealing Comp 


Putties. .. Roof Coatings... Industrial Paints and Finishes 
e . 








MINERALLAC 
Perforated 


STRAP 


Versatile Hanger Iron 









Safely supports hanging pipes, conduits 
and cables up to 500 Ibs. Made of %-in. 
18 gauge electro-galvanized steel (also 
available in Everdur, copper, brass or 
aluminum). Precision made — perfora- 
tions do not vary. %4-in. holes on 4<-in. 
centers. Comes in 10-ft. coils and 5 ond 
10-ft. straight lengths. Available in other 
lengths also. 


Send for literature and prices 


Specify MINERALLAC 
HANGERS, CLIPS, 
STRAPS, BUSHINGS 





MINERALLAC ELECTRIC 
COMPANY 
23 North Peoria Street 
Chicago 7, Illinois 
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Tapatco 





PROFIT TIP 


Ta-pat-co Sleeping Bags are a real 
source of profit to many hundreds 


of retailers, There's a complete 
style and price range . . . fifteen 
Wool, Kapok and Down filled mod- 
els to please all 
your customers. 





Sportsmen everywhere know the 
Ta-pat-co label . . . know it stands 
for quality and comfort. That's 
why it pays to handle the Ta-pat-co 
line! Write us, or see your jobber 
for details. 


THE AMERICAN PAD & TEXTILE CO. 
Greenfield, Ohio 


LIFE SAVE VESTS, BUOYANT CUSHIONS, SLEEPING 
BAGS. SPORTS CLOTHING, CAMP EQUIPMENT, HORSE 
COLLAR PADS, TRACTOR SEAT CUSHIONS 











9) tata GE 


A Big Volume Item! 


Rod-n-Reel 


Formed steel detacha- 
ble handle with a 
stream-lined, smooth- 
running, level-wind Reel 
with strong frame, bake- 
lite sides, smooth gears, 
click control button, with 
a capacity of 80 to 100 
yards line. Handle has 
composition cork grip 
and enameled wood for- 
ward grip. Blades are 





special hi-carbon, oil- 
tempered steel with 
hardened steel guides 


and tip-top, finished in 

metallic maroon enamel 

with copper-plated 

mountings. Available in 

3'/2', 4' and 4!/,' lengths. 

ig Ask your jobber or write 
oy for bulletin. 


PREMAX PRODUCTS 


5121 HIGHLAND AVE., NIAGARA FALLS, N. Y. 
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age the sound use of credit as an 
indispensable part of the modern 
business system. Therefore, while 
the credit bureaus act to prevent 
irresponsible people from abusing 
credit privileges, they also serve as 
a favorable reference and a recom- 
mendation for those with sound 
credit habits. 





Editor’s Note—The second part 
of this article will appear in the 
next issue, and will cover collection 
methods and how to write successful 
collection letters. 





Electric Housewares Year 
‘Round Gift Promotion Plan 


(Continued from page 91) 

plate, ice cream freezer, fan hair 
dryer, juice extractor, portable 
heater, shaver, waffle iron, egg 
cooker, blender, coffee maker, 
coffee mill, electric iron, 
roaster, food mixer, heating pad, 
knife sharpener, sandwich grill, 
toaster, vaporizer, deep fat fryer 
and massager vibrator. 

To aid in developing the pro- 
gram, an annual official industry 
silver plaque will be awarded to the 
most resultful. Electric Housewares 
gift window installed in each of the 
six classifications during April, 
May or June. The judging will be 


done by visual merchandising 
specialists. Any store retailing 
Electric Housewares may enter 


the contest, which closes on June, 


15, 1951. More specific details may | 


be obtained from NEMA, 155 East 
44th St., New York City, 17. 
National, consumer and trade 
advertising will be keyed to the 
gift theme during the promotion 
period by the Electric Housewares 
section members. The members in- 


| clude: American Electrical Heater 


Co.; Arvin Industries, Inc.; Cam- 
field Mfg. Co.; Chicago Electric 
Mfg. Co.; Cory Corp.; The Emer- 
son Electric Mfg. Co.; The 
Fresh’nd-Aire Co.; General Electric 


Co.; General Mills, Inc.; Home Ap- | 


pliance Department; Hamilton 
Beach Co.; The Hobart Mfg. Co.; 
Knapp-MonarchCo.; Landers, Frary 
& Clark; National Pressure Cooker 
Co.; National Stamping & Electric 
Works; Nesco, Inc.; Oster Mfg. 
Proctor Electric Co.; Rival 
Mfg. Co.; Samson United Corp.; 
The Swartzbaugh Mfg. Co.; Toast- 
master Products Co., division of 
McGraw Electric Co.; U. S. Mfg. 
Corp.; Waring Products Corp., and 
the Westinghouse Electric Corp. 





LUCKY 
aleve 


WITH SOUTH BEND’S 
Il Croquet Models 
You Can Sell Every 
Family Need! 


+, MAGATINE 






Show This Book. 





16 pages 2-color book— 
“How To Play Croquet” 
—describes complete his- 
tory and rules of game — 
25c list. Quantity dis- 
counts to dealers. 





SALES REPRESENTATIVES 
East—Julius Levenson, 7 East 17th St., N.Y. 
South—Louis Williams & Co., 3rd National 

Bank Bldg., Nashville, Tenn. 
Midwest—South Bend Toy Mfg., So. Bend, Ind. 
So. Calif. & S. W.—Anderson Sales Company, 

730 W. 10th Place, Los Angeles 15, Calif. 
No. Calif.~Standard Toy Agencies, 718 Mission, 
San Francisco, Calif. 
Denver & Pac. N. W.—Leo Scherrer, 2840 W. 
93rd St., Seattle 7, Wash. 
Export — Affiliated Exporters, Inc., 10 East 
34th Street, New York City 
SOUTH BEND TOY MFG. CO. 
SOUTH BEND 23, INDIANA 


SOUTH BEND 


AMERICA’S FAMILY GAME 
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prem the Law Says— 


Uncertainty Voids 
Plumbing Law 








By ALBERT WOODRUFF GRAY 


Under the principle that a city 
ordinance must be clear, definite, 
certain and understandable, one in The 





Phoenix, Ariz., relating to installa- sured 

tion of defective or broken plumb- these 

ing was declared void for its uncer- nance 

tainty. tional 
The ordinance declared _ that able ar 
ee al | whenever a plumbing inspector dis- health, 
4\ ; covered any of the provisions of the of th 
Sh ordinance violated by the installa- adopte 

y . ° 

Good Housekeeping tion of defective or broken plumb- end an 
QE” 12.5 cu. ft. BEN-HUR. Holds up to 625 Ibs. ing fixtures, all water furnished by partial 
smore—6.5, Vent SE ae. W. the city and used by the violator of oppres 


“We've a supermarket at our finger- Unique selling tools, the most effective the ordinance or on the premises on 


tips—better food at bargain prices” in the industry, help BEN-HUR deal- which the violation occurred, would Air 
say happy BEN-HUR Freezer owners. ers to easy freezer sales records. Find be turned off. 

And the savings in food costs save out about this profit-opportunity! The city plumbing inspector 
the freezer cost in months. maintained that under this ordi- 
nance he was forced to refuse per- 
mission to install any plumbing 
fixtures with a blemish, however 
slight, even a pin point chip in the 
enamel, as a violation of the ordi- 
ores | nance. 

apa | A retail hardware firm of that 
city sued to prohibit an enforce- 
ment of the ordinance. The firm 
insisted that the ordinance was void 
under a decision in an Ohio case 
in which an ordinance was _ held 
void as unreasonable which pro- 
vided that the purchasers of plumb- 
ing fixtures, new or used, must dis- 


close their names, addresses, the 
intended use of the material, such 
as resale, and the place of installa- 
; tion. 
| Clear, Certain, Definite 
Pv Of such ordinances the Arizona 


BEN-HUR MFG. CO, @ Dept. HA — 634 E. Keefe Avenue @ Milwaukee 12, Wisconsin 


BEN! 


HEALTHFUL LIVING THROUGH FROZEN 





FARM and HOME FREEZERS= 

















23 a 











In 


appellate court said in declaring 





| that of Phoenix void, “An ordi- 


Trouble iy \ Something Unusual | nance of a regulatory nature must 


rr) > be clear, certain and definite, so 
© You Should Stock that the average man may with due 
care after reading the same, under- 
stand whether he will incur a pen- 
alty for his actions, or not; other- 
wise it is void for uncertainty.” 
Another ordinance of this same 
objectionable type, which was also 


CHICAGO “Safety Plus” Screw Products 
CAP AND SET SCREWS +» SOCKET SCREWS 
TAPER PINS » NUTS » STUDS 
They’re Quality Made to Be Trouble Free 


@ They’re better packaged for easier stock 
room service. 


Taking Shape! 


Yes, we form wire into custom de- 
signed shapes for specific applica- 
tions, as well as for hundreds of 
standard shapes. 


We are glad to help you work out 








@ They’re a greater profit line for you to ° ° ° : 
feature for replacement in ALL fields of specifications for your particular | held to be void, was adopted in oan 
manufacture. requirements. Vicksburg, Miss. Under this ordi- Neis C 

Remember to ask for CHICAGO “Safety Plus” | , . : 

she ance the me ‘ ‘or- Allis, W 
products from your hardware distributor. Me S. Brooks & Sons, Inc., Chester, Conn. | ey naan be yen hades a | 
aida lavcokiala hanya hi Since 1848 | soto had been Seal pone en- pl yee 
fodehe NGION BOULEVARD vt m | titled to work as a licensed plumber, it is key 

son iota BROGKS k!HOGKS | while the employee of an individual 
HARD 
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plumber must secure a license to 
perform the same work. 
This ordinance was voided as 
ds discriminatory in that it permitted 
the members of a partnership or 
officers of a corporation to work 
with but one license for the com- 
pany or the firm while an individual 
LY plumber must secure licenses for 
each employee. 
city Must Be Reasonable 
nite, 
e in The yardstick by which is mea- 
alla- sured the legality or illegality of 
imb- these ordinances is that an ordi- 
icer- nance must not only be constitu- 
tional but it must also be reason- Every lock needs 
that able and tend to promote the public ® 
dis- health, morals, safety and welfare LOCK-EASE 
the of the community. The means | 
alla- adopted must be adapted to that | 
mb- end and the ordinance must be im- graphited LOCK FLUID 
1 by partial in operation and not unduly | gst PROTECTION AGAINST FREEZING-STICKING-RUST| 
f oppressive. 3 
Seon pp This winter — give your customers the best in 
ould . a ‘ lock maintenance. Use Lock-Ease! Sell it for ‘ 
Air Conditioning Display car, home, and factory use. Easy to apply. 4-oz. nogtiaenay: Sp Fan 
ctor Caught the Eve Penetrates quickly, helps seal out moisture. es Sa a 
rdi- 9 Y gives maximum protection against freezing. 
per- Approved by leading locksmiths. Sold by hard- ‘4 
ing ware and locksmith jobbers every- 
ver . where. Order now! 
ai REASE STICK CO., Muskegon, Mich. 
rdi- AMERICAN G yj v 
hat y 
7 N 
res DECTO-STICK | ARMSTRONG BROS. 
oid RNITURE | 
id ae _ Better PIPE-TOOLS 
as a Ney 
eld REP / QV /s) 
ro- ¥ 
mb- 
lis- 
the 
uch 
lla- A. specially 
compounded stick, 
that 
Fills and Colors 
_ NICKS - DENTS - GOUGES 
“4 in natural-finished or stained wood- 
ust work, furniture, leather and plastics. 
sO TONGS 
- “Reversible,” “Standard” and “Ideal” types, 
er- | in all sizes. Jaws are drop forged from spe 
val eial steel, are carefully milled, heat treated, 
er- : in l\ : = Z hardened and tested. The Handles are forged 
, : LEVEL IT OFF spring steel. The Chains are proof-tested to 
a’, ALL 11 2/8 catalog strength (1,200 Ib. to 40,000 
~<a ne Ib.). “Reversible” Jaws give double jaw life. 
Iso ‘ . " . Display card holds 12 cellophane bags, each cana Jaws have aii bearing on the 
in This special display for a room air con- containing. a complete kit of 4 Decto Sticks | handle and forged-in chain guides, The 
: ditioning unit has been created by The “Ideal” Tongs have V shaped 
di- Neis Co. 7943 W. National Ave., West (dark mahogany, light mahogany, walnut ail tik a coeanenis ak aaa 
or- Allis, Wis. The display which resembles an and maple) a scraper and instructions. shapee—Aittings, ete. 
ng actual installation, is used as an exhibit SOLD THROUGH JOBBERS 
: at home and appliance shows, state fairs RONG BROS. TOOL CO. 
*n- and other exhibits. When not traveling, “the Tool Holder People” 
er, it is kept on view in the store's plumbing 5214 W. ARMSTRONG AVENUE - CHICAGO 30, ILL. 
jal and heating department. 
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| Price Freeze Details auctions, 
sayy ue Americar 

PEERLESS - Preferred by Dealer | (Continued from page 92) : 
ing the commodity or service, and Records \ 
the nature of the business; pro- Base 1 
posed ceiling price and the method must pre 

° used to determine it; and the rea- ‘ 
: a r exan 
Fast Moving son it is believed the proposed price va pos: 
is in line with the level of ceiling h 

. arged 

Fast, Easy prices otherwise established by os me se 
° GCPR. The commodity or service 
: r offere 
Freezing may not be sold, until the seller is ae peri 
notified of the ceiling price. ords to e 
incurred 
Chain Stores the base 
Customers prefer Peerless, too, Chain retail stores, with an es- commodi 
when they compare its outstand- tablished practice of centrally de- saler or | 
ing features. Streamlined, new, termining uniform prices during (2) Ir 
modern design and quality built | the base period, may consider the March 1 
for extra long service. Stock and entire group of stores as one seller and pres 
display the Peerless in ‘51. for the purpose of computing ceil- the cate; 
ing prices and complying with rec- deliverie: 
Household Sizes 2 to 10 Ots. | ord-keeping provisions. during t 
Hotel Sizes 12 to 20 Ots. sold serv 
Sidieedinn Seat € the Peer! | Exports and Imports preserve 
e Peerless , 

cowcnteniuies Litneonedoaall Export and import sales are cov- sarge 
ered by the regulation. Importers fered to 

| handling commodities sold in sub- period. 
| stantially the same form, except for (3) O 
TREAMLINE DESIGN EASY DRIVING GEA | sorting, packaging, and _ simple you i 
processing, may adjust prices a ceiling 
ASK YOUR JOBBER frozen at base period levels to off- commodi 
Tue PEERLESS FREEZER Co., WINCHENDON, Mass. || set an increase in landed costs ing each 
since the base period,.provided the kind) de 
sient Gin ~ | commodities are covered by a con- livery by 
e BEE ona emeoeme® | tract date on or before Jan. 26, together 
‘ 1951. identificz 
modity ¢ 
Highest Price Line Limitation ing pric 


: may ref« 
KO 4 L ' ” | Manufacturers of a selected list pa pliers 
| of consumer durables are also sub- you may 


ject to a highest price line limita- this par: 


tion. The list of items will be in- 7 
i “ your pu 
é N G j N ie 4 corporated in a forthcoming sup- ie dee 


plementary order. This means that 











i manufacturers of these commodi- | 
Four-Cycle, Air-Cooled ties may not sell any of them at a you dur 
‘ | price higher than the ceiling price price at 
Kohler Engines are engineered and built for a commodity in that category. the com 
to give the economical service that has For example: If the base period ing the 
won world-wide acceptance for Kohler ceiling prices for a group of small (4 Y 
Electric Plants in construction and other items were $5.75, $6.75, and $8.75, i Me 
MODEL K-12-2, 3 H. P., 4-cycle, single industries. Made in several sizes, they you will not be permitted to sell tomary | 
Per height 19° Weight alos. "“* are suited to a wide range of uses. The pony! auch nen ae eee Se eee and con 
RELIABLE POWER FOR: name Kohler, identified with quality of $8.75. of purcl 
Compressors @ Farm Conveyors e Weed Cutters products for three-quarters ofa century, effect du 
Floor Sweepers @ Generators @ Sprayers ‘ ° ° Other Exemptions 
Grain Elevators @ Hoists e Lawn Mowers gives Kohler engine -driven equipment ‘ . 
Pump-Jacks @ Vibrators ready acceptance. Write for information Exempt from the order, in addi- Current 
Snow Removal Machines Garden Cultivators about sales and service franchise. tion to the farm products affected ; 
Portable Saws @ Garden Tractors by parity provisions, are most of If you 
Kohler Co., Kohler, Wisconsin. Established 1873. the items which were exempt under wanes Co" 
OPA during World War II. These coma te 
| <e) 4 L & R include: professional services, mili- amy 
‘o} = <e@) HH L E R tary and strategic commodities, ad- Price St 
vertising, books and magazines, in- swo on 
PLUMBING FIXTURES © HEATING EQUIPMENT © ELECTRIC PLANTS surance rates, utility and common which y 
AIR-COOLED ENGINES? PRECISION PARTS carrier rates, sales of used house- ing the } 
hold or personal effects at bonafide the con 
HARDW 
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auctions, and handicraft made by 
American Indians and Eskimos. 


Records You Must Keep 


Base period records: (1) You 
must preserve and keep available 
for examination those records in 
your possession showing the prices 
charged by you for the commodi- 
ties or services which you delivered 
or offered to deliver during the 
base period, and also sufficient rec- 
ords to establish the latest net cost 
incurred by you prior to the end of 
the base period in purchasing the 
commodities (if you are a whole- 
saler or retailer). 

(2) In addition, on or before 
March 1, 1951, you must prepare 
and preserve a statement showing 
the categories in which you made 
deliveries and offers for delivering 
during the base period; or if you 
sold services you must prepare and 
preserve a statement listing the 
services which you delivered or of- 
fered to deliver during the base 
period. 

(3) On or before March 1, 1951, 
you must also prepare and preserve 
a ceiling price list, showing the 
commodities in each category (list- 
ing each model, type, style, and 
kind) delivered or offered for de- 
livery by you during the base period 
together with a description or 
identification of each such com- 
modity and a statement of the ceil- 
ing price. Your ceiling price list 
may refer to an attached price list 
or catalog. If you are a retailer 
you may satisfy the requirement of 
this paragraph (3) by recording on 
your purchase invoices, covering 
the commodities (including every 
model, type, style and kind) de- 
livered or offered for delivery by 
you during the base period, the 
price at which you sold, or offered 
the commodities for delivery, dur- 
ing the base period. 

(4) You must also prepare and 
preserve a statement of your cus- 
tomary price differentials for terms 
and conditions of sale and classes 
of purchasers, which you had in 
effect during the base period. 


Current Records 


If you sell commodities or ser- 
vices covered by this regulation you 
must prepare and keep available for 
examination by the Director of 
Price Stabilization for a period of 
two years, records of the kind 
which you customarily keep show- 
ing the prices which you charge for 
the commodities or services. In 
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coun! oe Stun o> 

® Guaranteed by > 

Good Housekeeping 
S245 anvenristd wes 






Backed by the sales-producing 
Good Housekeeping Seal of Approval 



















... WHALE 


Extra strong, sulid braided cotton. Smooth 
glazed finish. Won’t kink or ravel. 2 con- 
nected 50-ft. hanks in eye-catching trans- 
parent wrapper. 





TITE-ROPE 


Strong, multi-strand wire line with a 
glistening white plastic covering. Cleans. 
with the whisk of a damp cloth. Won't 
rust, won't stain. 50-ft. hanks, connected. 





YOUR JOBBER HAS SAMSON LINES 


WRITE for samples and information about 
the complete Samson line. 


CORDAGE WORKS 
BOSTON 10, MASS. 
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Display The Saw 
That Sells on Sight! 


Consistently Advertised NATIONALLY 


POWER SAW 


ONLY °SQ2> Retail Price 


Model 625 
Portable Electric 








- «+ With these big sales 
and performance features! 


zm a Neighs only 1042 pounds 
> & Angular Adjustment 90° to 45° | 
we) |? Depth of Cut 0” to 244” 






~) Graduated Ripping Guide 

Plus many others 

It's designed by experts for easy, fast, 
precision work. It has perfect balance 
for one-hand operation, plus plenty of 
power. Streamline design with motor 
drive to blade through precision-cut 





bronze helical gears. Air baffle clears | 


sawdust from line of cut. Safety guard 
keeps blade covered when not cutting 
— automatic return. Complete with 6%” 


combination blade; 10-foot, rubber- | 
covered, 3-wire (with ground wire)cord | 
and plug. Other types of blade avail- | 


able. 


Beautiful hammerloid-finish, $62 | 


steel carrying case, extra... 
a 


— 


SEND TODAY. Get new 16-page 
catalog with full information 

on the complete line of 

Portable Electric Tools for 





farm, home, and shop. 


(PET) PORTABLE ELECTRIC TOOLS, INC. 


332 West 83rd Street, Chicago 20, Illinois 
In Canada: 369 Danforth Road, Toronto 13 
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addition, you must prepare and pre- 
serve records indicating clearly the 
basis upon which you have de- 
termined the ceiling price for any 
commodities or services not de- 
livered by you or offered for de- 
livery during the base period. If 
you are a retailer you are required 
to preserve your purchase invoices 
and to record thereon both your 
initial selling price and the section 
of this regulation under which you 
have determined your ceiling price. 
(Resume reading on page 11) 





High Tire Production 


Predicted by Newman 


Belief that the rubber industry 
will produce as many passenger 
car tires in January and February 
as in November and December, 


1950, has been expressed by James | 


J. Newman, vice-president, The 
B. F. Goodrich Co. 

“While the consumption of new 
rubber for the production of 
civilian products is currently 
limited by government order, it 
now appears certain that sufficient 
rubber will be available to continue 


production of passengar car tires | 
at the present rate during the first | 


This antici- 
will equal 


two months of 1951. 
pated tire production 
that of January 
1950. 

“Passengar car tire production 
during 1950 will exceed 1949 output 
by at least 12,000,000 units, ac- 
cording to present estimates, rep- 
resenting the largest volume of 
sales in the history of the tire in- 
dustry. The rolling stockpile of 
rubber on wheels is probably at a 
higher level now than ever before. 

“Substantially increased produc- 
tion of American-rubbers in 1951 
should make it ‘possible to meet all 
defense requirements for rubber 
products next year at the same time 
enabling industry to produce at a 
high enough rate to supply all es- 
sential demands for finished rub- 
ber products, including tires,” 
Mr. Newman said. 


Here and There 


Four-fifths of the nation’s fami- 
lies who bought homes last year 
earned less than $5,000, according 
to the Federal Housing Adminis- 
tration. 





Only thirteen families out of a 


hundred in the United States owe | 
more than $100 on instalment com- | 


mitments, either to stores or banks. 


ELPHYR 


PORTABLE ELECTRIC 
Y2-INCH DRILL 





Consistently Ad 
NATIONALLY 





Model 500 (with Jacobs 
Hex Chuck) 
Retail Price $29.65 


Model 510 (with Jacobs 
Gear Chuck) 
Retail Price $34.65 


| Check These Features 
For MORE Drill Sales 


AN 


and February, | 






s Streamline design; 

weighs only 9 
pounds, but it’s powered for rug- 
ged, lasting service and engineered 
for easy, precise handling. Dynam- 
ically balanced. Side handle remov- 
able for close-quarter drilling. 
Lock-type, instant-release Cutler- 
Hammer trigger switch. Full-load 
speed, 300 rpm.; no-load speed, 
450 rpm. Full %2” drill capacity. 
Natural satin finish—a beauty to 
handle, a winner on sales. 


Get new 16 page cat- 


alog with full informa- ne 
tion on the complete & 
line of Portable Elec- ce” 
tric Tools for farm, ~<a 


home, and shop. 





PORTABLE ELECTRIC TOOLS, INC 


332 West 83rd Street, Chicago 20, Illinois 
| In Canada: 369 Danforth Road, Toronto !3 
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th Jacobs 


specialized 


METAL TOOL BOXES 


CASES AND CABINETS UTILITY KIT 











serving every industry 


To companies searching for a solution to carry- 
ing or packaging problems, we offer the complete 
design; facilities of our modern sheet metal fabricating plant. 


nly 9 From design through finishing, we are equipped 
or rug- to handle your volume needs on any type metal box, 
neered case or cabinet. Solving your specialized problems at 
lower cost is the business of our design and production 
departments, whether it be a display stand, a case for 


remov- § portable power tools, or a small wrench box. 


rilling. : : . F 
Cutler- Our varied experience is at your service... 
over twenty-eight years of it gained from manufac- 
Il-load turing similar items for many of the leading hardware, 
speed, automotive, sporting goods and industrial firms of 
pacity. today. This manufacturing “know how” can help you. 
Let us put our complete facilities to work for you. 








WRENCH BOX 
Write today and outline your problem. We will 
gladly submit our ideas and costs to you.* 


Our experience in produc- 
ing defense sub-contract 
items in double-quick time 
offers special advantages 
in these days of national 
emergency. 





VALVE SPRING COMPRESSOR CO. TOOL CARRYING CASE SPECIAL TOOL UNITS 
WATERLOO, IOWA 
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Suggesting a garden setting, the El Centro branch's closed back window had flowers and Easter symbols. 


Tableware Makes a Good 
Easter Promotion 


Attractive window settings call attention to varied 


table offerings of Desert Hardware's two stores 


Well before Easter, last year, 
Desert Hardware Co.— operating 
stores in El Centro and Brawley, 
Calif.—started to push tableware as 
giftwares for that day. 

A large newspaper ad showed a 
rabbit pointing to illustrations of a 
silver chest and several patterns of 
dinnerware and crystalware, under 
the heading, “See what the Easter 
Bunny brought.” A number of other 
tableware items were described, in- 
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cluding prices. Both stores had at- 
tractive window displays tying in 
with the ad each using a different 
motif. 

The El Centro branch had an 
enclosed back window with green 
background and tall white trellis 
covered with ivy. In the center on a 
truncated pillar was a pot of tulips. 
On either end of the window were 
two truncated columns of different 
diameters on which were displayed 


dinnerware sets, the top levels be- 
ing embellished with pots of Easter 
lilies. In front of the trellis was 
artificial grass on which white rab- 
bits were pushing carts filled with 
gay hued Easter eggs. Around the 
base of the column displays of din- 
nerware were individual cups and 
saucers. 

A display in the store’s table 
wares section in the form of a table 
setting featured a breakfast set on 
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Fresh New Eye Appeal Attracts 
Those Who Want the Finest 


New “buy appeal” for National Lock’s No. 150 cab- 
inet hardware assortment. Handsome, attention- 
getting display board, now available in burgundy, 
yellow or white, suggests actual application with color. 
Only 21” wide, the No. 150 board saves counter*space 
... Makes space more profitable. It reduces inventory 
while providing a select assortment of all major cab- 
inet hardware. Included are only the finest National 
Lock items such as forged brass hardware, new type 
concealed hinge, concave knobs, die-cast handle and 
proven-popular matched sets in chrome. You'll enjoy 
Ask Your extra profits by featuring the No. 150 board. 
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HERE’S WHY 





SCREWS, BOLTS, NUTS 


ARE TN EASIER TO MOVE 


s . J 
Easier to identify See how the label 
stands out? It’s easy to read—from the top-most 
shelf. Different colors identify different screws, 
bolts, nuts, metals, plating, etc. Saves time! 


° 
Easier to handle Pheoll products are 
packed in sturdy boxes that won’t “bow out” 
when opened or stacked. Covers slip on and off 
with just the right friction grip. Easy to handle, 
pack and ship. No tearing, spilling or loss. 


* 
Easier to get Prompt, reliable deliv- 
ery through convenient factory warehouses. 
Your Pheoll stocks cover most needs. Depend 
on this one source for a broad range of “in 
demand” fasteners. 


Easier to sell Pheoll products are 


money makers because they’re easy to sell. 
They’re fast movers. They repeat because they’re 
made to build your business. Our reputation is 
your guarantee. 


| Recll business buj 
B 


Iders 


s SCREWS 
fewachine Screws +*Stove wis 
crews ine Bo 
ance! Metal Screws Commas Baits 
Gap — § riage Bolts 
PA _ Head Set Screws Bre we 
‘adless Set Screws _— 


Socket Set § 
S crews NUT 
Tene pon Cap Screws *Machine 7 N 
crews *Semi-Finished N uts 
*Wing Nuts uts 


RODS 
*Threaded Rods ee Nuts— Brass 
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The Brawley branch's open front had this Easter table setting. 


a green and white cloth. At each 
place was an egg cup in which a 
colored egg was placed. A step-up 
display in the department showed 
Easter gifts for men, women and 
children. For men there were over- 
size cups and saucers. Hand painted 
demi-tasse cups for women and 
nursery figured plates, bowls and 
mugs for the youngsters were also 
shown. 

At the Brawley branch, with its 
visual front, an Easter table with 
lace cloth was shown close to the 
window. Egg cups and small dishes 
with hard boiled eggs were shown 
on small mirrors. One end of the 
table was decorated with a rabbit 
the other with a figure of a duck. 





Hardware Cloth Dispenser 


Wall displays featured art goods 
in brass, copper and other materials, 
particular attention being given to 
flower vases and wall pockets. An 
open cabinet on the opposite wall 
held a number of ceramic figures 
and small lamps. 

The store’s tableware section in 
the center rear had a table with 
silver rayon spread set for Easter 
dinner, with floral decorated dinner- 
ware and plum colored stemware. 
There was a centerpiece of pink, yel- 
low and white calla lilies, out of 
which rose tall yellow candles. A 
nearby table held a punch, bowl set 
of milk dinnerware. Other tables 
had decorative bowls and vases in 
which were shown spring flowers. 


i 





M. C. Termin, Termin & Doering Hardware, Seattle, Wash., demonstrates a convenient 


method for dispensing hardware cloth. The d 





ing fixture ists of 2 by 4's mounted 


to taper at the bottom and notched at intervals to hold steel pipe, over which a roll of 
hardware cloth is slipped. 
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No. 14—Wood Boring Drill Set— 
packaged in protective wood tray. 


Especially Designed for Rugged Service in Electric Hand Drills 


Sturdy Drill Sets —of High Speed Steel—especially built 
to withstand the shock and strain of Electric Hand Drill 
use. Adequate length for normal portable tool use—attrac- 
tively priced. Utility packaged in protective heavy canvas 
case that may be rolled or folded and carried in the pocket. 
Set #S-13—13 High Speed Drills, 4” to %” by 64ths; Set 
#S-11—11 High Speed Drills, 4%” to %” by 32nds; Set 
#S-8—8 High Speed Drills, 44" to %” by 16ths. 

Wood Boring Drill Set, No. 14— Built to deliver maxi- 


mum efficiency in %4-inch Electric Hand Drills. New, im- 
proved design—these drills produce unusually smooth 
holes—cooler running—faster chip disposal—diminish 
stalling on “break thru”, tempered to prevent damage on 
contact with metal. Attractively priced. Set consists of 5 
drills—%" to 4%” by 16ths—all with %-inch round shanks. 
These sets of Shield Brand Tools are first quality, 100% 
inspected. They provide new convenience and new value 
for drill users. 


STANDARD J0OL (10. 


CLEVELAND 4, OHIO 
New York - Detroit - Chicago 
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MEET 


LEIGH SIMMS 


of Wm. Simms Hardware Co. 
Minneapolis, Minn. 








...and read what he says 
about KLEAN-STRIP: 


® “We were looking for a good 
paint and varnish remover and we 
bought Klean-Strip. I tried it and 
convinced myself it was really good. 
As soon as our customers tried it, 
they began to come back and ask 
for it by name, again and again. 
“Klean-Strip’s one-minute demon- 
stration kit sells more customers 
every day. They can see for them- 
selves that it breaks away the old 
finish instead of just dissolving it 
like other removers. Everybody likes 
Klean-Strip because it leaves a 
clean surface, ready for refinishing 
without expensive after-wash or neu- 
tralizing—-and no danger of fire. 


“Our volume of Klean-Strip has 
amazed us. I can truthfully say that 
we have tripled our remover _ busi- 
ness. It has also increased our store 
traffic and been a material aid to 
paint sales. Klean-Strip brings back 
more customers than any _ other 
single specialty paint item we carry.” 





Housewares 





| Coast-to-Coast 





DEALERS: For free sample 
of Klean-Strip, write 
W. M. BARR & CO. 
2342 S. Lauderdale 
Memphis, Tenn. 


KLEAN-STRIP. 


Clean © Safe ® Easy to Use 
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Hardware and allied 
trade events up-to- 
date in each issue 
of Hardware Age 





National Events 


American Hardware Manufacturers’ 


Assn., 100th semi-annual convention 
held jointly with the 60th annual 
convention of the Southern Whole- 
sale Hardware Assn., April 8-12 at 
the Palm Beach Biltmore Hotel, 
Palm Beach, Fla. Secretary-trea- 
surer, manufacturers’ group, Arthur 
L. Faubel, 342 Madison Ave., New 
York City 17; managing director, 
wholesalers’ group, T. W. McAllis- 
ter, 814 Metcalf Bldg., Orlando, Fla. 


American Toy Fair, March 5-16 at 200 


Fifth Ave., 1107 Broadway, and 
other permanent showrooms and the 
Hotel McAlpin and Hotel New 
Yorker, New York City. Sponsored 
by the Toy Manufacturers of the 
U. S. A., Inc., 200 Fifth Ave., New 
York City, Horatio D. Clark, secre- 
tary. 


and Home _ Appliance 


Manufacturers’ Exhibit, July 9-13 at 
the Atlantic City, N. J., Auditorium. 
Secretary, A. W. Buddenberg, Na- 
tional Housewares Manufacturers’ 
Assn., 1140 Merchandise Mart, Chi- 
cago 54. 

National Sportsmen’s and Vacation 
Show, Feb. 7-25, Grand Central Pal- 
ace, New York City. 


Southern Wholesale Hardware Assn., 
60th annual convention held jointly 
with the 100th semi-annual conven- 
tion of the American Hardware 
Manufacturers Assn., April 8-12 at 
the Palm Beach Biltmore Hotel, 
Palm Beach, Fla. Managing direc- 
tor, wholesalers’ group, T. W. Mce- 
Allister, 814 Metcalf Bldg., Or- 
lando, Fla.; secretary-treasurer, 
manufacturers’ group, Arthur L. 
Faubel, 342 Madison Ave., New 
York City 17. 


Regional Events 


Buffalo Sports and Boat Show, March 


10-18, 65th Regiment Armory, Buf- 
falo, N. Y. 


Builders’ Hardwate Conference (Pa- 


cific Coast), April 24-26, at Victoria, 
B. C., sponsored by Districts 18, 19, 
and 20 of the National Contract 
Hdwe. Assn. and the American So- 
ciety of Architectural Hdwe. Con- 
sultants. Managing director Consul- 
tant’s group, John R. Schoemer, 420 
Madison Ave., New York City. 


Chicago International Sports and Out- 


door Show, March 2-11, Inter-Na- 
tional Amphitheatre, Chicago, III. 


Stores Mastercraft 
convention for sales people, April 
15-17. York Langton, trade exten- 
sion manager, Coast-to-Coast Stores 
Central Organization, Inc., 43 Main 
St. S.E., Minneapolis, Minn. 


Decatur & Hopkins Co., Boston, Mass., 


will hold a merchandise exhibit for 
dealers, Feb. 19-22, at its permanent 
display rooms at company head- 
quarters, 93 Berkeley St. 


Detroit Congress. Sportsmen’s and 
Detroit News Travel Show, March 
31-April 8, State Fair Grounds, De- 
troit, Mich. 

Eastern Hardware Golf Assn. 14th 
annual golf tournament, May 22-24; 
Shawnee Country Club, Shawnee- 
on-Delaware, Pa. Secretary, H. L. 
Gillian, 30 Rockefeller Plaza, New 
York City. 


Gift Shows, Feb. 11-15 at the Olympic 
Hotel, New Washington Hotel and 
Terminal Sales Bldg., Seattle, 
Wash.; Feb. 18-21 at Portland Ho- 
tel, Portland, Ore. 


Marshall-Wells Stores, Congresses: 
Portland, Seattle (at Multnomah 
Hotel, Portland, Ore.), Feb. 12-14; 
Spokane, Wash., Feb. 15-16; Bill- 
ings, Mont., Feb. 19-20. Sponsored 
by Marshall-Wells Co., Duluth 1, 
Minn. 


Rehm Hardware Co. Dealer conven- 
tion and merchandise exhibit, Feb. 
21-22, at company office and ware- 
house, 1501 Blue Island Ave., Chi- 
cago, Ill. 


HARDWARE AGE, FEBRUARY 8, 1951 











HARDWAR 















































e s * 
ed 
'o- 
ue 
e 
4 id 
oad 
»y wore i i 7 
)-13 at 
orium. 
2) Na- 
turers’ 
t, Chi- 
cation TRIPLE THE CUTS...TRIPLE THE SALES APPEAL... 
al Pal- I 
for a broader market! 
Assn., 
sat NO S — 
cave INCREASE IN PRICE 
rdware ° ° 
12 at same profitable dealer margin! 
Hotel, 
diree- Here’s the bright spot in your profit picture for ’51—new, improved Warren 
V. Me- Dado Sawing Washers! 
Or. ado Sawing Washers! 
asurer, Thousands of craftsmen have bought them, praised them for making smooth, 
wr L. clean dados and grooves, quickly and easily with a regular saw blade. 
oo Using the same amazing tried-and-proven Warren exclusive principle, Warren 
Washers now offer a choice of 40 different cuts instead of 12—at the same popular 
price of $4.95 per set! Get ready for replacement sales, new sales—easy sales! 
Big Warren national advertising campaign, demonstrations, attention-getting 
's and counter display, informative literature—all make Warren Washers a name they’I| 
March remember! 
ds, De- 
14th TRIAL ORDER! Prove to yourself that 
, 99 24 Warren Washers will sell themselves! 
— Send your order for just six sets at your 
awnee- dealer’s discount of 3314%—and receive 
a: ae absolutely free a colorful working counter 
a, New display and supply of descriptive selling 
literature! 
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SHELBY HELPS 
YOU SELL 


Here’s a new silent salesman 
counter display that does an out- 
standing selling job in only 6 x 9 
inches of counter space—holds 
twelve neatly boxed products. 
The striking colors of the dis- 
play boxes catch customers’ eyes 
and graphically tell how Shelby 
Spring and Chain Door Stops 
stop the CRASH of storm and 
screen doors. 


Shelby Spring and Chain Door 
Stops give complete wind dam- 
age protection for screen and 
storm doors. The chain, which 
is heavier and stronger than 
ever before, keeps doors from 
opening more thn 90°, and the 
compression spring absorbs the 
jar. Door, glass, and hinges are 


saved. 


Shelby’s Spring and Chain Stop 
is a sure stop for doors— 
Shelby’s display is a sure stop 
for customers. 


Just put a display box on your 
counter and see how they'll sell 


every home needs them. 


Order from your jobber, now! 


Spring Hinge 


Company 
Shelby, Ohio 
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Alabama Retail Hdwe. Assn., annual 
convention and exhibition, April 24- 
25, at Admiral Semmes Hotel, Mo- 
bile. Secretary, Mrs. Euna G. Ram- 
sey, 509 N. 19th St., Birmingham 3. 


Arkansas Retail Hdwe. and Impl. 
Assn., convention and exhibit, Feb. 
18-19. Little Rock, Ark. Head- 
quarters, Lafayette Hotel. Exhibit, 
Robinson Memorial Auditorium. 
Executive Secretary, Wayne Tisdale, 
Lafayette Hotel, Little Rock. 


California Retail Hdwe. Assn., con- 
vention and exhibit, Feb. 19-22, 
Fairmount Hotel, San Francisco. 
Secretary, LeRoy Smith, 1355 Mar- 
ket St., San Francisco. 


Carolinas, Hardware Association of, 
convention, June 19-20, Ocean For- 
est Hotel, Myrtle Beach, S. C. Sec- 
retary-treasurer, Mrs. Sally Couch 
Masten, 118% E. Fourth St., Char- 
lotte 2, N. C. 


Florida and Georgia Retail Hdwe. 
Assns. joint convention and exhibit, 
May 7-9, Geo. Washington Hotel, 
Jacksonville, Fla. Executive Man- 
ager, William W. Howell, Waycross, 
Ga. 


Louisiana Retail Hdwe. Assn., conven- 
tion, March 11-13, at the Evangeline 
Hotel, Lafayette, La. Secretary, 
David O. Mansfield, 226 S. State 
St., Jackson, Miss. 


Mississippi Retail Hdwe. and Imp. 
Assn., convention and exhibit, June 
3-5, Buena Vista Hotel, Biloxi. Sec- 
retary, David O. Mansfield, 226 S. 
State St., Jackson. 


Missouri Retail Hdwe. Assn., conven- 
tion and exhibit, March 6-8, Jeffer- 
son Hotel, St. Louis. Secretary, 
M. E. Pohlman, 812 Olive St., St. 
Louis. 





Nebraska Retail Hdwe. Assn., conven- 
tion and exhibit, Feb. 13-15, Omaha. 
Headquarters, Paxton Hotel. Ex- 
hibit, Auditoriuth. Secretary, C. A. 
McCoy, 325 Insurance Bldg., Lin- 
coln 8. 


New England Hdwe. Dealers’ Assn., 
convention and exhibit, Feb. 20-22, 
Statler Hotel, Boston, Mass. Execu- 
tive Secretary, Russell B. Mueller, 
185 Dartmouth St., Boston 16. 


New York State Retail Hdwe. Assn., 
convention and exhibit, Feb. 27- 
March 1, Buffalo. Headquarters, 
Statler Hotel. Exhibit Auditorium. 
Secretary, Nicholas H. Kiley, 904 
Hills Bldg., Syracuse 2. 


North Coast Retail Hdwe. Assn., con- 
vention, Feb. 11-13, Olympic Hotel, 
Seattle, Wash. Secretary D. D. 
Stewart, 714 American Bldg., Seat- 
tle 4. 


North Dakota Retail Hdwe. Assn., 
convention and exhibit, March 19-21, 
Fargo. Headquarters, Gardner Ho- 
tel. Exhibit, Sports Arena. Secre- 





State Events 


tary, Frank M. Bayer, 54% Broad- 
way, Fargo 

Ohio Hdwe. Assn., convention and ex- 
hibit, Feb. 13-15, Cleveland. Head- 
quarters, Statler Hotel. Exhibit, 
Auditorium. Secretary, John B. 
Conklin, 198 S. High St., Columbus 

Pennsylvania and Atlantic Seaboara 
Hdwe. Assn., convention and exhibit 
Feb. 6-9, Philadelphia. Headquar- 
ters, Bellevue-Stratford Hotel. Ex- 
hibit, Convention Hall. Secretary, 
W. Glenn Pearce, 1616 Walnut St., 
Philadelphia 3. 

South Dakota Retail Hdwe. Assn., 
convention and exhibit, March 13- 
15, Sioux Falls, S. D. Headquarters, 
Cataract Hotel. Exhibit, Coliseum. 
Secretary, O. R. Baily, 300 S. Jef- 
ferson Ave., Sioux Falls. 

Southern California Retail Hdwe. 
Assn., convention and exhibit, Feb. 
20-22, Long Beach. Headquarters, 
Wilton Hotel, Exhibit, Auditorium. 
Secretary, A. C. Kammeier, 416 W. 
8th St., Los Angeles 14. 

Tennessee Retail Hdwe. Assn., con- 
vention, Feb. 18-20, Farragut Hotel, 
Knoxville, Secretary, Morris Jones, 
P. O. Box 784, Nashville. 

Tri-State Hdwe. and Impl. Assn., con- 
vention, Feb. 12-13, Herring Hotel, 
Amarillo, Tex. Secretary, M. D. 
Shepherd, Canyon, Tex. 

Virginia Retail Hardware Assn., con- 
vention and exhibit, March 27-29, 
Roanoke. Headquarters, Hotel 
Roanoke. Exhibit, American Legion 
Auditorium. Secretary, G. T. Omo- 
hundro, Jr., Scottsville, Va. 

West Virginia Hdwe. Assn., conven- 
tion and exhibit, Feb. 19-21. Daniel 
Boone Hotel, Charleston. Secretary, 
James C. Fielding, 1628 McClung 
St., Charleston. 





HARDWARE HUMOR 
By Hardware Age 





GF". 


"We checked everyone in the place 
and who do you think turns out to 


be the dud?" 
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TRONGER THAN NORMAL| ; 


WI Shel- ‘Glo ITEMS 


~. HEAVY-DUTY KITCHEN USE 


Very sturdy—walls are 
extra thick—will not 
flex. Ideal for use with 
electric mixer. Diame- 
ters are 11”, 91” and 
7%”. One bowl each 
red, blue and yellow. 
Made of high-heat re- 
sistant Polystyrene. 
Each set in corrugated 
carton. Bowls, alse, in 
open stock. 



























No. 53 
Heavy Mixing Bowl Set 







Swirl-cleansing action thor- 
oughly washes vegetables, 
fruits, etc. Extra thick side 
walls won't flex. Wide 
curved rim provides con- 
tinuous handle. 91,” 
diam., 414,” deep. Made of 
high-heat resistant Poly- 
styrene in red, blue and 
yellow— packed assorted. 


"Figo MANUFACTURING CO. 
Sern" WESTERVILLE, OHIO, U. S. A. 


No. 212 
Colander 


















the yellow core 


made by 


eo] Gel ibs: 
Sold Only Through 
Recognized Wholesalers 
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its NEW!. ts AMAZING: 4 
FLEXROLL & 


No 700-C 






FULLY GUARANTEED 


by faughav 


Adjusts Automatically! No Slip! No Bind! 


Here’s the finest can opener ever made! Flexible, 





rolling disc cutter automatically adjusts tovany can 
rim thickness—can’t bind, can’t slip. Exclusive 
features automatically keep the F LEX-ROLL 
cutter always in operating position. Piercing and 
cutting action so gentle, it’s safe for a child to use. 


And the FLEX-ROLL is strikingly attractive— 
with its brilliant red plastic hub guard and spark- 
ling chrome lustre, it looks like a ‘‘ million” on dis- 
play. Made of rugged steel—all functional parts of 
tool or case-hardened steel. Individually carded. 





World's largest 
Manufacturer of 
Can Openers and 
Bottle Openers 


VAUGHAN MFG., CO. 
3211 Carroll Avenue °* Chicago 24, lil. 
Half-Century of Quality and Service 














WHAT'S NEW 





Latest Information on New Hardware Merchandise 





(Continued from page 13) 


single heat. The stove is equipped 
with Tuttle & Kift Monotube range 
heating units. Both burners are 
6 in. in diameter. The stove is 
21144 x 11 x 6% in. high. Monotube 
coil operates on a swivel to upright 
position to make cleaning easy. 
Dominion Electric Co., Mansfield, 
Ohio. 





Lawn Sprinkler 


An oscillating lawn sprinkler, 
waters a rectangular plot 38 x 45 
ft. The water motor contains nylon 





gears and bronze worms that are 
water lubricated, no oil or grease 
required. The sprinkler features a 
yellow stand and red housing. It is 
packed individually with a four- 
color folder. Retail: $9.95. Metal- 
lizing Engineering Co., 38-14 30th 
St., Long Island City 1, N. Y. 





Sink Liner, Divider Mat 


Shown at the Chicago House- 
wares Show was the Rubbermaid 
twin-sink liner mat, right, turns 
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sink itself into a rubber-lined dish- 
pan and the twin-sink divider mat, 
center, with sides extending down 
each dividing wall on the twin sink. 
The divider mat is 14 x 10% in. and 
is available in red, marbleized 
black, blue, yellow and green. Liner 
mat in five colors has protector 
flaps extending about 3 in. up each 
sink side. The Wooster Rubber Co., 
Wooster, Ohio. 


Brush Cleaner 


Cabot’s brush cleaner penetrates 
into the heel of the brush, loosens 
the paint so it can be combed out 
then washed clean. A non-caustic 
liquid solvent that will not evapo- 
rate and is non-inflammable. It 
will not injure bristles or settings. 
Samuel Cabot, Inc.. 141 Milk St., 
3oston, Mass. 





Water Softener 


Automatic water softener, Soft- 
master has an automatic by-pass 
permiting water to be drawn at any 
outlet during the regeneration. To 
regenerate the unit the user pushes 
a button which can be located any- 
where in the house and electrical 
controls complete the cycle. No 








salty water ever enters the house 
lines. Water level in the brine 
tank is controlled by 2 feeler elec- 
trodes. Available in three sizes 
and two Zeolites. The F. E. Myers 
& Bro. Co., Ashland, Ohio. 


Fiberglas Tackle Box 


Fiberglas tackle box No. 1788, 
first offered at the Chicago House- 
wares Show, is 17 x 8x 8 in. The 
box features double cantilever 
fiberglas trays, rustproof  hard- 
ware, watershed closure, and piano 
hinge. This model is non-warping, 





non-denting, non-splintering, and 
colorfast. It may be used for tools 
also. Hamilton Metal Products 
Co., Hamilton, Ohio. 





Pressure Fed Brush 


Pressure fed Jet-Flo and Jet-Flo, 
Jr., brush is similar to the original 
Stream-Flo. The two changes are— 
the flow control valve is in the hose 
jine a few feet from the handle of 
the brush. The valve is held in the 
opposite hand from the one holding 
the brush. The new brush is also 
lighter in weight—1% oz. more 
than a standard brush of compara- 
ble specifications. All rubber tub- 
ing has been eliminated from the 
interior and the feeder brush now 
works on an all-metal swivel joint. 
Hanlon & Goodman Co., Belleville, 
NM. de 


Dishwasher 

Automatic electric portable dish- 
washer is built from mirro-finish 
stainless steel. The unit is equipped 
with three overhead spray rinses 
and two power rinses. It revolves 
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Eastern Division: 122 E. 42nd St., New York 17 





OY CONTINENTAL CAN Compa, 





Our friends in the trade told us that our 
attractive TULIP bouquet would be a big 
success when we first introduced it this 
past summer. 


And they were right! Housewives have 
gone for the TULIP pattern like bears for 
honey. They’re enthusiastic about the 





These tulips have 
really blossomed out! 


TULIP design — with a choice of red or 
yellow flowers — and the notably fine 
construction of this Decoware kitchen- 
ware set that’s built to last. 


To get more information about this pop- 
ular pattern, please write, wire or telephone 


our nearest sales office. 


CONTINENTAL © CAN ComPaANy 


100 EAST 42nd STREET, NEW YORK 17, N.Y. 
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Central Division: 135 So. La Salle St., Chicago 3 


Pacific Division: Russ Building, San Francisco 4 












For new fields of 








For welcome added business and extra profits, look to 
the OSTER line of electric housewares. Each OSTER prod- 
uct has its own strong, special appeal—each is a wanted 
item that sells today and every day. 

OSTER Electric Housewares are consistently advertised 
in LIFE, GOOD HOUSEKEEPING, SATURDAY EVENING 
POST. 







The Original Liquefier and Blender 


Only OSTERIZER has the leakproof container that opens at 
both ends. Easy to clean, easy to empty. Removable container 
base also fits standard Mason jor. Exclusively recommended by 
Gayelord Hauser, famous food authority and author. 


=X 4 2-Beater - ; 
aaa Portable assage Instrument 
, Electric Mixer The only massage instrument that 


gives real Swedish-type massage. 
OSTERETT has more power per Exclusive Suspended Motor Action 
pound than any mixer in the 


delivers thousands of rotating- 
world. No other mixer is so handy, patting movements per minute to 
so powerful, and so easy to use fingertips. Two models: STIM-U- 
for every food mixing job — mixes, LAX, Junior and SCIENTIFIC Mas- 
mashes, creams, whips, beats. 


sage Modality. 
Double-Action 


Airjet Hair Dryer 
Electric Knife Sharpener 


America’s most beautiful hair 
dryer. Exclusive, efficient jet de- 
Sharpens both sides of blade ot 
once, no skill required. Gives 


sign. Very lightweight and easy 
to use—hold in hand, stand on 
factory-sharp hollow-ground 
edge. Sharpens any knife. 


table, tlt to any angle. Powerful 


motor speeds hot or cool air flow. 
Electric Hair Clippers 


OSTER is the world’s most famous 


Hand Hair Clippers 
name for electric hair clippers. 


A complete line of hand hair 
Always finest craftsmanship and clippers for human and animal 
materials. A model for every job use. Recognized the world over 
—human and animal use. 


for quality. 




















YOU’LL DO BETTER WITH ALL 





ELECTRIC HOUSEWARES 
JOHN OSTER MANUFACTURING CO., RACINE, WISCONSIN 
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WHAT’S NEW 


a solid sheet of water over the 
dishes rather than a spray. The 
dishwasher features a full trans- 
parent lid, trays that need not be 
removed, hose slips inside the 
cabinet, static wire inside of fill 
hose grounds dishwasher elim- 
inating shock. Capacity is 28 plates 
and saucers, 24 glasses or cups, 
silverware and other pieces. Com- 
plete mechanism is exposed by re- 
moving one panel. James Mfg. Co., 
Independence, Kan. 





Hose Clamps 

A new line of stainless steel hose 
clamps are available in six sizes 
ranging from % to 2 in. The 





clamping band is made of 26 gage 
\, hard stainless steel while the 
ears are made of 18 gage stainless. 
Specialty Products Co., 1965 East 
66th St., Cleveland, Ohio. 


Lunch Box Liner 


Plastic three compartment liner 
for standard lunch boxes. Salads, 
vegetables can be packed in double 
compartment with air-tight lid. 
The liner is odorless and tasteless, 
and non toxic. Retail: $1.25. Sal- 
San Corp., Decatur, IIl. 
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Power Mower 


Model ERL-34 rotary type power | 


lawn mower has an electrically 
driven blade. This mower almost 





eliminates trimming, cutting as 
close as 14 in. from walls. Blade, 
whirling at 3400 rpm. cuts any 
length grass to a height from 1 to 
3 in. and 16 in. wide. Blades are 
guarded and may be _ reversed. 
Roberton, Division of King Pneu- 
matie Tool Co., Chicago, Il. 





Putty Knife, Scraper 


Putty knife and scraper with 
griptite handles of red Tenite plas- 
tic and blades of carbon steel. 
Smooth handles are molded in op- 
posing halves and riveted to the 
steel shaft. Scraper features an 
oblique working edge. Made with 





a 


blades either stiff or half elastic, | 
both come in several sizes. The 
Clyde Cutlery Co., Clyde, Ohio. 





Postal Dispenser 


Plastic handy roll container in- 
cludes three dispensers, one each 
for postage stamps, labels and 
gummed tapes and a built-in rol- 
ler-type moistener. Handy Roll 
Deskit is complete with 480 in. of 
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SLIDING 
DOOR 
HARDWARE 


GIVES YOU A STRONG SELLING 
STORY OF GREATER CONVENIENCE 
..- SMOOTHER OPERATION 


Door Track 





It's easy to turn prospects into customers when 
you point out the big advantages of smooth- 
operating sliding and overhead doors compared 
with troublesome swinging doors. When you 
sell Coburn sliding door hardware you have the 
added advantage of being able to offer a complete 
line of door hardware that meets the needs of 
every prospect. 

Coburn hardware is available for doors of all 
the following types: Garage, barn, overhead, 
straight-sliding, sliding-folding, around-the- 
corner, roundhouse, folding partition and fire. 





Light Hanger 





Trolley Truck 





COBURN PRODUCTS 






A Product of WICKWIRE SPENCER STEEL DIVISION OF 
THE COLORADO FUEL AND IRON CORPORATION 

Sales and Engineering — 56 Sterling Street, Clinton, Mass. 

Executive Office —500 Fifth Avenue, New York 18, N.Y. 

Sales Offices—Atlanta * Boston * Buffalo * Chicago * Denver * Detroit * Philadelphia 

Pacific Coast —The California Wire Cloth Corp., Oakland 6, Calif. 
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TOPS in QUALITY 
TOPS for PROFIT 
TOPS in TRADE POLICY 


You'll enjoy selling UNIVERSAL hand 
and compressed air sprayers. Exceptional 
quality produces quick sales and staunch 
repeat customers. Our method of pric- 
vote ing provides for the most generous 
gs a : mark-up in the trade and the same 
® square deal for EVERY dealer. They are 
sold solely through the Jobbers' sales- 
man. He can show you in a hurry why 
UNIVERSAL is by long odds the best 
line to handle. Ask him about it. 





UNIVERSAL METAL PRODUCTS CO. 


SARANAC, MICHIGAN 
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added performanc® 


BLOW TORCHES 
FIRE POTS and sowverinc prooucts 


Features new, safer, Pisto-Grip Handle. Drawn steel 
tank has brazed inserts and electrically seamed 
bottom. Wall blow-proof pump adds safety. Avail- 
able in brass or steel. 


WALL DREADNAUGHT 
FIRE POT 


The perfect Splicer’s Furnace. Features hinged 
doors and wide safety base, Adopted as standard 
equipment by large Telephone and Power Com- 
panies. Available for kerosene or gasoline use. 












WRITE TODAY FOR COMPLETE NEW CATALOG 





WAL MANUFACTURING CO. 
Grove City, Pa. 


| (RTT 








tape and 100 air mail stickers. 
Retail: $1.95. The Salsbury Corp., 
1161 ‘ast Florence Ave., Los 
Angeles, 1, Cal. 





TV Antenna 


Indoor antenna unit consists of 
a flower pot base with the extended 
rods seated in turning sockets for 
easy orientation. The new design 
of the unit provides for solid con- 
nections and eliminates picture 
flutter on the TV screen. The rods 
can easily be removed by pulling 
them from their sockets. Flower 
pot is made of electrical insulating 
porcelain and contains no con- 
ductivity. Finished in two shades 
of green, yellow or black and 


7 i. 





maroon. Retail: $5.95. J. dH. 
Rasmussen & Co., 1454 Merchandise 
Mart, Chicago, 54, IIl. 





Hydraulic Tool, Jack 


Hydraulic farm utility tool op- 





erates vertically, horizontally or 
upside down. The handle swivels 
in an arc and may be turned to get 
away from any interfering ob- 


| struction. Tool has a 5000 Ib. ca- 


pacity. Farm tool can lift from 
below its own base level using the 
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BEST QUALITY MAIL BOX ON TODAY'S MARKET 





MAILMASTER 


The Last Word in Mail Box Beauty 
and Utility 


THE MAILMASTER has CLASS, DIGNITY, 
BEAUTY and CHARM, with a finish which 
harmonizes with any front door trim modestly 
adding richness to front door appearance. 


IT HAS SO MANY PEATURES 


Extra heavy. 

Top hinged door that is always closed. 
Large thoroughly protected letter slot. 
Inside wire retainer prevents mail from 
falling out when door is opened. 
Newspaper and package holder of 
abundant size. 

Cylinder type lock and key. 

Name plate slot. 

22 gauge steel. 


AVAILABLE IN FIVE FINISHES 





Write today for literature and price list 
on the ‘'Fulton Line"’ 


PATENT NOVELTY CO. 


Fulton, Dept. HA, Ill. 


















READY-PAK 


DISPLAY SELLS MORE 
RUGG "ALL-PURPOSE" ROPE 


Six connected coils.,.each securely flanged NOW AT 
i packed in sturdy shipping carton that YOUR JOBBER’S 


unfolds to make colorful display. OR WRITE 


Ready-Measured Per Coil Per Display 

4” rope 75 ft. aso ft, THE E.T. RUGG CO. 
¥%,” rope 50 ft. 300 ft. 51 MILLER STREET 
Y_” rope 50 ft. 300 ft. NEWARK, OHIO 





——- BY RUGG 
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Heres your Sales Leader for 


NATIONAL HARDWARE WEEK 


a 


limited 
offer 


no. 5 


2-PC. 
JUNIOR 
RAPID 
SALAD SET 

Cuts, grates, 

slices, shreds. 


Guaranteed sharp 
for 10 years! 








PACKED IN 
SPECIAL 


HARDWARE WEEK “WEEK ONLY 


















CARTON \ speci 4 a RAPIO 
¥ ALUE -- "3 Best” 
AMAZING VALS * hn “World's 
An unbeat- a Salad oe ast and Fine Shredder 
. t table ——— 
able Nem te Slaw and VeEORE OFFERED AT [” out 


spark your spe- NEVER 
cial promotion 


ES : 
Satisfaction Guar l 
Satis’ Guare” 


















y! 
D I GET yours TODA 
Sample CELEBRATING WATIONA 
35¢ 


Get on the Rapid Profit 
Bandwagon Now!. 


To give you one of your fastest-selling Hardware Week 
tie-in items we have created, packaged, and priced the 
RAPID No. 5 Junior Salad Set for profits. It’s a remark- 
able value in vegetable and slaw cutters and should sell 
like hot cakes. Both this shredder and slicer are size 
414” x 13”. The shredder has 95 knives; the slicer, 5 
three-inch knives. Packed in attractive two color car- 
ton, 12 sets per case, shipping weight 14 lbs. per case. 
Counter display and easel packed with each dozen! Due 
to the uncertainty of the steel market this offer is lim- 
ited. So stock up NOW. Cali or wire your jobber or 
rush us his name and address...today! 


For a greater National Hardware Week. April 12 through April 21 


BLUFFTON SLAW CUTTER COMPANY 


BLUFFTON, OHIO 




























4g OBS 
—_—«~Power to Make 


EXTRA SALES, EXTRA PROFITS 


because it’s America’s STAND-OUT Flashlight Battery! 


Those eye-catching Burgess zebra stripes pack a terrific sales 
punch for you! Designed to attract customer attention . . . care- 
fully engineered of on/y highest quality materials, Burgess Flash- 
light Batteries fill the bill for fast turnover and repeat profits. 


Stock Burgess Now! Cash in on the high volume 
flashlight battery market in your territory! 


Sales-Proved, Self-Service 
Displays 


Burgess zebra stripes have proved 
eye appeal—and ieaee self-service 
merchandisers clinch sales 
on the spot. Two sizes: 12V 
holds one dozen cells, 48V 
holds four dozen—both dis- 
plays designed to give mass 
effect in minimum counter 
space. Order yours! 





Oy x) 
» an 
— es Zl 
xy camel LL“) 3 










BURCESS BATTERIES 
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WHAT'S NEW 





















7-lb. test chain with which it is 
equipped. All castings are certi- 
fied close grain malleable. End of 
the ram has 7/16 in. opening for 
insertion of pin for removing gears 
from smallest diameter shaft. Wis- 
sota Mfg. Co., Minneapolis 4, 
Minn. 





Stove, Table Pad 


New pattern for the Ballonoff 
all-purpose stove and table pad. 
The pads are made in two color 


combinations, featuring a Tulip de- 
sign in either red or yellow growing 
from green stems Red and yellow 
trim borders in Dutch motif match 
the center flowers. Tulip comes in 
18 x 20, 15% x 20, 14 x 17, 8% 
round and 7 x 7 in. sizes. Ballonoff 
Metal Products Co., 1820 East 37th 
St., Cleveland, 14, Ohio. 





Plastic Bristled Broom 
Perma-Broom features colored 

Electrene plastic bristles. The 

broom can be washed, holds its 





shape, gets into corners and will 
not lose its bristles. Modglin Co., 
Inc., Los Angeles, Cal. 
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Gas Ranges 


New line of Ultramatic gas ranges 
featuring a backguard that groups 
accessories in chromium escutch- 
eons with oven and broiler vents 
















ie aie 
4 ms 
pe 


made to keep cooking vapors from 
soiling walls. Other features in- 
clude: Finer-fit valve handles, 
chromium trimmed manifold shield 
and cool, longer door handles. Two 
of the new construction features 
in the line are low consumption 
pilots on CD models and improved 
instant top burner lighting. Caloric 
Stove Corp., Philadelphia, Pa. 





Plastic Clothes Line 


Plastic clothes line is a full size 
No. 6 line, with a cotton core made 
of twisted and braided pre-stretched 
cotton. The cotton fibers are bonded 
together with pressure and adhes- 
ives and the center is bonded to the 
plastic coating to keep it from pull- 
ing out. White Oak line is flexible, 
easy to tie and the knots won’t slip. 





Clear white, the line can be cleaned 
with a damp cloth. Shuford Mills, 
Inc., Hickory, N. C. 





Electric Water Softener 


Triple purpose automatic elec- 
tric water softener, model SA, may 
be regenerated at any time. A single 
filling of the salt storage tank lasts 
for 12 regenerations. Water soft- 
ener is equipped with a sealed elec- 
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Green Thumb 
garden gloves 


Again your best 
sellers this spring 





Sell on sight to women, 
as proved by last season’s record sales 


Actual green thumbs on smartly styled gloves of chamois-colored fabric, 
vinyl-impregnated to repel all dirt and wear several times longer than 
good canvas gloves. Washable, practical, economical—for gardening, 
dusting, painting, etc. 


Nationally advertised in Better Homes & Gardens, Sunset. Each pair 

tacked together with attractive informative selling tag and packaged in 

pliofilm display envelope. Looks like a $1 item but fair-traded @ 89c 
for volume sales at full profit. 4 


Dealers: Your distributor can supply you with 
Green Thumb* Gloves — or send us 25c for sample 
pair. Prices and list of sales helps sent on request. 


Edmont Mfg. Co., 523 Orange St., Coshocton, Ohio 






FREE — Self-Service Selling 
Display with Every Dozen Gloves 


Smart colors, smart appeal, on 
highest quality white coated 
box. Keeps stock orderly and 
compact, yet easy for customers 
to try on and buy. 


ws an * United States TM Registration No. 
GREEN THUMB 412529, owned by Edmont Mfg. Co. 








Youll find these Hanovman 


POWER 








WHAT’S NEW 





tric power unit. Both the valve 
and sealed electric power unit are 
replaceable as a single complete 


among your mosteffective unit. The softening agent is Super 





SALE: 


Stanley has expanded your sales possibilities again 
— by developing their Handyman line of electric 
tools for the home market. Advanced in engineer- 
ing design, light in weight, superior in construction 

. - Stanley Handyman Electric Tools are indus- 
trial tool quality at home workshop price. Backed 
by consumer advertising, the 
Stanley line will be among your 
“hottest” spring and summer 
items ... the power tools your 
customers will ask for by name. 
Check the Stanley products be- 
low for quality, for features, 
for performance. 







VERSATILE % H.P. ROUTER— No, 040 - $47.70 


This 6” saw is a high speed, low maintenance favor- 
ite. Has helical gears and full ball and roller bear- 
ings throughout. Safe, practical. Only 10 pounds. 
A.C. or D.C. Built for maximum service and a 
minimum of upkeep. 


6" “SAFETY SAW — No. 065 — $62.50 


6 pounds of the very utmost in versatility. Performs 
in minutes jobs which require hours when working 
with hand tools. For grooving, rabbet and dado 
joints, templet work and other woodworking opera- 
tions. Works from home light socket. 


Every small builder or woodworking hobbyist will 
want this power plane. Makes short work of trim 
and fit jobs of all sorts . ... screens, storm sash, 
doors, cabinets, bookcase shelves. Can also be used 
as router. Weight 7 pounds. 





+ err omnes naemmgmenctmeshatacy. 


| MANY-PURPOSE DRILL KIT~ ~ No. 020 ~ $32.00 


The perfect answer to so many jobs around the 
house or workshop. Ideal for sanding, grinding, 
buffing, polishing, drilling. Includes handsome 
carrying case and 17 different attachments. 


Learn how you can be the Stanley repre- 
sentative in your vicinity whom customers 
will seek out. For details, write Stanley 
Electric Tools, 408 Myrtle Street, New 
Britain, Conn. 


[| STANLEY |] 


Reg. U.S. Pat. Off. 
HARDWARE + TOOLS + ELECTRIC TOOLS ° STEEL STRAPPING ° STEEL 
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ModerneX, a permanent Styrene 
bead type zeolite stable in acid of 
alkaline waters and unaffected by 
sulphur or chlorine waters. Modern 
Water Equipment Co., West Chi- 
cago, Ill. 


Pushbutton Electric Range 


Hotpoint medium priced electric 
range with lighted pushbutton 
controls, model RC-16. Control 
panel is not obstructed by cooking 
utensils on surface units. Range 
features a single oven and a fluo- 
rescent light illuminating the four 
surface units. Time measure is ac- 
| curate down to second for periods 
up to 12 minutes. Can be set for 
periods up to 60 minutes. RC-16 
has chromium broiler grids, timed 
electric outlets, and larger oven. 
Hotpoint, Inc., 5600 W. Taylor St., 
Chicago 44, IIl. 


Power Mowers 


Power lawn mover model T-15, 
| illustrated, has a 21 in. cutting 
width, and a 1% hp. engine. Model 
R-15 has an 18 in. cutting width, 
and a 1 hp. engine. T-15 is equipped 
with a rewind starter and tool box 
as standard equipment. All the 
mowers in the new 1951 line have 
five extra wide full tempered blades 


18, e R.P.M. PORTABLE PLANE ~ No. 03 ~ $61.00 with the cutting cylinder designed 


to throw the clippings away from 
the chain drive. The cutting units 
feature fingertip controls, wide run- 
ning speed range, sectional rollers 
and ball bearing clutch. Pennsyl- 
vania Lawn Mower Division, Amer- 
ican Chain & Cable Co., Inc., Cam- 
den, N. J. 
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Electric Alarm l 


Electric alarm clock, Kitty-Belle, | 
features an ivory plastic case mea- 
suring 4 in. wide, 3°4 in. high with 














a 3 in. dial. The clock is equipped | 
with the Tru-Bel alarm. Retails | 
for $4.50 plus tax and with lumi- | 
nous hands and numerals for $5.50. | 
Sessions Clock Co., Forestville, | 
Conn. | 


Fish Creel 

Refrigerated fish creel employs | 
the evaporation refrigerating proc- 
ess featured in the flax water bag. 
The unit is lined with vinyl] plastic 


to keep the inside dry. To make the SUN RAY STEEL WOOL 


inside cool one dips the creel in the | 
stream. A vinyl plastic apron is | L/” , 
attached to the backside to protect | 
clothing. Shoulder strap is adjus- 
} 


SELLS FOR YOU! 


The superior quality steel wool in every Sun Ray 
product is made possible by skillful manufacturing 
methods, vigilant inspection, utmost care and ac- 
curacy in grading and packaging operations. Ex- 
perienced craftsmen everywhere demand Sun Ray 
quality as a safeguard against imperfect work! 





LAYER-BUILT PADS Big, cushiony, work- 
manlike tools for cleaning, rubbing, pol- 
ishing, and smoothing. 





JEX HOUSEHOLD PADS Economical, sani- 
tary, full-bodied pads for cleaning, scouring, 
and polishing pots, pans and kitchenware. 


table and there are provisions for 
a waist strap. Hirsch-Weis Canvas 
Products Co., Portland, Ore. 





BULK POUND TUBES The homemaker’s 


Folding Step Stool and professional worker's economy buy for 
home, shop and general industrial use. 





Folding step stool, the Stowaway, 
features automatic opening and SELL SATISFACTION . . . SELL SUN RAY STEEL WOOL 
closing with one hand and a safety 
lock when open. Made of North- 


west woods, the stool has wide UY 
. : STEEL W L PRODUCTS MANUF Y 
Safety-Tred steps. The steps are b Wee STEED © 


reinforced with steel angle braces } 
a THE WILLIAMS COMPANY 


and tie-rods. in red, 
green, yellow or natural blond syn- 215 W. FIRST ST., LONDON, OHIO, U.S.A, 
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BURNS 


SERRATED EDGE. 


GRASS 
SHEARS 





NEVER NEED SHARPENING— Made 
with the famous Burns Serrated Edge 
that cuts quick and clean for years 
without sharpening. 
FEATHERWEIGHT—Aluminum handles 
give ample strength with unbelievable 
lightness . . . only 9! 02.! Also avail- 
able with malleable handles. 

WON’ T TIRE ARM—Scientifically de- 
signed handles fit hand perfectly, com- 
bine with lightweight and quick cutting 
for unusual ease of use. 

CUTLERY STEEL BLADES—Tempered 
and ground for long life and efficient 
cutting. 

NOW WITH LATCH—Simple, sofe 
handle latch keeps shears closed when 
not in use, doesn’t affect action. 


APRIL 1 DATING 
ON SHIPMENTS NOW 


BURNS Mfg. Co., Syracuse, N.Y. 
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thetic enamel finish. Howard Mfg. 
Co. of California, 2428 E. 56th St., 
Los Angeles, Cal. 


Gas Range 

Gas range bearing the trade 
marks Acorn and Oriole, model 
5012, has a divided top, 36 in. wide 
with two giant and two standard 
simmer-control non-clog burners. 
The range features a banquet size 
oven and a roll-out broiler drawer. 








Also an automatic top burner light- 
er and oven control. The range is 
equipped with a large storage com- 
partment divided into two sections. 
Front, top and sides are finished in 
titanium porcelain enamel. Retail: 
$173.50. Perfection Stove Co., 7609 
Platt Ave., Cleveland 4, Ohio. 





Black Paint 


An acid and alkali resisting black 
paint, Chem-Rem, chemical remedy, 
has been improved by the addition 
of silicone. This addition points 


up the paint luster and provides 
smoother coverage with greater 
acid resistance. Chem-Rem is suit- 
able for both interior and exterior 
use on metal, masonry or wood. 
Chem-Rem can be applied by brush, 
spray or dip methods. Its finish 
dries to the touch in one hour and 
sets in three. It is intended as a 








finish coat and will bleed through 
other paints. Speco, Inc., Cleve- 
land, Ohio. 





Two-Speed Washer 


Two - speed Universal washing 
machine permits controlled speed 
washing. The control panel with 
Speedselector permits selection of 
the two speeds, features Time-A- 
Matic timer and Safe-T-Switch. 
Model WM 2701 is equipped with 
the Lovell wringer with Control-O- 
Roll feature that pullstops control 
of both wringer rolls. Landers, 
Frary & Clark, New Britain, Conn. 
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Exclusive HOWALD-PROCESS FIBER GLASS #75 ACTION 
WONDERODS Now Priced as Low as 


Now ALL your customers can enjoy the 
thrill of owning a genuine Shakespeare 
WONDEROD-—at these new low prices! Start- 
ing at a budget-low $9.75 are 4 series of bait 
casting Wonderods with famous 1-2-3 Zone 
Action. (1) Fast tip action for bullet-like 
casts; (2) Power to set the hook; (3) Accu- 
racy made easy as pointing a finger, with 
Tru-Aim double offset handles. New low 


Z. 


Shakespeare Gives You 3 Big Reasons 


SUUSRMUNG SAUBS 


41ST 


prices, too, on fly fishing, spinning and salt 
water WONDERODS, all Howald-Process 
built with hundreds of thousands of parallel 
glass fibers strung under tension and double 
bonded. Know Wonderods by their color. 


AMBFR—Standard Series, 
$12.50 to $19.00 


WHITE—De Luxe & Super 
De Luxe Series, $18.50 to 
$27.00 


SEA GREEN—Special Series, $9.75 and $11.25 


Revolutionary New DIRECT DRIVE REELS With 


(¥ex7 (Lighter, Quieter, Tougher) NYLON Gears 


Here is an amazing new reel! A 3-year test, 
under severest conditions, in fresh and salt 
water, has proved it the finest reel ever for 
long, easy casting, for ruggedness, smooth- 
ness and downright dollar value. It will be 
your greatest sales sensation of the year. 
Proved and powerful selling points, that will 
be hammered home to millions of anglers, are: 
LIGHTER—Nylon gears weigh only a third 
as much as metal; QUIETER—Nylon absorbs 
sound, metal conducts sound; TOUGHER— 
Nylon gears outwear metal by far, in scien- 

tific laboratory tests. DIRECT DRIVE 





construction—2 
Nylon gears do the 
work of the usual 
four; and DIRECT f 
DRIVE construction 
gives you the greatest 
sturdiness ever built 
into reels! 

Model 1926—100 Yd. Sporty, fast lightweight alumi- 
num. $12.00 

Model 1924—100 Yd. Husky, chrome-plated for fresh 
or salt water. $12.00 , 


No.1973-D Sportcast (not illustrated) With Nylon Gears 
and Carboloy Bushings! $16.50 


le New Shakespeare WEXFORD “Invisible” WONDER LINE 


Now you can offer your customers Wexford 


».«Wears Up to 3 Times Longer than 10 Other Leading Lines* 


“Invisible” as well as regular black Wexford 
Wonder Line. This new camouflaged line, a 
blend of two tones of neutral gray, has ex- 
tremely low visibility. And it has all the 
other selling features of Wexford regular 





black Wonder Line: 


1. Stands up under hardest wear! 
2. It's FIRST in flexibility! 


tackle items and parts. 
*According to U. S. Testing Company Report. 


SG 


RODS + REELS 
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3. It will not waterlog! 
4, Plus a BONUS of extra STRENGTH! 
5. Packed in new plastic boxes, useful for bugs, baits, flies, dozens of small 


LINES + BAITS 


MAIL COUPON... 


TOOAY { 








For— 235 






ZONE 


2. 








3. 
ACCURACY 
ZONE 














iH t 
§ Shakespeare Company ' 
8) Dept. HA-2, Kalamazoo 2, Michigan ry 
; Rush new Shakespeare trade catalog and FREE cutaway ; 
y sample showing Wonderod construction to: i 
t t 
l Name . 
| | 
8 Address i 
i i 
t ‘ £ 
i City Continesicinapaaeaiibaiam abel State ' 
L wsaaeaeaaeanan2eaeanoonunoaananaeoaonnoaud 

127 








ears HEN 
it soid rie WHAT'S NEW 






AUTOMATIC 
CHUCK 


NO. 422 
POWER VISE STAND 


Buy the pipe machine that pays for itself 
in the LEAST time—buy the Oster No. 422 
POWER VISE STAND. Its EXCLUSIVE ‘’Auto- 
Grip” Front Chuck automatically grips any 
kind of pipe. This machine is now the 
FASTEST of its kind for chucking, threading, 
cutting and reaming pipe by power-using 
your own hand tools. Range '%” to 2” 
pipe up to 8” with drive shaft. WR/TE 
FOR CATALOG NO. 422. 


THE OSTER MFG. COMPANY 


2028 East 61st Street © Cleveland 3, Ohio 


FIRST WITH THE BEST 
IN THREADING MACHINES 
SINCE 1893 


| Everett, Mass. 











Room Deodorant 


Aerosol type room deodorant, 


Fleet Air Refresher operates on the | 


principle that a fine mist of non- 
harmful, lightly scented chemical 
particles absorb and neutralize the 
tiny odor bearing particles. This 
product contains Valium, a new 
odor absorbent. It is safe to use 
near food and will not stain walls, 
rugs, furniture or clothes. The de- 
odorant is packed in a hermetically 
sealed container with a red plastic 
cap, six to a display box. Bostwick 
Laboratories Inc., 706 Bostwick 
Ave., Bridgeport 5, Conn. 


Brick Trowels 

Brades English brick trowel is 
again available in this country. The 
tool is available in 11 and 12 in. 
lengths at $3.50 and 13 in. at $4. 
each. Goldblatt Tool Co., 1920 Wal- 
nut St., Kansas City 8, Mo. 


Car-Top Luggage Carrier 


Car-top luggage carrier meas- | 


ures, open, 40 x 36 x 4 in. high. 
The Sky Rack fastens to the top 
of the car with four bolts. Made 
of heavy gage steel sides with spe- 


cially formed steel channels. The | 


corners anchor to the car with four 
large suction cups and four web 
straps and gutter clamps. The 
Market Forge Co., 30 Garvey St., 





No. C-1458 | 
Chrome plated. 
With square 
nuts. For 
later model 













PLATE 
FASTENERS 





No. 012558 
Rust-proof. 
With wing 
nuts, For 
older 
model 
cars 





Aft your 
favorite jobber 
or write direct 


Sharon GM and Seta Co 





BOSTON 10, MASS. 




























SHARON HAS SHIPPED ITS 








SALES INTO PROFITS 


S Ad 
Shavow Eotl an L Sore! Lo. 
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BOSTON 10, MASS. 
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Faster! 


America’s Most Wanted Fence Tool 
Farmers & Ranchers Will Use No Other! 


Here's the greatest fence tool of them alll 
Thousands of farmers and ranchers say once they 
have tried the Golden Rod they'll have no other. 
Users insist it is the greatest tool of its kind 
... Dealers say they have handled many gadgets 
for stretching wire, but now they'll handle only 
Golden Rod — it's the only one farmers will have! 





NATIONALLY 
ADVERTISED 


Farm Journal 
Hoard’s Dairyman 
The Cattleman 
Western Live Stock 
& The Westerner 
Kansas Farmer 
Western Farm Life 
Ohio Farmer 
Nebraska Farmer 
Wallace's Farmer 
Prairie Farmer 
Dakota Farmer 
The Farmer 


Many letters from farmers tell us they can't 
get Golden Rod locally, but they won't take a 
substitute. Make sure YOU have a good supply. 


Order through your jobber. RETAILS FOR ONLY $6-50 


DUTTON-LAINSON CO. 


Dept. 54—Hastings, Nebr. 





Dors ALL FENCE JOBS 
IN 4 THE TIME! 


Does the most difficult fence 


work so much Easier, Better, 
It's powerful. Easy to 
Mechanical ‘dogs’ 


operate. 
on strong hooks grip any 
kind of wire securely 
—never slip. Far bet- 











ter than any other 
for jobs like these 
shown here. Also 
has many uses be- 
sides fence work. 
Built of finest ma- 
terials. Main bar is 
1%" wide, — full 
V4"" thick. Ratchet 
action is full 24 
inches. 


Raising 
Wire 
Drawing 
Wire 
Down 
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NEW PUSH BROOMS 
MAKE 
ALL OTHERS OBSOLETE 


CALAN 
ld AN 


MODGLIN PERMA-PUSH 
No. 800 Series 


Heavy duty garage broom of unbelievable 
durability and sweeping qualities. Amber 
Permene plastic bristles wear “‘like iron” 
and retain their spring action for the life 
of the broom. Available in 14, 18 and 24 
inch widths. 


W.N. Modglin 


Three years ago our Industrial 
Products Division started a research 
project...to develop a new type of 
pushbroom with synthetic fibres 
which would be free from all defects 
of ordinary pushbrooms. Our effort 
has been successful. These Modglin 
Perma-push brooms are unques- 
tionably the most efficient and = ee 
long-wearin ushbrooms ever PATTTTTTTTTTTT TITTY 
ae They ie dae better sweep- (1A NAMEN 
MODGLIN PERMA-PUSH 

No. 900 Series 


For office and general use. Three sizes (14 
in., 18 in. and 24 in.) are available to meet 
all maintenance requirements. Bristles are 
rgolden-amber colored long-wearing Per- 
mene fibre. Will sweep effectively long 
after old style pushbrooms are completely 
worn out. 





ing performance and greater main- 
tenance economy than you have 
ever known. 
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MODGLIN PERMA-PUSH 
No. 1024 








Splicing 


For extra heavy duty industrial and street 
use. Works equally well on concrete, as- 
phalt, brick, stone and macadam. Resistant 
to acids, alkalis, petroleum. Will notabsorb 
water. Never becomes soggy, water- ‘logged 
or matted. Retains “flicking action” at all 
times. Comes in 14 in., 16in., 24 in. widths. 
MR. 
HARDWARE DEALER 
le 
: arn whot these revolutionary 
€w Modglin prod 
t ucts can do 
© Pay you faster lar 
fr ger profits 
om smaller loo 
f ’ space. Write 
Or details inciuding catal 
sheets. alogue 
MODGLIN CO., INC. 
Los Angeles 65 - New York 1 
Chicago 9 + New Orleans 13 
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V-3 has | 
TO HELP YOU SELL justable’t 
aceite Chicago, 
Established 1905 //Y 

Ironing Board Pad Set Refrige 
th iva ag ; é an Cover Girl special weave cloth Fragio? 
ironing cover set consists of a cot- nd full 
\ Renee va ra ton blossom pad. This makes an adjustabl 

absorbent ironing pad and a spe- , 
Gas SPACE HEATERS cially woven and treated cover. era PT 
\—, Mtlite 


This name assures quality 


workmanship at a moderate price 
8 fully vented heaters 
15,000 BTU to 85,000 BTU 


20 unvented heaters 
10,000 BTU to 50,000 BTU 


AGA Approved 


for natural, liquified 











































and manufactured gases freezers — 
crisper 
Write your jobber shown héz 
or direct for i 
complete illustrated xe edeargge 
catalog ; ; ; venient s 
: This cover will not bunch, slip or accessibil 
MARTIN STAMPING & STOVE ‘He Huntsville, Ala. wrinkle. The cloth is resistant to tured in 
. dirt, stain, and soiling. Howard Lindemat 
oats Mfg. Co., Kent, Wash. waukee, 
REEVE DISPLAY EQUIPMENT Mi 
Sells MORE for YOU Washing Machines cron 
Scientific design, pre- Two new wringer type washing ; Micron 
cision construction, machines feature rocket styling ose 
and top-quality ma- and one-piece skirts and legs made empioyin; 
Shure Se /] terials. . . backed 8 ee mac’ vila, each 
REEVE TRADE MARK by BLAIR’S seventy of molded fiberglas. A third fea Sad thal 
CARD HOLDERS years’ experience... ture is a loadmaster control panel Suitabl 
make this the out- mounted on the skirt front. Both i able 
es d V-4 and V-3 have nine lb. capacity. ook nut 
Cards slide smoothly into aoe Model V-4 is equipped with a mir- any readi 
Homestead \\ field. nage Te ‘ losed j ble have 
sane .« ene fully enctened acle touch wringer, enclosed in a cs 
. , streamlined housing of die-cast alu- _- F,. 
with no trimming of cor- minum and has fingertip controls. stamped ¢ 
packed it 
ners... Curved edges — micromet 
heavy rims — smooth cor- ranges f 
: metric. 
ners, joints and rivets — Mine ons Athol, M: 
sparkling chrome finish. > ees 
Series 7194 
Complete description of  geary Round 
Both types in 
vorious sizes, 


types and sizes in our i 
horizontal 
ond vertical. 


NEW CATALOG 


LE 


AD 








Send for it today! Hundreds of new 
improved items from ticket hold- 





ers to large island display units. 






REEVE COMPANY 


‘Serving America’s Retailers since 1913” 


2220S. Grand Ave.,Los Angeles 7, Calif 
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LAWN MOWERS 
BLAIR MANUFACTURING CO. 


Telephone 2-7449 
SPRINGFIELD 7, MASSACHUSETTS 











HARDWARE AGE, FEBRUARY 8, 1951 








(Resun 


HARDWA 







































; ; AMERICA’S FAVORITE LINE OF 
V-3 has a Lovell wringer with ad- | 


justable'tension control. Thor Corp., | e 
Chicago, Il. 


“7 OUTDOOR COOKING EQUIPMENT 


| 
| 
em 
L & H 1951 refrigerator line fea- | AWHIDE THONGS « BRANDED WOOD HANDLES « ALSO GRIDIRONS, BROILERS 
| 
| 


' Refrigerators 
Bipate tures full length cold compartments 


and full length doors; 13 position 































































ces an - 
a spe adjustable shelves across the top 
cover. 
| 
| 
? 
i 
freezers and full width chiller and | 
is wers. : ° 
a ne. See see EOD rera® See Your Jobber’s Salesman! 
shown has door shelves as regular : 
equipment. New hardware, con- : 
venient shelf arrangement and easy 1951 H 
slip or accessibility to contents are fea- THE WASHBURN COMPANY i 
ant to tured in all models. The A. J. WORCESTER, MASS. + ROCKFORD, ILL. : 
oward Lindemann & Hoverson Co., Mil- 
waukee, Wis. 
r ———-AN ARTMOORE PRODUCT——~— 
ened | ORIGINAL TRIPOD DRYER 
ashing Micrometer can be used for mea- 
‘tyling surements from 6 in. to 12 in. by STILL THE SALES LEADER j 
. made employing interchangeable six an- } 
d fea- vils, each marked to show capacity 

panel and fitted with an adjusting collar. 

Both Suitable wrenches are included. A \ 
nacity. lock nut maintains the setting of | 
. mir- any reading. The sleeve and thim- 
in os ble have a no-glare satin chrome 
st alu- finish. Decimal equivalents are 
atrols stamped on the thimble. The set is 

packed in a wood case. No. 224 
micrometers are available in other 
ranges from 0 to 24 in., and in 
. metric. The L. S. Starrett Co.., 
Athol, Mass. 
4 
FAMOUS ARTMOORE 
COLLAPSIBLE TRIPOD 
|| CLOTHES DRYER has 
everything you and 
Household Scale mode! 1308 || your customers want: 
1 
| NEW — MODERN — BEAUTIFUL pepe Aa fn ay 
A Scale that Appeals to Women rustproof feet for in- 
: : . : . between washings, dia- 
| Every housewife will be delighted with this smart eave, Renestel Gaemend~dleene comatehehe 
| mew scale. Body made of styron plastic in red, to only a few inches of space! Lightweight 
| yellow, and white; colors that fit the modern —all select hardwood, weighs only 5 Ibs.! 
streamlined kitchen. Platform stainless steel. And it's priced right—retails at only $2.95. 
Capacity 8 Ibs. by 2 ounces. Special dial j Higher —_ of Rockies 
graduations measures shortening by cups. Kilo See your jobber or write 
| graduations for continental cooking recipes. 
Order from your jobber ARTMOORE co. 
HANSON SCALE CO., CHICAGO 22, ILL. | Dept. A-21, 1319 North 3rd Street 
(Resume reading on page 13) Makers of bouschold scales since 1888 Milwaukee 12, Wisesnsin 
, 1951 
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.--day-in, day-out dependability 
for the dealer and his customers 


You can always depend on a GREENLEE 22. 
For each of these fine Solid-Center Auger 


Y 


LM 


Y 


LMU, 





Bits is given special care by craftsmen 
through every step of manufacture. 
Each is Induction Heat-treated so it 
will take and hold uniformly sharp 
cutting edges. And each is 
Plastic-Sealed with a heavy 
protective coating to 
assure its reaching you 

and the user ‘‘factory perfect’. 


SOLID-CENTER AUGER BITS 


TOOLS FOR CRAFTSMEN 


aw 


STOCKED BY LEADING WHOLESALERS 


FAST SELLERS IN THE GREENLEE HIGH-QUALITY LINE 


Auger Bits Expansive Bits e Socket Butt Chisels e Socket Firmer Chisels e Car Bits e Razor Blade 
Draw Knives e Automatic Push Drills e Spiral Screw Drivers e Bit Extensions Bell Hangers’ Drills « 
Turning Tools e For complete Information on these and other fine GREENLEE Tools, write today to 
Greenlee Tool Co., Division of Greenlee Bros, & Co., 1802 Herbert Avenve, Rockford, Iillinols, U.S.A. 





132 






















| 





HARDWARE AGE, FEBRUARY 8, 1951 








70 HELP YOU SELL 


| New Displays and Other 
Dealer Sales Helps 





(Continued from page 13) 


so that it has a proven color value. 
The chalk will not cake or harden 
in average use. The product is a 
companion item and automatic filler 
for the all-metal self-chalking chalk 
line box. Four colors are available. 
The new containers retail for 10 
cts. each. Strait - Line - Products, 
Costa Mesa, Cal. 


F Tool Display Pieces 


A new package of five jumbo 
background display pieces in six 
silk screened colors, is available to 
Delta homecraft power tool dealers. 
The set includes three cut-out dis- 
plays with easels, as_ illustrated, 
and two oversize posters, 8 x 3 ft. 


ae 


wamecuaey \ 
F8Wer Fro, 
7 
a 


sais 





eo On. 


ia th. f 


The two end wings of each of the 
posters can be cut off and used 
separately as additional displays. 
Cost to dealer, $10. Bulletin 634 
provides complete details. Delta 
Power Tool Division, Rockwell Mfg. 
Co., Milwaukee 1, Wis. 





Grinder Literature 


Bulletins 1010, 1020 and 1030 de- 
scribe and illustrate the complete 
line of tool-line bench and pedestal 
grinders and grinder-buffers. Com- 
plete descriptions and information 


| on performance, construction and 


accessories are included. The 
Brown-Brockmeyer Co., Dayton 1, 
Ohio. 





Insert Bit Holder Folder 


A descriptive illustrated folder 
with price list reporting on the re- 
designed Hy-Pro Phillips insert bit 
holder. Continental Screw Co., New 
3edford, Mass. 
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Water 
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four rea 
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Transparent Finish Display | 


Free to the dealers of Plasti-Kote SIMPLE ANSWER T0 THIS Fis em 

















her with the purchase of 24 cans of 
Plasti-Kote self-spray enamels and 
18 magic trigger spray heads, is a 
3) 
value. 
harden 
t is a 
ie filler 
r chalk 
iilable. 
for 10 
oducts, KS 
TY agve 
on a ) 
jumbo ame 
in six , , * Df — a 
ble to metal display rack with a pocket Ot rh mre, 
ealers. for sales folders. The enamels Bo es f La, 2 
it dis- come in a special color assortment =s e ama ——{} 
rated, and retail at $1.59. The trigger , 
3 ft. heads, interchangeable on any of 


the self-spray products, retail . at 
29 cts. each. Plasti-Kote, Inc., 425 
Lakeside Ave., N.W., Cleveland 3, 
Ohio. 


Order Quality Buffalo Bolts in 


SNUROY 


HANDY-PACK BOLT CARTONS 





Water Bag Display 


Water bag steel display stand for 
outdoor display to accommodate 
four ready-to-use filled bags in ad- 
dition to the two one dozen self- 
display cartons. All the water bags 
are packed in lithographed display 











@Jobbers and retailers are both 
singing the praises of Handy-Pack 
...-the super-rugged bolt carton. 
No more spilling, mixing and 
sorting of bolts. Next time order 
Buffalo Bolts...get the best in 
bolts...in the world’s best cartons. 

















30 de- 
iplete ge 
lestal . : oe ’ pe a ee 
Com- | HANDY-PACK @ Same price as ‘ordinary’ bolts in ‘ordinary’ cartons. 
ation | @ Same carton quantities as alway s, same method of ordering. 
and cartons for counter and shelf dis- | FEATURES @ Cartons are re-shippable without tying or wrapping. 

The Play. Hirsch-Weis Canvas Prod- | @ Covers make durable open drawers for bolt cabinets. 
on 1, ucts Co., 1185 Southwest Yamhill | @ Can be ordered in carload or less-than-carload lots. 

St., Portland 5, Ore. 
Write for circular on quantities and weights of Handy-Pack Cartons. 
e . | 

d Fishing Tackle Catalog BUFFALO BOLT COMPANY 
older Shakespeare 1951 fishing tackle | Division of Buffalo-Eclipse Corporation 
le re- catalog is printed in rotogravure | North Tonawanda, N. Y. 
rt bit with four color cover and inserts. Sales Offices in Principal Cities. Export Sales Office: 
New Available is both an Angler Edi- | Buffalo International Corp., 50 Church Street, New York City 


tion and a Trade Edition with the | propucers oF ciRCLE @ PRODUCTS — BOLTS » NUTS + RIVETS AND SPECIAL FASTENERS 
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#55 “’FIVE-IN-ONE”’ 
SCREWDRIVER SET 


\, 


REGULAR RETAIL $1.40 seT 


HARDWARE WEEK $ { 


SPECIAL eee SET 


RETAIL 


Set consists of: 
Handy Plastic Roll Kit; strong chuck to 
take 5 sizes: Recessed #1; Recessed #2; 
Midget; Cabinet; All Purpose. 


DEALER'S COST: $8.80 DOZEN SETS 


®@¢@@eee?e¢6ee8 6 


And in both these 

sets you'll find all those 

unusual Fuller quality features: 
UNBREAKABLE AMBER HANDLES 
TEMPERED HARDENED BLADES. 


Merchandise your customers like — 


and you'll reorder! 






JOBBERS: write 


FULLER TOOL CO., INC. 905 FAILE ST., NEW YORK 59 


World’s Largest Producers of 
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wide-margin catalog sheets. 


+875 SCREWDRIVER SET 


REGULAR RETAIL 95¢ set 


"SPECIAL... D9 


Set consists of: SET RETAIL 
1 #810 Cabinet 4”; 1 #802 All Purpose 
5”; 1 #802/2 Recessed Pt. #2. Each set 
bound together with attractive colorful tape. 


DEALER'S COST: $6.32 DOZEN SETS 


'* 




















Vilé 


Ask your wholesaler’s sal 
about these FULLER specials. 





today for 


Unbreakable Amber Handle Tools 














TO HELP YOU SELL | 





same format; the difference being 
seven pages of editorial features in 
the former in favor of seven pages 
of trade data for the tackle dealer. 
Copies upon request. Shakespeare 
Co., Box 10, Kalamazoo 2, Mich. 





Oxco Spring Promotion 


Spring house cleaning theme is 
basic in the Oxco promotion plan. 
Dealers are offered window stream- 
ers, easel-type display cards, and 
newspaper mats, without charge, to 





tie-in with the national advertising 
campaign. The display card mea: 
sures 18 x 7% in. Ox Fibre Brusl 
Co., Frederick, Md. 





Fluorescent Catalog 


This catalog No. 47 covers the 
complete line of Guth commercial, 
industrial, fluorescent and germici- 
dal lighting equipment in a con- 
densed easy to refer to form. The 
Edwin F. Guth Co., St. Louis 3, 
Mo. 


Sling Chain Bulletin 


Sterling wrought iron sling 
chains are described in a new bulle- 
tin, SC-48. The content includes 
sling chain safety rules and full de- 
tails on chain inspection, use and 
care. Single and double sling chain 
specifications are presented in tab- 
ular form. The Cleveland Chain & 
Mfg. Co., Cleveland 5, Ohio. 





Financial Bulletin 


A method to secure accurate 
financial statements quickly is de- 
scribed in bulletin TM 758. Illus- 
trated in the builetin is a step-by- 
step story of how Remington Rand 
punched card accounting systems 
provide management data. Rem- 
ington Rand, Inc., 315 Fourth Ave., 
New York City 10. 
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Sabet: 
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atures in 
en pages 
le dealer. 
kespeare 
Mich. 


on 
theme is 
on plan. 
stream- 
rds, and , ices sith 
large, to | Modular Cutlery Display 
Cutlery modular display unit 
consists of 11 basic units, first ex- 
hibited at the Housewares Show. 
Various combinations of the com- 
ponent display units may be em- 
ployed to form island displays or 
to make up cutlery bars of most any 
size or combination. Basic unit has 
a perforated masonite base as a 
background with a flecked finish 
simulating velour and a color that 
would best show off the quality of 
chromium. This unit A can be used 
ee with or without glass covered top. 
ertising A brochure giving complete de- 
‘d mea: tails and showing other combina- 
Brus) | tions of the units is available. 
Union Cutlery Co., Olean, N. Y. 


CS ie a ee 








bP RS 







































ors the | Knife Display Unit 
nercial, Pocket knife display unit is of- 
ermici- fered with each dozen Jackmaster 
> . . rts together. 
a con- delu ket knives. Each displ ade to hold pa 
1. The is at 2 Seamed ~sevad ovis Threaded Fasteners ‘he oe they hold. When you buy 
ouis 3, mounted on a limed oak wood base. The better they a ad h HOLDING POWER—vnexcelled 
Clear plastic display window has | TRIPLEX, you ye ign century. 
an insert panel containing 12 for over a quarte ’ ” diameter and to 6” long 
knives, six of which show through Cap Screws 4" to e- pancnr and to 60” long . 
the window. JM 88 assortment, Machine Bolts 4" to Ye aumeee and to 60” long 
sling illustrated, includes 12 large size Carriage Bolts % » v hee and to 6” long 
; bulle- jack knives with shields and novel Stove Bolts 6 se A ” caematie and to 4” long 
cludes slant bolsters. All assortments come Set Screws 4 to i diameter and to 6” long * 
‘ull de- with assorted celluloid handles. Im- Step Bolts ‘4 — “ ” diameter and to 6” long 
se and perial Knife Co., 14 Blount St., Plow Bolts “% 7 % : - ter and up to 20” long 
r chain Providence, R. I. Lag Bolts 4 ™ to a om Ya" 
in tab- Semi-finished Nuts 4" uP oy V4” 
hain & Castellated Nuts %" up to 1A 
rt 
Write today for Catalog or Wall Cha 
LEX SCREW Company 
curate “The TR i Cleveland 5, Ohio 
ig i 5317 Grant Avenue ° e 
I]lus- for 
ep-by- 
Rand GOUGHNESS 
ystems ‘ 
Rem- | - BOLTS, NUTS AND RIVETS 
) Ave., 
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Sersight 


KESTER METAL MENDER 


The handy size of acid-core solder 





that is in such demand for household 


use. This fast seller is packed 











in a new eye catching counter 
= . 
‘A display carton. Your customers 


t=! will grab for this item. 
ot YW Also available in the 


handy size is Kester Radio 


~ Solder (Plastic Rosin- 
Core Solder). 


METAL MENDER 


FREE OFFER 
Send for your free ' seedy ‘gciD CORE 


supply of Kester’s MADE FROM TIN AND LEAD 
DER- , 


big new soldering 
booklet, “Soldering 
Simplified.” 


E 
KESTER . _ Ke ME oe 
at OER Sau 


purpose SOLE 


KESTER 


SOLDER 


g—1000 USES 





rue Ail 


KESTER SOLDER COMPANY 
4207 Wrightwood Avenue, Chicago 39, Illinois » Newark, New Jersey * Brantford, Canada . 
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Cutlery Display Case 


Cutlery combination counter dis- 
play and storage case. Each item 
of Ka-bar cutlery is identified by 
number and a description of its 
use and price. Directly below the 
item in a storage bin of the same 
number, the stock of the item is 
kept. By changing the copy, this 
cabinet lends itself to either stain- 
less cutlery and utensils or carbon 
chrome cutlery and stainless uten- 
sils. Oak cabinet with blue and 
yellow background measures 40 x 
20 in. Union Cutlery Co., Olean, 
N. ¥. | 


{ 


Paint Remover Display 
Paint and varnish remover coun- 

ter display 12 x 19 in. for the eight 

0z. size can. The one-piece display 





is printed in yellow and black. The 
E'x-Kolor Co., Inc., Danbury, Conn. 





Cooker Film 


Food for Thought, a 22-min., 16 
mm. film in color, describes the ad- 
vantages of the Presto pressure 
cooker. Spring Byington, as a 
harassed housewife, demonstrates 
the technical points of pressure 
cooking, as well as showing the 
food, nutrition, and time economy 
of pressure cookers compared with 
other methods of cooking. The film 
is available without cost for group 
or club showings through Associa- 
tion Films, 35 W.,45th St., N. Y. C. 
National Pressure Cooker Co., Eau 
Claire, Wis. 
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Trump garden tool display unit, 
free to dealers, consists of a molded 
base into which is placed a cultiva- 
tor, transplanter, trowel, weed cut- 
e ter and fork. A three-color card, 
part of the base, point up the en- 


ELL Garden Tool Display | & 





nter dis- . ‘ : 2 2 
_ sees tire unit. Unit occupies a 9 x 5 in. 
ified by counter space. Animal Trap Co. of 
—" ite America, Lititz, Pa. 

plow the 


he same | Aluminum Furniture Catalog 
item is 
py, this 
2r stain- 
* carbon 


A catalog illustrating the com- 
plete line of Aluminum Furniture 
for Modern Living. Printed in 
aluminum and blue the four page 





ss uten- 3 : é 
Due and folder provides complete informa- 
, AG tion about the Foldaway Table as 
es 40 x : ; 
iene well as companion All-Aluminum 
é — products. All-Luminum Products, 
\ 43 N. Third St., Philadelphia 6, Pa. 
ly Infrared on the Farm 
er coun: A 16-page booklet explaining how 
he eight infrared heat lamps can help in- 
display crease farm productivity and prof- 


its. Booklet describes the types of 
lamps that are available and dis- 
cusses in detail the heating, bak- 
ing and drying chores that can be 
performed. Westinghouse Lamp 
Division, Bloomfield, N. J. 





=o. 


Metal Lathe Catalog 


Penmetal catalog on metal lath 
and plastering accessories. Book 
explains why metal lath should be 
used as a plaster base, gives other 


NEW, EXCLUS/VE FEATURES MAKE 


WATERBURY THE NUMBER ONE TRACTOR BUY 








uses for the product and illustrates THREE POWER-LOADED MODELS 
and describes the different types EXCLUSIVE POWER-FLO TO MEET EVERY NEED 
available. Penn Metal Co., Inc., ; 


Sushersbere, Weat Va. CLUTCH for silk-smooth MODEL G—2 HP. 


power feed. 


3 
j 
| 
i 





For average home and 
suburban gardens. 















Fishing Tackle Book ; 
ck. The The 1951 Orvis fishing tackle EXCLUSIVE poanteagpenes ee oe 
, Conn. catalog includes 44 pages describing fer quick, simple tool prereset ? 
every type of tackle from trout attachment. 
equipment to heavy-duty salt water MODEL R-5 H.P.. 
trolling gear. Catalog No. 95 con- NOTE — tg high in per. 
tains many items distributed ex- aVLS Takes all Waterbury Pe ee 
nin., 16 clusively by Odvis. Charles F. Odvis tools, old and new! more than 20 work- 
the ad- Co., Manchester, Vt. | , proven attachments 
ressure to keep ‘em coming 
as a | back. 
strates Point of Purchase Film | 
; : 
ressure A 15 minute 35 mm sound-slide 
on ak: in te other talc hows abeutdinn NATIONAL ADVERTISING TO CREATE PROSPECTS AND 
conomy at the point of purchase increases LOCAL MERCHANDISING TO BRING THEM YOUR WAY! 
ed with sales. Eye Catchers are Sales Catch- 
‘he film ers explains what point of pur- 
r group chase advertising is, its importance WAT E R B U RY TO 0 L D | V | bs) I 0 N 
\ssocia- as a sales tool and how it gets re- VICKERS INCORPORATED 
N. ¥. C. sults in the retail outlet. Point of A SUBSIDIARY OF THE SPERRY CORPORATION 
o., Eau Purchases Advertising Institute, 115 AURORA ST., WATERBURY 20, CONN. 


16 East 43 St., New York City. | 
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for WILSON-IMPERIAL 
PRODUCTS 






| se. 


Advertisements appear regularly in all these magazines 


OVER 14 MILLION READERS 


If you are not already handling these popular products 
order them now from your jobber. 


WILSON-IMPERIAL COMPANY, 120 Chestnut Street, Newark 5, N. J 








For Inexpensive Quality F 
ee”: LISTO 
ADAMS-RITE HARDWARE Qe : 
Distinctive designs in solid brass, yet priced its Marking Pencil That Writes on 


to sell—these are the reasons why Adams-Rite 
hardware can make an extra profit for you. 
Write for the complete story. 






















































EDGE PULLS JAMB BOLTS a 
FROM pans to paint cans, from , 2 
wrenches to wheelbarrows, 
from pottery to pumps LISTO EXTRA HEAVY 
A WRITES ON EVERYTHING LEADS 
a hardware store has to sell! ’ 
= L Plainly marked prices help in THAT DON'T BREAK 
: selling, save salespeople’s time! in 6 colors 
{ LISTO writes on wood, metal, 
glass, rubber, canvas, cardboard, q . 
‘ elloph 1 lain, Black Yellow 
oa eae sea CREMONE —— 
LAT BOLTS 








® Ask your jobber, stationer or 
paper supplier for LISTO! 






bex of leeds! & 





r 


LISTO PENCIL CORPORATION, ALAMEDA, CALIFORNIA 


ADAMS-RITE HANUFACTURING C0. 


540 WEST CHEVY CHASE DRIVE, GLEMDALE 4 CALHOOMIA U 5 A 


IN CANADA: LISTO PRODUCTS, LTD., VANCOUVER, B. C. 
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GOLDBLATT MASON TOOLS 


QUICKER TURNOVER 
Give YOU MORE PROFITS 
— REPEAT CUSTOMERS 










FINEST QUALITY 
GREATER VALUE 
LONGER WEAR 








BRICKLAYERS’ AND 
STONE MASONS’ JOINTERS 





oA 


BRICK 


PLASTERERS’ 
HAWK TROWEL 


BRICKLAYERS’ 
LEVEL 


‘ | 
' Send TODAY for 
ATTRACTIVE E 
DEALER DISCOUNTS FR E 
ion — i ILLUSTRATED 
att sells direct 1 
to dealers, is there- ' CATALOG 
fore able to offer r Write for your 1950 copy of 
‘ . 1 Goldblatt’s illustrated cata- 
oetety vena, i log describing the largest 
dealer discounts. ' and most complete line of 
i masonry tools and supplies. 
1 
I 






Goldblatt Tool Company 


1920 Walnut Street 
KANSAS CITY 8, MISSOURI 

















- FIRST CHOICE OF THE TRADE FOR 65 YEARS 
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[EVERYBODY KNOWS. 


THE BEST IS__ 


MOUTH 





The Plastic Garden Hose of Outstanding Quality 
Guarantees Greater Sales and Profits 


GARDEN HOSE = 


SEATMERWEICH 


*"Non-rust, 2-way 
permo-grip coupling. 
Designed for use & 
with plastics, this & 
Plymouth feature is 
guoronteed to hold 
fast for the ‘life of 
the hose. 


TWO WAY 
PERMA-GRIP 
SCOVILLE 
COUPLING 


In bright garden green .. . 
flashing crimson red 





® Tough, durable plastic — outlasts rubber. 
© Featherweight — a child can lift it. 

® Resists extreme hot and cold temperatures. 
© Withstands city water pressure. 

© In 25-ft., 50-ft. and 75-ft. lengths. 


Distributed by Better Wholesalers 


PLYMOUTH RUSBER COMPANY, Inc. 
Canton, Mass. 


t/so Manufacturers of SLIPKNOT, the World's Lareest 


Selling Friction Tape. 
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skates 






.. and so do their parents 


Fast moving off the shelves of 
dealers as they are on the flying 


feet of moppets, Lilliputians are true exten- 
sion sidewalk skates, especially designed for 
children from 3 to 6 or 7. 





Safety for small skaters is built in: small 
diameter wheels (to lower center of gravity) 
adjust with foot plate for proper alignment 
on feet and good balance. Heel and toe 
straps hold small feet securely. Two models: 
No. 1, wheels mounted directly on axle; No. 
2, genuine ball bearing skate. 


SEE YOUR JOBBER OR WRITE DIRECT 
FOR SKATE CATALOG 









ade t 
Torrington, 
Connecticut 
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Washington 
NEWS and Views 


Reports on Events Affecting 


The Hardware Business 


(Continued from page 10) 


V. DiSalle is going ahead with his 
plans to have about 72 district price 
control offices operating through- 
out the country by March 1. 

About 60 of these offices should 
be “open for business” by Feb. 15, 
Mr. DiSalle says. These offices, 
which are being established for the 
purpose of keeping the trade and 
the public informed on price-con- 
trol matters, are being admin- 
istered by 14 regional offices (see 
HARDWARE AGE, Jan. 11, page 10.) 

Earlier, Mr. DiSalle announced 
the formation of seven “commodi- 
ties divisions” to administer the 
agency’s regulations. At the same 
time, he appointed Edward F. 
Phelps, Jr., as his assistant direc- 
tor for price stabilization. 

The seven commodities divisions 
restaurants; con- 
sumer durable goods; consumer 
soft goods; forest products, includ- 
ing paper products; industrial ma- 
terials and mannfactured goods; 
rubber, chemicals and drugs; and 
transportation, fuel, services, im- 
ports and exports. 

ESA said each of these divisions 
would be broken down _ into 
branches and sections, and later 
new divisions would be formed. 


Trade’s Advisory Group 
For Standardized Line 


Of Builders’ Hardware 


The National Production Au- 
thority is working out a proposed 
order which is intended to simplify 
and standardize designs of builders’ 
hardware along the lines of the 
specifications for these products 
during World War II. This was 
discussed with members of the in- 
dustry’s advisory committee at an 
organizational meeting on Jan. 26. 


Industry spokesmen agreed that 
something along these lines is 
necessary provided adjustments 


are made for postwar changes in 
production practices. 

Industry members protested that 
the copper order as amended re- 
cently is too restrictive insofar as 
it applies to builders’ hardware. 
For example, unless exemptions are 
provided, brass plating will be 
virtually ended for most of such 
products when the order goes into 


effect. Spokesmen warned that not 
only would this mean the end of 
weather-resistant hardware but 
that some smaller manufacturers 
might be forced out of business. 
When the copper order goes into 
effect on March 1, it was explained 
to NPA, the builders’ hardware in- 
dustry will be cut back to about 
18,000 tons, approximately a fourth 
of the 1950 consumption rate. 

Industry members also asked for 
more time than the two-month 
grace period allowed in the original 
order. Production schedules re- 
quire a four-month minimum for 
completion. 

OUTLOOK: Currently, only re- 
lief lies within the adjustment and 
hardship aid provision of NPA 
orders. The future for builders will 
remain hazy until impact of the 
construction order is known—more 
particularly, the extent to which 
the “freeze” will be relaxed after 
Feb. 15. Some light may be shed 
on the subject at next advisory 
committee meeting, scheduled for 
March 5. 

(Resume reading on page 11) 


Letters to the Editor 





Pricing Suggestion 
Dear Editor: 

I’d like to make a suggestion that 
would help many of us smaller 
dealers in our daily grind. Why 
couldn’t manufacturers, when they 
are designing the end labels for 
cartons and other cardboard pack- 
ages, arrange to leave a_ small, 
white, blank space on the label for 
us to mark in our retail price? 

If we mark the retail price on 
the bottom of the box, it is soon 
erased. If we put it on the side it 
is usually smeared and unreadable. 
If we could mark it on the end label 
on a space provided for that, the 
customer could see it easily even 
when it is stacked on a shelf, and 
so can our salesclerks. 

Yours truly, 
W. E. Carney 
William E. Carney Co., 
Philmont, New York. 
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BUILD HI-POWER 
MASS PROFITS! 


You can’t afford to miss H-I Power Glass rods for 
Oo ae 
quality glass rods. They'll create the kind of 
demand that means mass volume turnover, top 
profits for you. 


the largest line, greatest values in fine 


It's a complete line — both tubular and solid giass 
rods — fly, bait casting, spinning and salt water 
rods, in a wide selection of lengths, weights and 
prices. They're built —- from butt-end to tip-top - 

by H-I, the country’s oldest fishing rod manufac- 
turer. There’s no substitute for experience — and 
our 100-year reputation for better tackle and greater 
values is squarely behind every Power Glass rod. 


Advertising of H-I Power Glass rods breaks in /ull 
color pages in leading outdoor and adventure maga- 
zines month. Make 

your store 
headquarters 
for the finest 
line of glass 
rods on the 
market today. 
Feature ‘cm in 
your local 
advertising. 
Let ’em know 
you're the H-I 
dealer. Ask 
your H-I man, 
or write us 
direct. 

Do it now. 


next 





HORROCKS-IBBOTSON CO. 


Utica, New York 






Manufacturers of the Largest Line of Fishing Tackle in the World | 
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RECLINING CHAIR 


The #41 reclining 
chair is built for com- 
fort, durability. Ad- 
justable to three 
positions. Frame of 
hardwood, natural 
varnish or lacquer in 
colors. Heavy, colorful 
canvas, reinforced. 
Folds compactly. 







For bleachers, sports events, out- 
ings of all kinds. Made of hard- 
wood, with corners rounded. Na- 
tural finish wood with colorful 
pads. Folds flat, easy to carry. 











axe 


FAST SELLING, LOW COST CAMP COTS 


For rugged wear and tear. Heavy canvas, 
hardwood frame, with painted hardware. 
Light weight, easy to carry. 


OTHER TUCKER LINES 


Tents, Hammocks, Tarpaulins, Canvas Specialties, 
Juvenile Furniture. Write for literature and price 
list. 
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Priority and Price Digest 


News and Interpretations of Government Orders 


Hardware Items Hit As 
NPA Limits End Use of 
More Scarce Metals 


The last two weeks saw a quicken- 
ing in the move towards more spe- 
cific controls over vital raw mate- 
tials, with more metals joining the 
list of those which may not be used 
in the manufacture of non-essential 
civilian items. 

Nickel has joined copper and can- 
not be used in the production of 
numerous hardware store items 
after April 1, though retailers will 
probably not feel the full effects 
until close to the year’s end. 

Meanwhile, the big news is the 
impending price freeze, which, for 
a time, after it has been announced, 
will lack force because of the ESA’s 
present inability to cope with ad- 
ministrating the controls. However, 
the agency is moving as quickly as 
possible to spread an administrative 
network over the country. 

Additional metals that are ex- 
pected to join those whose end-use 
in civilian production has been 
limited by NPA, are tin, zinc, alum- 
inum, and rubber and the time is 
not far off when steel may be 
similarily affected. 

It is also not unlikely, say some 
observers, that end use limitations 
such as that imposed on copper, in 
connection with builders’ hardware, 
may force NPA to issue orders di- 
recting the distribution of civilian 
production to essential civilian 
users in a manner similar to the 
“L” orders of World War II. 

Hence, hardware dealers in the 
next few months will witness an 
even more accelerated pace in civil- 
ian production control and defense 
mobilization but will probably not 
feel the direct effects of all-over 
controls until 1952. 


ESA Rolls Back Hide 


Prices To Nov. Level 


The Economic Stabilization 
Agency, in its second mandatory 
action, has fixed price ceilings and 
maximum brokerage commissions 
for all sales of untanned domestic 
ceattlehides, kips and calfskins. Price 
ceilings were set at the highest 
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price for which the same type of 
hide was sold in November. 

If no sales of like hides were made 
in November, the seller must take 
the highest price of the nearest 
type of hide sold in November and 
adjust it according to customary 
industry differentials between 
types. 

All differentials, discounts, and 
allowances customarily granted in 
November must be continued. 
Brokers can’t charge any more com- 
mission than they did in that month. 





Price-Wage Edict 
Explained Simply 
The Ceiling Price and Wage 
Stabilization Regulations are ex- 
plained in detail in Washington 
News and Views, Page 10. 


Men You Should Know In Washington 


No Nickel for Hardware 
Appliances,Housewares 


In Amendment 1 to NPA Order 
M-14, the use of nicke] “in ‘a long 
list of non-essential. items was 
banned. The end-usé restrictions 
become effective March 1 for those 
items, on the nickel] plate list, and 
April 1 for those under stainless 
steel or high-content nickel -alloys. 

The goods which cannot be pro- 
duced with nickel-bearing stainless 
steel are included in a long list of 
items under such classifications as: 
agricultural farm equipment, auto- 
motive, domestic appliances and 
utensils (except cooking ware), 
electrical machinery and equipment, 
general and miscellaneous products. 

(Continued on page 144) 





George S. Brady, Chief, NPA Housewares Section 


George S. @ 
Brady has @ 
been named & 
Chief, of the 
Household 
and Craftware 
Section, Con- 
sumer Goods 
Division, Na- 
tional Produc- 
tion Authority. 
This section 
includes knife 
cutlery, flat- 
ware (non-sil- 
ver), aluminum 
utensils, fire- 
place fixtures, 
enamelware, 
galvanized ware, kitchen tools and 
accessories. His offices are Room 
2254, Temporary T Building, 
Washington 25. Telephone Ster- 
ling 9200; Extension, 3840. 

Col. Brady has been operating 
the engineering consulting busi- 
ness known as Industrial Ma- 
terials Service, and has been for 
many years a materials Consultant 
to the National Association of 
Purchasing Agents. The Indus- 
trial Materials Service operates 





GEORGE S. BRADY 


as consultant to manufacturers on 
problems relating to the supply of 
industrial materials and publishes 
the “Industrial Materials News 
Letter,” a monthly “Industrial 
Materials Developments,” and Ma- 
terials Handbook. 

During World War II, he was 
Chief Materials Consultant to the 
Office of Civilian: Supply and to 
the Board of Economic Warfare. 
He later was a Colonel on the 
staff of the Director of Produc- 
tion, Army Service Forces, and 4 
Consultant to the Federal Supply 
Service on stockpile pyecurement. 

His business background ex- 
perience includes, Engineer on the 
Panama Canal fortifications con- 
struction; supervisor of produc- 
tion and equipment engineer for 
the Winchester Repeating Arms 
Co. and managing editor of 
American Machinist and Produet 
Engineering for six years. 

He also served previously in 
government as deputy adminis- 
trator and assistant administra- 
tive officer of the NRA and for six 
years as the American Trade Com- 
missioner to Argentina, Uruguay, 
and Paraguay. 
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1951 MARCH 195] 


Anytime is “22” time—and you can boost your arms volume fhis 
month by featuring these Stevens models. They're fast moving mem- 
bers of the complete Savage-Stevens-Fox line of sporting arms .. . 
nationally advertised in March . . . “First in the Field” for value year 
‘round. 


MODEL 87—3 Rifles in 1 

Action is instantly adjustable as auto-loader, bolt action repeater, or 
single shot—which is an exclusive feature not available in other .22 
caliber auto-loading rifles. As auto-loader, shoots .22 long rifle car- 
tridges ; as bolt action repeater or single shot, shoots .22 long rifle, .22 
long, or .22 short cartridges—regular or high speed—another exclu- 
sive feature. You can demonstrate that the action consists only of a 
few large sturdy parts which can be quickly disassembled without 
tools for cleaning. 












Barrels precision rifled to give famous Stevens accuracy. 


Large, well-proportioned, selected wood, walnut finish stock with 
attractive black tip on fore-end, 
Available with standard or peep sights. 


MODEL 15—Low Cost Value 

Just the rifle for the beginner—a low cost, single shot ‘'22” 
for teaching youngsters handling and care of firearms. Strong, simple 
mechanism. Hand-cocking action provides ideal safety precaution. 
Newly designed bolt handle directly above trigger for fast operation. 
Shoots .22 long rifle, .22 long, or .22 short cartridges regular or 
high speed. 


perfect 















































































.22 Cal. 


Single Shot Rifle 


.22 Cal. 
Auto-loading Rifle 


HARDWARE AGE, FEBRUARY 8, 1951 


New, large, well-proportioned, one-piece stock with black tip. 24” 
barrel. Gold bead type front sight, open middle sight with elevator. 
SAVAGE ARMS CORPORATION | 
Firearms Division Chicopee Falls, Mass. Hil 
|| 
HH] 
= eer ecete tenance 4 | 
> 
STEVENS MoDEL 87 STEVENS MopEL 15 





"Rus White 
Speaking ~ 












This Year 
IT’S 
Rio Grande 
Woodenware 







The complete line of 


DECORATED WOODENWARE 





Six handpainted patterns featured on salad & 
fruit bowls, trays, plates, snack bowls, fork & 
spoon sets, pepper mills, coffee mills, tidbits and 
individual bowls, Look for the artist's initials 





PLAIN BOWLS 


Finest of hard maple, sanded smooth and finished 
with Duroseal for beauty and protection. Sizes 
from 5” to 17”. 





CAESAR BOWLS 


These maple bowls are given a Caesar treatment. 
Rub garlic or other seasonings in the open pores 
and the flavor lasts. > iad 


WHITE STUDIOS 


2421 McKINNEY AVENUE 
DALLAS , TEXAS 
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(Continued from page 142) 

Classifications of products for 
which the use of high nickel alloy is 
barred includes building materials, 
domestic appliances, dry cleaning, 
except for functional uses, food 
servicing and kitchen equipment, 
hospital equipment, jewelry, laun- 
dry equipment, motor vehicles, and 
miscellaneous. 

Nickel plating is barred in items 
listed under communications, hard- 
ware, jewelry, motor vehicles, 
novelties, plumbing, sheet, strip and 
wire products, tools, toys, utensils, 
and miscellaneous. 

All uses of nickel silver have been 
banned except in functional parts 
for communications equipment, 
dairy equipments, functional parts 
of electrical equipment, keys not 
over 10 pct nickel, and several other 
categories. 

Though the effective date for the 
ban is April 1, companies can con- 
tinue with products that were be- 
ing made on March 31 and that will 
be finished by May 31. 

A general provision of the order 
says that starting March 1, 1951, 
no person is to use nickel or nickel 
alloys except when “necessary for 
the functional operation” of the 
product and none is to be used for 
making items for “decorative or 
ornamental purposes.” 


Brushes Must Contain 
Nylon or Horsehair 


Hog bristle brushes must now 
contain at least 30 pct of filler mate- 
rial such as nylon and horsehair, 
NPA directed in an amendment to 
Order M-18. This applies to brushes 
and other bristle products requiring 
bristle longer than 2%% in. 

Inventories of bristles are limited 
to 120 days’ supply and the cutting 
and bleaching of hog bristles longer 
than 2°. in. is prohibited. The 
original M-18 prohibited the sale 
of hog bristles to anyone except a 
dealer, dresser, or manufacturer of 
brushes. This provision remains in 
effect. 


DO's for Leather Makers 


NPA issued an order, M-28, pro- 
viding for equitable distribution 
among leather producers of defense 
rated orders for certain types of 
leather. The order’s purpose is to 
prevent concentration of defense 
rated orders with a few leather pro- 
ducers and thus prevent disruptioff 
to normal civilian distribution. The 
volume of rated orders for certain 
types of leather which each leather 
producer must accept are limited by 


| the order. 


NPA Raises Ceilings on 
Steel Defense Orders 


NPA has adjusted its basic steel 
order to increase percentage ceil- 
ings which established the quanti- 
ties of various products for which 
suppliers are required to accept DO 
rated orders. 

These increases range from 2 to 
15 pet, depending upon the type of 
product, its availability and the de- 
mand for it to meet defense re- 
quirements. For example, the ceil- 
ing for galvanized carbon sheets has 
been increased by only 2 pct, while 
for stainless steel sheets, it has been 
increased by 15 pet. 

Other changes effected by the 
amendment to M-1, include the im- 
position of a 45-day maximum in- 
ventory for steel products and gray 
and malleable iron castings, and a 
30-day maximum inventory for pig 
iron, or a practicable “minimum 
working inventory,” whichever is 
less. 

Products other than “steel mill 
products” which the amendment 
added to the list of those covered 
by the original order are: steel 
castings and forgings, wire rope 
and strand, welded wire fabrics, 
wire netting, pig iron, and malle- 
able and gray iron castings, except 
cast iron soil and pressure pipe. 


Additional Items Put 
On Priority DO List 


DO ratings may now be issued by 
contracting officers of the Depart- 
ment of Defense “to certain con- 
tractors on orders for delivery of 
construction equipment for use on 
construction” outside of the Con- 
tinental United States; according 
to amendment to Delegation 1, Dec. 
29. 

Manufacturers who have received 
a DO rated order may extend the 
rating for the purchase of jigs, dies, 
tools (expendable) and fixtures, di- 
rectly made use of in the production 
of the rated order, if inability to 
procure such accessories would re- 
sult in a failure to meet delivery 
date established in the order. 


More Products Move 
Off Priority List 

The following products have been 
removed by the NPA from the 
Priority System established by 
Regulation 2: 

Cadmium-containing items or 
cadmium-plated products, manufac- 
ture of which is prohibited by Sec. 
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“Thermos Continues to Advertise in 1951 


y ve 


nn BS 


74 


bal 
Py Ruin RE Lier is 
7 


& Judige a a Es 


eas SU a ee ea 


<= rMeAMas © 


a 
THE VACUUM BOTTLE EVERYBODY ASKS FOR 
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4 Model 161 


Magnifying Lens 


 peceenteose 


Health-o-Meter 


AMERICA’S FINEST 
AND BEST KNOWN 





Kid Ezales 





Model 134 
Airplane Dial 





"Model 187 
Magnifying Lens 


Since 1919, when Health-o-Meter—the 
original bath scale—first appeared on 
the market, no other bath scale has be- 
come so well known in so many house- 
holds. Millions of today’s homemakers 
had their weights checked regularly 
throughout childhood on a Health-o- 
Meter Bath Scale. No wonder they insist 
on Health-o-Meter for their own homes 
today. 

Yes, the outstanding popularity of 
Health-o-Meter Bath Scales has been 
earned ... by designing and manufac- 
turing only precision weighing instru- 
ments that perform accurately for the 
longest possible time. And not only the 
American public, but the medical pro- 
fession as well, recognizes Health-o- 
Meter dependable accuracy. So why not 
claim your share cf the profits and satis- 
faction that come from Health-o-Meter 
—America’s Finest and Best Known Bath 
Scales? Ask your jobber or write direct 
today for complete information. 


Built Right © Priced Right @ Always Right 





Continental Scale Corporation 


5701 S. Claremont Avenue, Chicage 36, Illinois 
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| 33.4 and 33.5 of Order M-19, Dec. 
27. 

Cobalt, for the manufacture of 
pigments, as prohibited in Sec. 30.4 
of Order M-10, amended Dec. 30. 

Items which contain brass or 
copper, the manufacture of which 
is probited by Amend. 1 to Order 


| M-12, Dec. 30. 


Refined grade of methylene 
chloride, as prohibited in Sec. 74.5 
of Order M-21, Jan. 11. 


Aluminum Control Eased 


For the second time, NPA has 
eased its order, M-7, cutting back 
civilian consumption of aluminum, 
allowing makers of “strictly func- 
tional” or moving parts to use, 
during March, 75 pct instead of 


| 65 pet of the aluminum they used 


for that purpose in the first half 
of 1950. NPA officials expect this 
will benefit auto producers most. 


Cadmium Use Limited 

NPA Order M-19, while not list- 
ing the prohibited uses of cad- 
mium, limited the use of the rust- 
resistant metal to a list of essen- 


| tial military and civilian products. 


Cadmium-using products not on 
the permitted list include roller 
skates, trim on appliances, trim, 
bearings and gas tank caps for 
autos, lawn mowers, bicycles. 


| washing machines, and nuts and 


bolts for all but essential uses. 


NPAAllocatesTungsten; 
Bars Some Civilian Use 


NPA order M-30 provides for the 
allocation of all forms of tungsten, 
except tungsten ores and concen- 
trates and tungsten scrap—based on 
end-use’ essentiality, beginning 
March 1. It also limits the use of 
tungsten in grinding wheels, and 
restricts its use in high-speed steels. 

Also limited is the use of the 
metal in all types of pigments and 
inks. The use of tungsten sub- 
stitutes wherever possible is re- 
quired. Exempted from the high 
speed steel limitations are those 
who do not use more than 500 
pounds during any quarter; also 
those using less than 50 pounds are 
exempted from the limitations per- 
taining to grinding wheels and pig- 
ments and inks. 

Most of the high-speed steels will 
have to be made with smaller 
amounts of tungsten and according 
to a NPA official, the chief effect 
will be to encourage the greater 
use of molybdenum in making tools, 
as a substitute for tungsten. 


Chlorine for Military 


NPA in order M-31 has reserved 
10 pet of the chlorine supplies or 
military uses and at the same time 
guaranteed public health facilities 
of about the same amount. Chlorine 
is used in plastics, insecticides, some 
textiles and refrigerants. 











Hit the Sales Mark 





Displays such as this created by Black & Co., Decatur, Ill., and used all during May of 
last year, aim right at the pockets of archery and tennis enthusiasts. 
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Automatic Pop-Up Toaster 


334 Avromatic tron 


Automatic Heating Pad 


380 Automatic Iron 


212S_ Hot Plate 


710U_— Heater 


680A = Toaster 


302SN 
AC-DC Indicator Iron 
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Combination Sandwich 
Grill and Waffle tron 
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rancher—he is president of 
° ° Smith Brothers’ Sheep Co. at The an 
Buying Heavy But Selective ——sisrinisie sone meeting a 
He went to Newcastle in of the Uni 
This year’s Housewares The supply picture, as re- 1917 to become vice-president 1225 Uni 
Show, held in Chicago, Jan. ported by various exhibitors, and treasurer of the Indiana City, Mo., 
18 to 25, was definitely a varied from plant to plant, Rolling Mill Co., then owned held in the 
buying show. And while the but the buying at the show, by his father, the late Jan. 15-16 
buying was very heavy, it coupled with orders already Stephen A. Ingersoll. When attended | 
could not be classed as panic on the books, leaves most the company was acquired by ers from f 
buying. In fact many exhib- manufacturers fairly well Borg-Warner Corp. in 1929 said to be 
itors commented that while sold out for the next six and became a part of the attendance 
buying was heavy, it was months. A few reported be- Ingersoll Steel Division, Mr. The en 
surprisingly selective. ing sold out for all of 1951 Ingersoll continued as vice- the — 
The show, sponsored by Output. Shipments are being president and general man- sg 
the National Housewares Made at an unprecedented ager. trade : 
Manufacturers’ Assn., was vate, with the first three ee A. G. HENDRICKSON At the 
held at Navy Pier, attracted months expected to set a new Name Smith Welding the follov 
an attendance of about 8500 a volume of goods Products Sales Head Vonier, who until now had elected fo 
buyers. ianewors wate po the first quarter A. G. Hendrickson has actively managed sales of Zuercher, 
salers were registered in meiucoe ag mnes - hat Joined A. O. Smith Corp., both welding electrodes and president; 
large numbers. sited tc fin Ter tes.gnee para Milwaukee, Wis., as welding Welding machines. Kansas Ci 
Very few exhibitors at the material shortages will begin “""*: TP eg Seca 2 ; adel : — | tenes Tits 
2 to reduce the volume. equipment sales manager. He Mr. Hendrickson was previ- ———— 
show had new models. About ane seatiies: ose oll will function under welding ously with the Harnischfeger ° 
a half dozen really new items sities sti eg a “<i division sales manager L. F. Corp. Americ 
were spotted by you: re- ‘ g merchandise in vary- 
porter. On the other hand, at i age ecg gow are Charle: 
many exhibitors were show- *"!PPIn& — ey reel are ? 
ing short lines, having al- “"eaSonable” quantities on Fylton Bag & Cotton Elects Elsas President; oo Ps 
ready dropped some models the basis of past require- E C h ° Vi. P. id T; a Wpen 
in the interest of more effi- aa ugene Cronheim Vice-f resident, {reasurer ll <y 
cient use of raw materials. canine wens peo tt Fulton Bag & Cotton Mills years and also a director, Britain, 
The trend to shorter lines is of oeneenen eT ce has made several changes in was named as vice president. Charles B 
expected to be stepped up. wane oe heavily leaded aad the executive officers of the George L. Brogdon who had assume th 
Price and quality appeared jt would take some time be- ©°o™Pany. Benjamin Elsas_ served for a number of years the board. 
to have little effect on buy- fore the volume in these sup, WS re-elected chairman of as controller was made trea- Mr. Par 
ers’ decisions. ply lines is seriously reduced. the executive committee. surer of Fulton Bag. Those the comp 
‘ Norman E,. Elsas was re- elected to the board were E. 1949, and 
elected chairman of the Monroe Hornsby, ry of experic 
board. Clarence E. Elsas of Fulton’s New York Office, 
Borg-Warner Company was elected president, suc- who has been with the com- 
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Elects New Vice-Pres. 


The election of Harold G. 
Ingersoll as a vice-president 
of Borg-Warner Corp., has 
been announced. In addition 
to his new office, Mr. Inger- 
soll will retain the presidency 
of the corporation’s Ingersoll 
Steel Division at Newcastle, 
Ind. He also is a member of 
the Borg-Warner board of di- 
rectors. 


Mr. Ingersoll last year 
was president of the Indi- 
ana Manufacturers Associa- 


tion. At present he is chair- 
man of the Indiana State 
Industrial Savings Bond Ad- 
visory Committee. 


William R. Elsas 
whose death occurred some 
weeks ago. Clarence Elsas 
previously had been vice 
president and had worked in 
the company’s plants and 
offices in New York, Minne- 
apolis, and New Orleans be- 
fore going to Atlanta some 
13 years ago. Jason M. 
Elsas, manager of the New 
Orleans plants, was_ re- 
elected vice president. Eu- 
gene A. Cronheim, previously 
secretary and treasurer was 
named as vice president and 
secretary. Julius B. Cron- 
heim, manager of Fulton’s 
plant at St. Louis for many 


ceeding 
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pany since 1927 and had 
served in the St. Louis, Den- 
ver, and Chicago sales te’- 
ritories. 

Norman D. Cann, attor- 
ney of Washington, D. C., 
who has_ been associated 
with Fulton Bag as counsel 
for a number of years. 

Frederic G. Barnet who is 
presently with the Dallas 
plant and previous to World 
War II had been connected 
with the Atlanta organiza- 
tion for a number of years. 
Mr. Barnet is a great grand- 
son of Jacob Elsas_ who 
founded the business over 80 
years ago. 
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United Hardware Elects 
Zuercher President 


The annual stockholders’ 
meeting and merchandise fair 
of the United Hardware Co., 
1225 Union Ave., Kansas 
City, Mo., wholesalers, was 
held in the company offices on 
Jan. 15-16. The meeting was 
attended by hardware retail- 
ers from four states and was 
said to be a success by all in 
attendance. 

The entire first floor of 
the warehouse was devoted to 
manufacturers’ displays of 
new items to the hardware 
trade. 

At the business meeting 
the following officers were 
elected for the year: Sam 
Zuercher, Wichita, Kan., 
president; Louis A. Miller, 
Kansas City, Mo., vice-presi- 





SAM ZUERCHER 


dent; R. L. Sayers, Indepen- 


dence, Kan., vice-president; 
and Russell Cook, Kansas 
City, Mo., secretary-trea- 
surer. 








American Hardware Elects Parker President; 
Charles Parsons Becomes Board Chairman 


Evan J. Parker was re- 
cently elected president of 
The American Hardware 
Corp., 10 Franklin Sq., New 
Britain, Conn., succeeding 
Charles B. Parsons who will 
assume the chairmanship of 
the board. 

Mr. Parker has been with 
the company since April, 
1949, and has had a lifetime 
of experience in all phases 





EVAN J. PARKER 





CHARLES 


B. PARSONS 


of industrial management, a 
great part of it in impor- 
tant posts with General Mo- 
tors. 

The announcement of the 
action taken by the directors 
was contained in the follow- 
ing statement issued today 
and sent out in the mail to 
all stockholders. 

At the last annual meet- 
ing, held on April 11, 1950, 

(Continued on page 164) 
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Present A. W. Shapleigh With Award of Merit 


For Outstanding Service to Business 


A. Wessel Shapleigh, chair- 
man and president of the 
Shapleigh Hardware Co., St. 
Louis, Mo., wholesalers, was 
the recipient of the award 
of merit made annually by 
the Hardware Merchants’ 
& Manufacturers’ Association 
of Philadelphia, to a member 
of the hardware industry for 
outstanding service to Amer- 
ican Business. 

The presentation of a gold 
medal and scroll was made at 
the 65th annual banquet of 
the association by E. E. 
Chandlee, chairman of the 
award jury, Edward J. Weir- 
stall, president of the associa- 
tion, North Bros. Mfg. Co., 
Philadelphia, acted as toast- 
master at the banquet. 

In making the award, Mr. 
Chandlee cited Mr. Shapleigh 
as having distinguished him- 
self for breadth of vision, 
foresight and unselfish devo- 
tion to his many activities. 

Mr. Shapleigh is chairman 
and president of Shapleigh 
Hardware Co., founded by his 
grandfather in 1843. He has 
been connected with the com- 
pany since 1913, centering his 
interest in the financial end 
of the business during his 
earlier years. In 1919 he was 
named treasurer and in 1933 
became vice-president. In 
1942 he was elected president. 
Since 1948, he has held the 
office of chairman of the 
board as well. 

Mr. Shapleigh has also 
been active in two subsidi- 
aries of his company, being 
president of the Mound City 
Paint & Color Co. and the 
Longblock Realty Co. 

Mr. Shapleigh’s interests 
have been diversified in that 
he is a director of the Mis- 
souri-Portland Cement Co., 
Laclede Gas Light Co., 
Scruggs-Vandervoort-Barney 
Dry Goods Co., Ann Arbor 
Railroad Co., and Wabash 
Railroad Co. 





SHAPLEIGH 


A. WESSEL 


His life has also included 
many activities of a non- 
commercial character which 
have provided various civic 
and charitable institutions 
with his advice and counsel. 
Along these lines he serves as 
trustee of the Bellefontaine 
Cemetery Association, Mis- 
souri Botanical Garden, Gov- 
ernmental Research Institute, 
Jefferson National Expansion 
Memorial Association. 

He has been active in the 
affairs of Yale University, 
serving on the Alumni Board, 
is a member of the Washing- 
ton University Corporation 
Board, and *the Advisory 
Council of Academy of 
Science of St. Louis. 

In addition, Mr. Shapleigh 
has been a director of the 
Federal Reserve Bank of St. 
Louis, the St. Louis Chamber 
of Commerce, and of the 
American Red Cross. The St. 
Louis Community Fund took 
much of his attention from 
1930 through 1946. At pres- 
ent, Mr. Shapleigh is serving 
as a member of the executive 
committee of the National 
Wholesale Hardware 
ciation. 

In addition to Mr. Chand- 


(Continued on page 154) 
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Sporting Goods Show Makes 
Exhibitor Record; 6000 There 


Heavy attendance, good 
buying and a new high in 
number of exhibitors marked 
the 20th annual convention 
and show of the National 
Sporting Goods Assn. held in 
the Hotel Morrison, Chicago, 
Jan. 21 to 25, the meeting 
featuring 331 exhibitors and 
an attendance of 6000. 

Buying at the show was 
heavy, but surprisingly selec- 
tive, and left most manufac- 
turers fairly well sold out for 
the first six months of this 
year. Production of sporting 
goods was reported to be 
holding up very well thus 
far, but the heavy influx of 
forward buying has forced 
some suppliers to use alloca- 
tions, several larger manu- 
facturers using 70 to 75 pct 
of the 1950 purchases as the 
basis of such allocations. 


Meanwhile, shipments from 
manufacturers are continu- 
ing at record levels, but ma- 
terial restrictions are begin- 
ning to be felt and may begin 
to seriously affect production 
after midyear. 


Sessions at the convention 
included a discussion of store 
policies, selling techniques, 
and other industry problems. 
A clinic on the use of news- 





sk) 
- _$ 
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New Officers of Sporting 


papers and direct mail was 
conducted by G. Marvin 
Shutt, secretary of the asso- 
ciation. A general session 
was addressed by Elmer 
Wheeler, “the sizzlemaster.”’ 

New officers elected at the 
convention to serve until the 
1952 meeting were: President, 
Ed. R. Vandervoort of Van- 
dervoort Hardware, Lansing, 
Mich.; vice-president, C. L. 
Higgins of C&S Sporting 
Goods, Austin, Texas; trea- 
surer and a director, Gene 
Walby, Athletic Supply Co., 
Seattle. New directors elect- 
ed include: J. S. Oshman of 
Oshman’s Sporting Goods, 
Houston; Mel Corrie of Cor- 
rie’s, Minneapolis, and Floyd 
Beard of G. A. Beard & Son, 
Evansville, Ind. 





Bommer Spring Elects 
Veit Vice-President 


Henry Veit has recently 
been elected vice-president of 
the Bommer Spring Hinge 
Co., Ine., 251-271 Classon 
Ave., Brooklyn 5, N. Y., on 
the occasion of his 50th an- 
niversary with the company. 

He joined the firm as an 
office boy and through the 


years has worked in various 


=. 





Goods Assn. 


departments. Twenty years 
ago he was named purchas- 
ing agent and for the past 
10 years he has been office 


manager. Mr. Veit was pre- 
sented with an_ engrossed 
resolution by Mr. Fohlich, 





HENRY VEIT 


presented in the presence of 
the staff, foreman and many 
employees. 





Canton Advances Turner 


Kenneth Turner has been 
appointed manager of the 
automotive department of 
The Canton Hardware Co., 
wholesalers, Canton 3, Ohio, 
suceeding L. G. Hollinger. 
Mr. Turner has been a sales- 
man in the automotive de- 
partment since 1940. 








2o 
S64 4 , oe. 





Officers of the National Sporting Goods Assn., snapped at the association's recent 


convention in Chicago, are: Seated, left to right, E. S. Hurd, Dakin Sporting Goods Co., 
Bangor, Maine, a director; Gene Walby, Athletic Supply Co., Seattle, a director and the 
newly elected treasurer; Ed. R. Vandervoort, Vandervoort Hardware Co., Lansing, Mich., 
new president of the association; G. Marvin Shutt, association secretary; Shelby D. Himes, 
Bailey & Himes, Inc., Champaign, Ill., member of executive board and ex-officio member 
of board of directors; C. L. Higgins, C & S Sporting Goods, Austin, Texas, the new vice- 
president; Orien W. Todd, Stanley Andrews Co., San Diego, Calif., a director. 


Standing, left to right, are: W. W. Crymes, Faul & Crymes Sporting Goods Co., 


Charlotte, N. C., a director; J. M. Elliot, R. S. Elliot Arms Co., Kansas City, Mo., 


a direc- 


tor; J. S. Oshman, Oshman’s Sporting Goods, Houston, a new director; Mel Corrie, Cor- 
rie’s, Minneapolis, a new director; Ed Brendamour, Ed. Brendamour, Inc., Cincinnati, a 
director; D. S. Wilson, Bougar & Todd, Denver, a director; C. S. Shenk, Shenk & Tittle, 
Inc., Harrisburg, Pa., a director; C. G. Wood, Peeler Hardware Co., Macon, Ga., a direc- 
tor; F. Beard, G. A. Beard & Son, Evansville, Ind., a new director. 
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S. M. Ford President 
Chicago Electric 

The board of directors of 
the Chicago Electric Mfg. 
Co., 6333 W. 65th St., Chi- 





STANLEY M. FORD 


cago 38, Ill., has announced 
the election of Stanley M. 
Ford as president of the com- 
pany. Mr. Ford joined the 
Chicago organization in 1945 
as general sales manager and 
was elected vice president in 
charge of sales in 1948. 

His association with the 
electric appliance industry 
started in 1928 with his em- 
ployment by the General 
Electric Company and he be- 
came sales manager of that 
company’s small appliance 
line in 1937. In 1942 Mr. Ford 
joined the. WPB as section 
and branch chief in the Con- 
sumers Durable Goods Divi- 
sion. Following service with 
the U. S. Marine Corps from 
1943 to 1945, Mr. Ford be- 
came affiliated with the Chi- 
eago Electric Mfg. Co. 





Stauffer, Eshleman Co. 
Moves to New Location 

Stauffer, Eshleman & Co., 
Ltd., New Orleans, La., hard- 
ware wholesalers, has re- 
cently moved to 1148 St. 
Peters corner Erato. The 
company left its old address, 
511 Canal which it had oc- 
cupied for 100 years to pro- 
vide more space for its ad- 
ditional lines, 

The new establishment is 
made up of one five-story 
building, 160 ft. front on S. 
Peters and 270 ft. deep and 
three one-story buildings ad- 
joining. There is a combined 
total of 112,000 sq. ft. of 
space under the roofs. Two 
freight cars can be unloaded 
inside the main building and 
four cars can be spotted on 
the side structures. 


1951 














Chic 


HARDWAI 








RD 


nounced 
nley M. 
she com- 
ned the 
in 1945 
ier and 
ident in 
8. 

ith the 
ndustry 
his em- 
General 
i he be- 
of that 
»pliance 
Ir. Ford 
section 
he Con- 
is Divi- 
ce with 
os from 
ord be- 
he Chi- 
). 


Co. 

sation 
& Co., 
,, hard- 
as re 
48 St. 
. The 
ddress, 
iad oc- 
to pro- 
its ad- 


lent is 
e-story 
on S. 
2p and 
gs ad- 
nbined 
ft. of 
, Two 
loaded 
ig and 
ted on 


. 1951 








é . 
Chicago overlos Accessories 
“GIVE YOU MORE YEAR-AROUND SALES” 


= Farm Home. Industry 


BLOCKS 

OVER 50,000,000 FARMS . . . HOMES .. . STORES . . . INDUSTRIAL 
PLANTS are now using power driven equipment. You can cash-in on this 
profitable year-around replacement business when you feature Chicago 
Stock Accessories in your power tool department. Order from your jobber 
and start getting your share now. 








GRINDING MANDRELS 





“V"-BELT PULLEYS SHAFT COLLARS 





“V"-STEP PULLEYS KNURLED KNOBS 


4 






“Adjustable Bronze” 





MULTIPLE “V"-PULLEYS GROOVED KNOBS 








All these ... and many 
other items are available 
| for immediate delivery. 


Ask your jobber :or 
write for Cat. 51-A... 


FLANGED PULLEYS HAND WHEELS 











FLEXIBLE COUPLINGS MACHINE WHEELS 


a Ke SANDING & BUFFING 
a STANDS 








SAW MANDRELS 





Chicago DIE CASTING MFG. CO. « 2510 w. Monroe st. © CHICAGO 12, ILL. 
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Wooster Brush Marks Century 
In Business With Dinner Party 


In a banquet meeting at- 
tended by all employees, by 
representatives of Wooster 
industries, and other guests, 
The Wooster Brush Co., 
Wooster, Ohio, on Jan. 25, 
celebrated the completion of 
its first century of business. 

In the main address of the 
evening, Clifford P. Foss, 
grandson of the company’s 
founder, paid tribute to 
Adam Foss, who in the late 
1840’s_ set out on _ foot 
through the forests of Penn- 
sylvania toward Cincinnati. 
His purchase of a package at 
a sale of unclaimed goods, 
which turned to be a ship- 
ment of hog bristles, started 
him in the business of mak- 
ing brushes. On his removal 
to Wooster he continued this 
enterprise and in 1851 es- 
tablished The Wooster Brush 
Co. 

The original founder was 
the mainspring of the com- 
pany from 1851 to 1876 when 
his son, Walter D. Foss, with 
a son-in-law, George J. 
Schwartz, purchased control 
and carried on the business 
as The Wooster’ Brush 
Works. Shortly after the 
turn of the century the in- 
terest of Mr. Schwartz was 
purchased by Walter D. 
Foss, his eldest son, O. H. 
Foss and L. M. Rhodes. In 
1909, with Walter D. Foss, 
three of his sons, Oscar H., 
Donald J. and Clifford P. 
Foss, along with Lew M. 


Rhodes as incorporators, the 
business received a corporate 
charter from the state of 
Ohio and acquired its present 
name, The Wooster Brush 
Co. The shares of the com- 
pany are all owned by em- 
ployees, former employees, or 
heirs of employees. Among 
the 130 employees, 52 belong 
to the 25 year club. The aver- 
age duration of service for 
these 52 employees is 33 
years. Wooster offers many 
employee benefits, including 
profit sharing bonus, hospi- 
talization, life insurance and 
others. Clifford P. Foss and 
Walter R. Foss, two of the 
founder’s four’ grandsons, 
are still actively associated 
with the company. All four 
of Adam Foss’ grandsons de- 
voted most of their business 
lives to the company—Oscar 
H. Foss and Donald J. Foss 
until their deaths some years 
ago. Currently, Stanley R. 
Welty is president and trea- 
surer. Mr Welty has occu- 
pied the office of treasurer 
since 1945 and was elected 
president in 1949. Miss Elma 
Shibley, who has been active 
in the management of the 
company since 1902, is sec- 
retary. Other officers are: 
Lewis M. Rhodes, vice presi- 
dent in charge of bristle op- 
erations: Herbert S. Davies, 
vice president in charge of 
sales; and Woodrow J. Zook, 
assistant treasurer. 





H. R. FISCHER 


Fischer Plant Super 
For Nicro Steel 


Cory Corp., 221 N. La 
Salle St., Chicago, has an- 
nounced the appointment of 
H. R. Fischer, as plant super- 
intendent of the recently ac- 
quired Nicro Steel Products 
Co. 

Mr. Fischer had been asso- 
ciated with the former Nicro 
Co. since 1947 and was active 
with them in the capacity of 
assistant plant superinten- 
dent. 


Promote F, C. Castelli 
to Sales Manager 


Frank C. Castelli, Sr., 
president of F. C. Castelli 
Co., Philadelphia, has an- 
nounced the appointment of 
Frank C. Castelli, Jr., to the 
position of sales manager, 
and of Edward J. Gallagher 
to assistant sales manager. 


Officers, Wives Celebrate Wooster Brush Century Mark 








At the recent banquet meeting held by the Wooster Brush Co., the officers and their 
wives are shown left to right: Mrs. H. S. Davies, Mrs. S. R. Welty, S. R. Welty, Mrs. O. H. 


Foss, Mrs. W. 


Mrs. D. J. Foss, L. M. Rhodes, Elma Shibley, and W. H. Mills. 
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R. Foss, W. R. Foss, C. P. Foss, Mrs. C. P. Foss, Mrs. 


. Thompson, 
Davies was not shown. 


Mr. 


3 General Sales Heads 
for Ekco Products 


The appointment of three 
new general sales managers 
at Ekeo Products Co., Chi- 
cago, was announced by John 
Brooks, vice-president in 
charge of housewares sales. 

The men are: Julian Falk, 
general sales manager of the 
Diamondware division; Jack 
Culberg, general sales man- 
ager of the specialized sales 
division, and Donald Long, 
general sales manager of the 
chain store division. 

The three men had previ- 
ously directed sales for their 
respective divisions. The new 
posts will include wider au- 
thority and responsibility for 
division management. 

Mr. Falk has been with the 
company for three years. He 
was sales manager of Ekco’s 
New York office before com- 
ing to the Diamondware divi- 
sion in Chicago. 

Mr. Culberg joined Ekco 
three years ago as a sales- 
man for the Chicago terri- 
tory. He had previously been 
in the food industry. 

Mr. Long has been with 
the company for five years. 
He was previously a buyer 
for Montgomery Ward & Co. 


Corning Steps Up Plans 
For Sales Promotion 


A meeting of the district 
sales managers of the dis- 
tributor sales department of 
the consumer products divi- 
sion, Corning Glass Works, 
Corning, N. Y., was held at 
the Palmer House, Chicago, 
recently. 

T. H. Truslow, general 
sales manager of the con- 
sumer and technical products 
divisions, and John M. Bred- 
feld, manager of distributor 
sales, outlined plans for 1951 
for stepped up sales, mer- 
chandising and promotional 
activities in 1951, the com- 
pany’s 100th year. All of the 
speakers stressed the consid- 
eration given to the dealer’s 
requirements and problems 
in formulating the 1951 pro- 
gram. The sales of Corning’s 
consumer products showed 
an increase in 1950 as com- 
pared with the previous year. 


District sales managers 
present at the two day meet- 
ing were: J. B. Harden- 


bergh, New York; Edward 


H Keller, Chicago; John 
Echternach, Atlanta; John 
During, Dallas; and Walter 


Hansen, San Francisco. 
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Smart tool buyers 


prefer CRESCENT 


According to a recent survey 


conducted by 








Crescent Wrenches 
1/2" to 2-1/16" capacity 


—_~ 
»— a 


Crestoloy Wrenches 
1/2" to 2-7/16" capacity 








Slip Joint Pliers, 5‘ to 10’ sizes 


Long Nose Pliers, get into tight spots 


Heavy Diagonal Cutting Pliers 
for all cutting purposes 


End Cutting Nippers 
for close cutting and lumber cleaning 

















POPULAR 
MECHANICS 


MAGAZINE 


CHECK THESE RESULTS: 


@ Of all types of wrenches, including pipe, socket, open end 
and adjustable, buyers requested a total of twenty-four brand 
names. Out of these, 45.4% called for either CRESCENT or 
CRESTOLOY. (The next brand specified was 11.7%). 


On Pliers, out of sixteen brand names asked for, CRESCENT, 
CRESTOLOY and CeeTeeCo accounted for 39.9%. (The 
second place brand was 21.2%). 

This survey was made among Hardware Dealers throughout 


the United States, who were asked to list the brand names of 
various items requested by their customers. 


Any Hardware Dealer can cash in on this 
popular acceptance of CRESCENT TOOLS 
by stocking them in his store. 


Are you receiving your share of this profit- 
able and satisfying tool business? 


Crescent’s acceptance is no accident. Forty-three years of ex- 
perience in making a quality product has resulted in today’s 
finest tool values. 


Stock and sell the CRESCENT-CRESTOLOY Line. 


Sign of lhe Cfrlisan 
Syl of Ercellence 








Crescent is our trade-mark, registered in the United States and abroad, for wrenches and other tools. Sold by leading distributors and retailers everywhere and made only by 


CRESCENT TOOL COMPANY, JAMESTOWN, NEW YORK 
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Aul- Purpose 


WINDOW MATERIALS 


Floor Fixture 


STOCKS, 


DISPLAYS, DISPENSES and 


Sells All 6 Types 


+++ + + 


++ +--+ + 


ARvEY 


; ke R-V-LITE your 
eae ~t gg —— "Keep this ome 
— dis Sy unit filled with all 6 type - 
cot yous most popular num val > 
eer ites pa stock can produce returt TE 
ae hs this — — Pa aia 

i s 
department. Requires les 


of floor space. 
Available at nominal cost wit 
ASSORTMENT R-V 550-D. 


6-way profits with these 6 fast-sellers: 


Wire Reinforced. 
Steel Wire Reinforced. 


h SPECIAL R-V-LITE 


700-W 4x4 Aluminum 

g00-CW 14 Mesh Galv. 

100-C Cotton Reinforced. 

i i d. 

P Plastic Reinforce 
pacer Aluminum Wire Reinforced. 

400-T Wox Impregnated Fabric. 
ORDER FROM YOUR JOBBER 








W. F. LEUSZLER 


Perfection Appoints 
Sales Manager's Aid 


Perfection Stove Co., 
Cleveland, Ohio, has an- 
nouncd the appointment of 
W. F. Leuszler as assistant 
to H. C. Erhard, manager of 
its range and heater divi- 
sion. 

Mr. Leuszler came to Per- 
fection in 1941 as an order 
clerk in the Kansas City dis- 
trict office. 

After his separation from 
the service Mr. Leuszler re- 
turned to the Kansas City 
district as assistant credit 
manager, and a year later 
became chief clerk. For the 
past year he has been a 
member of the Kansas City 
sales staff. 





Steel Kitchen Cabinet 
Makers to Meet 
The Steel Kitchen Cabinet 


Institute, Engineers Bldg., 
Cleveland 14, Ohio, through 





action of its board of gover- 
nors, has confirmed the pre- 
viously announced date of 
Feb. 14 as the time and Cleve- 
land Hotel, Cleveland, Ohio, 
as the place, for a full dis- 
cussion of industry problems. 

At the 12.15 luncheon, all 
manufacturers of steel 
kitchen cabinets, whether 
members of the Institute or 
not, are invited to be present 
and take part in the consid- 
eration of the industry status. 





Honor A. W. Shapleigh 


(Continued from page 149) 


lee, other members of the 
jury consisted of: Fayette R. 
Plumb, Fayette R. Plumb, 
Inc., and Jacob S. Disston, 
Jv., Henry Disston & Sons. 

Following the presentation 
of the award, Mr. Weirstall 
introduced the speaker, Cam- 
eron Ralston, Utica, N. Y. 
Other officers and directors 
serving for the _ ensuing 
year are Edward K. Tryon, 
Ill, Edward K. Tryon Co., 
Philadelphia, vice-president; 
Thomas A. Fernley, Jr., 
Philadelphia, secretary-trea- 
surer; board of directors— 
Paul A. Griffith, Shields & 
Bro., Philadelphia; John M. 
Stauffer, Herr & Co., Inc., 
Lancaster; Charles B. Lein- 
bach, Supplee - Biddle - Steltz 
Co., Philadelphia; Harry D. 
Moore, Metal Sponge Sales 
Corp., Philadelphia; George 
E. Hopf, Henry Disston & 
Sons, Inc., Philadelphia; and 
Amos M. Coath, Frank W. 
Winne & Son, Inc., Philadel- 
phia, Pa. 
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The three-day annual sales conference of The Deming Co., 
Salem, Ohio, climaxed one of the most active years in the 
company’s 70 years’ history. New developments in the 
extensive line of Deming pumps and water systems included 
such classifications as irrigation units designed to meet a 
wide variety of conditions in that complex market. Ad- 
vanced features of design and construction of various types 
of Deming units for water systems pointed to a greater 
demand than ever from the farm and rural non-farm 
markets throughout the country. 
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National Brass Organizes 
Dexter Lock Subsidiary 


The formation of a com- 
pany owned subsidiary, Dex- 
ter Lock Co., has been an- 
nounced by Lou Dexter, pres- 





LOU DEXTER 


ident of the National Brass 
Co., Grand Rapids, Mich. 
Since the product name, Dex- 
ter Locks, has become more 
familiar in the trade than 
the manufacturer’s name, ac- 
cording to Mr. Dexter, it 
seemed advisable to incor- 
porate the name Dexter in 
the company name, which is 
accomplished by establishing 
a subsidiary. 

“The purpose is to avoid 
possible confusion in the 
trade as to the makers of 
Dexter locks. At the present 
time there are a total of four 
hardware manufacturers hav- 
ing the word National in their 
corporate name. One of these 
makes tubular locks similar 
in general design to the Dex- 
ter. This similarity of product 
as well as company name may 
cause confusion. Since the 
word Dexter with reference 
to iocks is a trade name, reg- 
istered with the U. S. and 
Canadian Patent offices, it 
cannot be copied or imitated 
by others without liability,” 
said Mr. Dexter. 

“An underlying objective 
of the subsidiary is to give 
a greater division between 
the Dexter Lock line and the 
general hardware line of Na- 
tional Brass, that emphasis 
may be placed on the 28 years 
of experience of Dexter Locks 
and the fact that Dexter is 
the original tubular and fully 
covered by the Lifetime War- 
ranty,” he continued. 

The general line of hard- 
ware. including screen door 


shelf and miscellaneous fin- 
ishing hardware, will be made 
for the time being under the 
name of National Brass Co. 

The officers of the Dexter 
Lock Co. will be the same as 
the National Brass Co. and 
no change of present person- 
nel is contemplated. 





Elect Dilworth to Board 


J. Richardson Dilworth has 
been elected to the board of 
directors of Rockwell Mfg. 
Co., 400 N. Lexington Ave., 
Pittsburgh, Pa. 

Since 1946 Mr. Dilworth 
has been associated with the 
firm of Kuhn, Loeb & Co., in 
New York City. Mr. Dilworth 
is also a director of The Con- 
crete Brick Co. and The Car- 
bon Limestone Co., both of 
Lowellville, Ohio. 





Catch Leak In Misscuri 


The FBI has advised Harp- 
WARE AGE that the man Ed- 
gar Lee Leak, who had been 
passing worthless checks in 
hardware and paint stores 
was apprehended on January 
18, 1951, by the Missouri 
State Highway Patrol. 

HARDWARE AGE published 
a news item in the December 
28, 1950 issue, warning deal- 
ers to be on the alert for 
this man. 





Chosid Manages Sales 


Stuart S. Chosid has been 
appointed director of sales of 
the Congress Drives Division, 
Tann Co., 3750 E. Outer 
Drive, Detroit. Mr. Chosid 
has been with Congress 
Drives since 1923. 





STUART S. CHOSID 
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OUR SEVENTY-FIFTH YEAR 





Years Young 


- ON reaching our 75th 
bicthday,, we're deeply grateful to all 
who have purchased our products and 


to all who have helped us sell them. 


THE fact that our busi- 


ness has reached this virile @ \~\ 
birthday is proof that these products 


have satisfied the users. 


» 4 IN these difficult times 


S/@ every one of us is beset b 
y y 

many lies, To a youngster like we, 

it simply means that we have to call on 


all our resources and All our ingenuity. 


OUR objective remains— ““ 


as always — to make the & 

best product in the field; to sell it at a 
fair price; to make a reasonable profit for 
ourselves and to help all our Distributors 
and their Dealers do likewise; to deal 


fairly and squarely at all times. 


HARRISBURG ¢ PENNSYLVANIA 


JACKSON MANUFACTURING CO. 
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Bluefield Supply and 81 Manuafactarers 
Combined Four Day Sales Conference 


The Bluefield Supply Co., 
hardware wholesalers, Blue- 
field, W. Va., and 81 manu- 
facturers whose products it 
sells in a wide eight-state 
area recently met for four 
days at the Greenbrier Ho- 
tel, White Sulphur Springs. 

Held in lieu of the usual 
separate annual sales meet- 
ings, the innovation in dis- 
tributor-manufacturer rela- 
tions were staged by Blue- 
field and its four subsidi- 
aries operating 20 wholesale 
and retail outlets in 18 cities 


in the two Virginias and 
Ohio, selling 25,900,000 
worth of merchandise in 
1950. 


Besides the 81 manufac- 
turers the affair was at- 
tended by 146 salesmen, de- 
partment heads and officials 
of Bluefield and its four allied 
companies—Rish Equipment 
Company, Dixie Appliance 
Company, Clark Stores, and 
Counts Automotive Supply 
Company. 

After a general session of 
the entire sales organization 
the opening day, each of the 
commonly-owned companies 
held its own meeting with its 
principal manufacturers ap- 
pearing on the program. 

Most of these manufac- 
turers were allotted an hour 
for presentation of their 
1951 sales plans, discussion 
of the war’s impact on their 
particular products and a 





Hold Joint Bluefield Producer Meeting 


discussion of the business 
outlook. In some cases the 
new 1951 lines of merchan- 
dise were presented to the 
assembled salesmen 

Lon M. Rish, president of 
the five-company organiza- 
tion, presided over a banquet 
of the entire organization on 
the final night of the meet- 
ing. 

Manufacturers cooperated 
wholeheartedly in arranging 
the meeting, sending either 
their sales or merchandising 
managers. 

Due to the success of the 
joint convention of whole- 
salers and manufacturers 
plans are being discussed for 
a second similar gathering 
next year at some other re- 
sort hotel in the area served 
by the Bluefield Supply Com- 
pany organization. 

Among those who attend- 
ed representing manufac- 
turers of items in the hard- 
ware field were: D. J. Quinn, 
assistant general manager of 
sales, American Radiator & 
Standard Sanitary Corp.; R. 
C. Stabern, director, bureau 
of merchandising, Armstrong 
Cork Co.; Harry F. Maxon, 
vice-president and _ general 
sales manager, Boston 
Woven Hose & Rubber Co.; 
Karl Egeler, sales manager, 
Due-Therm Heater Division, 
Motor Wheel Corp.; H. T. 
Hulett, district manager, ap- 
pliance and merchandise de- 





Addressing a joint meeting of 146 wholesale salesmen and 
81 manufacturers whose products they sell, is J. Taylor 
Frazier, first vice-president and general manager of Bluefield 
Supply Co. at the Greenbrier Hotel, White Sulphur Springs, 


W. Va. Left to right, seated: Harry H. 


ager, Dixie Appliance Co.; 


wson, general man- 
L. Whitenack, vice-president 


and secretary: George E. Short, general manager of Counts 


Automotive Supply Co.; H. D. Anderson, general 


manager 


of Rish Equipment Co., and Edward J. McQuail, Jr., general 


manager of Clark Stores. 
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partment, Philadelphia Gen- 
eral Electric Co.; William 
Macke, merchandising man- 
ager, Hotpoint, Inc.; Sam- 
uel Briggs, sales manager, 
Reo Motors, Inc., and J. J. 
Sweeney, manager home 
workshop division, Skilsaw. 





Arnall Heads Thor's New 
Atlantic Sales Area 


The creation of a new 
South Atlantic sales district, 
with headquarters at Rich- 
mond, Va., and the appoint- 
ment of C. J. Arnall, of Rich- 
mond, as district sales man- 
ager, was recently announced 
by the Thor Corp., Chicago. 

Mr. Simpson said the new 





Cc. J. ARNALL 


sales district will include the 
states of Virginia, West Vir- 
ginia, North Carolina and 
South Carolina. 

For the last two years Mr. 
Arnall has been sales man- 
ager of Old Dominion Dis- 
tributing Co., Richmond. 
From 1935 to 1949 he was 
buyer manager of the Appli- 
ance Division of Miller & 
Rhoads, Richmond depart- 
ment store. 


United States Rubber 
Buys Buna-N Plant 


United States Rubber Co. 
has announced the purchase 
of the Buna-N synthetic rub- 
ber plant of Esso Standard 
Oil Co. in Baton Rouge, La., 
as a major step in the expan- 
sion of its facilities for the 
manufacture of chemicals, 
plastics and synthetic rub- 
bers. 

The plant will be operated 
by the Naugatuck chemical 
division of the rubber com- 
pany which will continue to 
market Buna-N rubber under 
the trade name Paracril. 


Toombs Manages Sales 
For Roxdale Products 
Roxdale Building Products 


Corp., 2916 White Plains Rd., 
New York City 67, has an- 





A. E. TOOMBS 


nounced the appointment of 
A. E. Toombs as general sales 
manager. 

Mr. Toombs’ background 
includes 18 years of experi- 
ence with a large home fur- 
nishing manufacturer, dur- 
ing which period he advanced 
from the position of salesman 
to that of branch manager, 
sales manager of one of the 
company’s major. division, 
and finally assistant general 
sales manager of all divi- 
sions. 

Mr. Toombs also acted as 
a sales and marketing con- 
sultant for some of the larger 
firms in the home moderniza- 
tion field. 


Hirsch-Weis Canvas 
Names Sales Agents 


Hirsch-Weis Canvas Prod- 
ucts Co., of Portland, Ore., a 
division of White Stag Mfg. 
Co., has appointed two new 
sales representatives in line 
with its expansion program 
to introduce its products to 
the national trade. 

V. F. Miller, of Redwood 
City, Cal., will carry the 
White Stag Sleeping Bag and 
Pack Equipment lines in the 
northern California and Ne- 
vada area. 

Lynn & Hemphill, 301 
North Market Street, Dallas, 
Tex., have been named sales 
representatives for the 
Hirsch-Weis Water Bag and 
Evergreen Saturator lines. 
This will open up the states 
of Texas, Oklahoma, Louisi- 
ana and Arkansas for the 
first time for these products. 
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SEE YOUR HARDWAREMAN 
FOR ADVICE ON yoots 


_ en home repair and worksheo 


proj ' ly you 
rojects. He'll supp a 
eaity tools and materials —he 


also be glad to give you the gon 
fit of his experience to help y 
FIGHT WASTE! 
Use tools right 
for longer tool life! 

¢ YOUR HARDWAREMAN 
n Saw, Too}, an 
REE! Chapters 
on How to Choose and Use Disston 


Hand Saws - _ Small Saws a nba 
ware er aust 
pol we Fileae ss Hand Tools 


5 , Refit Saws; 
to Sharpen and : 
a T are of tools; How to Choose 


acre Jet it from your 
poneaansg oe PREE, or send in 
the coupon. J 
~—— = CLIP AND eee anata saegea - l 
! wENRY DISSTON & SONS, HNC. rs 
porch 38, Po., USA \B 


{in Canada, write: 2-20 Fraser Ave 
} Torento 3, Ont) 
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YOUR CUSTOMERS ieern about 
the new Disston FIGHT WASTE Plan from 
this advertisement in the February 10 
SATURDAY EVENING POST! 
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Tools are becoming more difficult to produce every day. 
Metals and materials are in short supply—uses of steel and 
aluminum for non-essential purposes have been curtailed. 
Manpower is scarce; allocations and restrictions have cut into 
tool production schedules. 


Because of the urgency of this situation, Disston has launched 
a consumer education program to make the supply of tools 
and materials go further; to help keep your store foremost in 
customers’ minds as the place to go for quality tools and sound 
advice. The idea behind this program is to “FIGHT WASTE” — 
the theme is “Buy the best—buy only what you need.” 


The number one “‘tool”’ in the “FIGHT WASTE” Program is the 
popular Disston Saw, Tool & File Manual—which includes 
special material that tells how to choose and use a variety of 
home workshop tools—how to care for tools properly to make 
them last longer. This attractive booklet is supplied you to 
give your customers free! Also: Special display material for 
your store—tells customers you are cooperating in the “FIGHT 
WASTE” Program! 


Disston will continue to support the hardware trade with the 
finest tools it is possible to produce—in the largest quantities 
possible. Now, as always, you can count on Disston to back 
you up all the way! 


Your Hardware Wholesaler is cooperating in this impor- 
tant program. He will be glad to work closely with you. 


HENRY DISSTON & SONS, INC. 
254 Tacony, Philadelphia 35, Pa., U. S. A. 
Canadian Factory, Toronto 3, Ont. 


HENRY DISSTON & SONS, INC. 
254 Tacony, Philadelphia 35, Pa., U.S.A. 
Canadian Factory, Toronto 3, Ont. 


| 
| 
| 
FR E E H Send me Disston's FIGHT WASTE kit including poster, streamer, | 
stickers and a supply of Saw, Tool & File Manuals for my customers. | 
| 
| 
| 
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soso CURGESS 


Your Supply... 


ORDER NOW! NEW 


FILER 


with fractional horse 
power rotary motor 


Increase your unit of sale, step up your dollar volume 
and make a bigger, faster, easier net profit by featuring 
the amazing new Burgess multi-purpose Jig Saw. 
Every hobbyist and workshop enthusiast who sees 
this amazing, rotary motor driven tool wants one im- 
mediately because it offers more convenience, more 


-” utility, more features than 


ings YOU: | ordinary jig saws... ata 
ess Brings ry jig eee 
Only Burg price he can well afford 


f 
tional-horsepow® 

© Powerful, Foci sog RPM. to pay. 
rotary Moret -- w positioning 


° “Every Direction pieces! Check the features of 
ing © ith 45° _ 
este he with the Burgess Jig Saw and 


e Large size cutting tab! 
driven, high speed you'll ann nl — 
moo’ 


left or right tilt 


iit-in, motor thing rover : 

© Mending disc for * best saw buy. That’s 
! : ‘ 

a “seme sanding table! aies | Why it leads the field in 


i pacity «+ 
wy duty filing co 
. eel to Ve thick! 
ilt-in automatic blower 
“ae dust and filings 


sales and profits for 
Burgess dealers. To get 


te er construction - - * ° | your share of this at- 
@ Sturdy Mere. tool throughout ‘ ss 
recision-bul cushioned | tractive business, see 


ility - ++ { 

Jete portability «vig surface : . 

. bore protects ane east your jobber or write 
is , : 

s v Lopomnen switch! for full information... 


e A complete — nome. today! 


packed by o fom 


B iyessWhvcufies i MC 


180 N. WABASH AVE., DEPT. F * CHICAGO 1, ILLINOIS 
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| Age of Cycling which picked 
| up momentum during the 


| stay regardless of what 





| Bicycle Industry Plans to Keep Production 


In First Quarter 1951 at High Level 


This country’s New Golden 


post-war period, is here to 


course the economic future 
takes, H. Clyde Brokaw, re- 
elected president of the Bi- 
cycle Institute of America, 
Inc., 122 E. 42nd St., New 
York City 17, stated at the 
group’s 33rd annual conclave 
held at the Boca Raton Club, 
Boca Raton, Fla., Jan. 8-12. 
More than 250 members of 
the BIA registered at and 
attended the meeting and 
more than 500 people at- 
tended the closing dinner. 
The principal topic of dis- 
cussion at the respective tive opinion of most leaders 
meetings of all groups were that fewer wheels will be 
plans for keeping bicycle out- available for public consump- 
put in the first quarter of tion. He noted that as far 
1951 at a high level back as last September, pro- 
An outstanding feature ducers of bicycles and parts 
was the Bicycle Store of To- had been unable to acquire 
morrow, a complete store sufficient material. 
furnished with new semi- Other officers elected at 
modern fixtures that could be the meeting include: H. M. 
adapted to all bicycle stores Huffman, first vice-presi- 
or departments. dent; Guy Wainwright, sec- 
While bicycle leaders de- ond vice-president; Harry 
clined to speculate on the fu- W. Kranze, secretary; F. A. 
ture impact of the defense Baker, treasurer; and John 
program, Mr. Brokaw de- Auerbach, executive secre- 
clared that it is the collec- -tary, assistant treasurer. 





H. CLYDE BROKAW 








Camillus Cutlery Wins Fashion Award 





Camillus Cutlery Co., Camillus, N. Y., has received the 
Fashion Academy Gold Medal Award for distinctive design 
and style on its entire line of household cutlery, according to 
Emil Alvin Hartman, director of the Fashion Academy. In 
awarding the medal, Mr. Hartman said, “When an organiza- 
tion can embody in household cutlery all the functional fea- 
tures to make it an outstanding product, and add to these the 
unique beauty of design and style awareness that Camillus 
Cutlery boasts, we believe it is deserving of fashion recog- 
nition.” Camillus has two lines of kitchen ware—a fine quality 
line known as Camillus featuring hard stainless steel blades 
with Permanized sharp edges and Nylon kitchen-proved han 
dles and Kitchen Pride a volume-priced line offering chrome- 
plated surgical steel blades with Tenite handles. Mr. Tate is 
shown at right receiving the gold medal award from Mr. 
Hartman. 
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ROL B. PLUMB 





JAMES A. BILLINGS 


Central States Holds 12th Annual Dinner; 
McCue Heads Board, Plumb, President 


Central States Hardware 
Club held its 13th annual 
meeting and dinner party, 
Jan. 22, 1951, in the Grand 
Ballroom of the LaSalle Ho- 
tel, Chicago, with 170 mem- 
bers and guests attending. 
fine steak dinner was serve 
followed by entertainment. 

All the officers were re- 
elected to serve for 1951 as 
follows: Rol B. Plumb, Rus- 
sell, Burdsall & Ward Bolt 
& Nut Co., president; E. J. 
Flood, American Chain & 
Cable Co., vice-president; 
Ben Leve, The Carborundum 
Co., secretary; and J. A. Bil- 
lings, treasurer 

J. H. McCue, Ed Hines 
Lumber, is chairman of the 
board of directors; chairman 
of the advisory committee is 
Will J. Feddery, HARDWARE 
AGE, and the directors in- 
clude: Robert S. Kemp, 
Irving E. Kemp Co.; Mr. 
Leve, and J. H. Perry, Min- 
nesota Mining & Mfg. Co. 

The club plans to hold a 





BEN LEVE 


dinner party in April in Chi- 
cago and a golf party in June 
in Chicago, also a dinner in 
Atlantic City prior to the 
National Hardware Conven- 
tion. 


Youngstown Sponsors 
Dishwasher Sales 
Dealer Contest 


To stimulate the sales of 
automatic dishwashers. in 
general and particularly 
Youngstown Kitchens Jet- 
Tower dishwashers, Mullins 
Mfg. -Corp., Warren, Ohio, 
is sponsoring a nation- 
wide automatic dishwasher 
sales contest for dealers and 
dealer salesmen, The contest 
also is designed to provide in- 
formation for sales manuals 
and the development of sales 
tools. 


National awards in the 
contest which will be the 
basis for analyzing sales 


problems and learning effec- 
tive sales techniques, include 
a 1951 Cadillac Coupe de 
Ville and five 1951 Fords. In 
addition, Youngstown Kitch- 
ens distributors will award 
territorial prizes of vacation 
trips. 

To qualify for the contest, 
salesmen must sell four au- 
tomatic dishwashers, any 
make, during February and 
March. Judging for prizes is 
on an accompanying essay in 
which the qualified salesman 
tells how he located the pros- 
pects, how he met sales re- 
sistance and how he closed 
the sale. Each qualifying 
salesman receives a set of 
cuff links with Mullins’ 
Diana trademark. 
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The Screwdriver: 
with the easy £ 
opening screw 
i, holding clip 
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SCREWDRIVER 
| ath 


_ 
tesy Opens die f 


FG COUNTER DISPLAY 


Attractive Parker “Snap-in’ Counter 
Display. Holds one Screw Driver of 
each size. Easy to set up and fill from 
stock. Attracts customers. Deal consist 





of - 

2 each F-21/2 4 each F-5 
4 each F-4 2 each F-7 
1 each “Snap-In” Counter Display 


Once your customer operates the exclusive, easy 
opening, screw holding clip on a Parker Falcon Grip 
Screwdriver, and grips the semi-square Parkaloid handle 
with concave sides and smooth corners — right then and 
there you’ve made a loyal friend. Greater leverage, few- 
er slips of the hand and a driver that won't roll on flat 
surfaces are long sought features of this Parker small tool. 





Marker |_Zxc 
PARKER MANUFACTURING CO. 


WORCESTER 1, MASS., U. S. A. 
and ACKERMANN-STEFFAN DIVISION 


Manufacturer of Famous Trojan Coping, Jig and Jewelers’ Saw Blades 
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Name Hamilburg General 
In National Guard 


Ira M. Hamilburg, chair- 
man of the board and trea- 
surer of Plymouth Rubber 





IRA M. HAMILBURG 


Co., Inc., Canton, Mass., has 
been named a Brigadier Gen- 
eral in the National Guard 
by Governor Paul A. Dever, 
Massachusetts. General 
Hamilburg is Chief Military 
Aide to the Governor as well 
as holding a commission in 
the Air Force Reserve. 





G. E. Nolte Heads Sales 
At Liebich Company 


G. E. Nolte has been ap- 
pointed sales manager at the 
G. J. Liebich Co., 931 N. 
Ogden Ave., Chicago, III. 

Mr. Nolte entered the paint 
field at Wheeling, W. Va., in 
1933. He was employed there 
as a store salesman by the 
Sherwin-Williams Co. In 
1937 he transferred to Sher- 
win-Williams affiliated com- 
pany John Lucas of Philadel- 
phia representing them in 
Philadelphia, Rochester, New 
York and Metropolitan New 
York territories until 1942 
when he was appointed west- 
ern division sales manager 
headquartering in Chicago 
and handling the distribution 
in 11 midwestern _ states. 
From there he became affili- 
ated with Liebich Co. 





Appoint Two Coolerator 
Vice-Presidents 


The appointments of W. C. 
Conley, Jr., and S. W. 
Skowbo to vice-president 
posts in the Coolerator Co., 
Duluth, Minn., were an- 
nounced recently at the 3rd 
annual Coolerator Conclave 
in the Morrison Hotel, Chi- 
cago. 
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Formerly general sales 
manager, Mr. Conley has 
been elected vice-president in 
charge of sales. In the two 
and one-half years that Mr. 
Conley has been associated 
with the firm, Coolerator has 
expanded from three models 
to 21 models, including the 
introduction of a full line of 
electric ranges. 

S. W. Skowbo, former 
comptroller, has now been 
elected vice-president and 
comptroller by the Coolerator 
board of directors. He also 
has been associated with 
Coolerator for two and one- 
half years. 





Name Holtzman Hotpoint 
New Zone Manager 


Richard S. Holtzman has 
been appointed zone manager 
for Hotpoint, Inc., Chicago, 
in the Los Angeles area, it 
was announced recently. Mr. 
Holtzman’s zone will cover 
Los Angeles, San Francisco, 
El Paso and Phoenix. How- 
ard J. Scaife, with offices in 
San Francisco, is district 
manager for the area. 

Mr. Holtzman joined Hot- 
point’s advertising depart- 
ment in 1947 and was named 
advertising manager in 1949. 
He has a wide background in 
advertising, selling and mer- 
chandising in the electric ap- 
pliance industry. 





Glidden Promotes Morris 
and Andrew Duncan 


The promotion of Robert 
P. Morris to the position of 
related products manager 
was announced by Alexander 
D. Duncan, vice-president in 


charge of the paint and var-’ 


nish division of The Glidden 
Co., Cleveland, Ohio. At the 
same time, the appointment 





ROBERT P. MORRIS 


of Andrew J. Duncan to suc- 
ceed Mr. Morris as executive 
assistant, was announced. 

Mr. Morris has been with 
Glidden since 1934. Prior to 
his new appointment he was 
successively traveling audi- 
tor, assistant to the national 
trade sales manager, coordi- 
nator of retail stores and ex- 
ecutive assistant to the vice- 
president. 

Mr. Duncan was associated 
with the legal firm of Squire, 
Sanders and Dempsey for 
seven years, and then served 





ANDREW J. DUNCAN 


“with the United States Army 


for three and one-half years 
during World War II. 





Annual Dinner Dance 
By Weiss & Kiau 


The annual dinner-dance, 
sponsored by The Weiss & 
Klau Co., New York, was 
held in the Cocoanut Grove 
of the Park Sheraton Hotel 
recently. 

Highlighting the evening 
was a testimonial to those 
employees with the company 
50 years or more. These in- 
cluded: David P. Simpson, 58 
years; Alfred Kunstadt, 53 
years; Louis Bernstein, 52 
years; Barney Stein, 50 
years. An inscribed 14 karat 
solid gold watch was pre- 
sented to each. 

Included in the program 
for the evening was the in- 
duction of one new member 
into the Quarter-Century 
Club, bringing the total mem- 
bership to 53, with an aver- 
age length of service of 36 
years. A_ substantial gift 
check together with a dia- 
mond emblem pin and a cer- 
tificate of award were given 
to the new member by David 
W. Klau, president of the 
company. 


Burdick Directs Midwest 
Sylvania Sales 


The appointment of John 
T. Burdick as director of mid- 
west sales of Sylvania Elec- 





JOHN T. BURDICK 


tric Products, Inc., was an- 
nounced. 

Mr. Burdick whose head- 
quarters will be in Chicago, 
will have responsibility for 
safes activities of the mid- 
western sections of the light- 
ing, photoflash, radio and 
television tube and radio and 
television set divisions. In 
addition he will have func- 
tional control over the Chi- 
cago, Cleveland, Detroit and 
Kansas City warehouses and 
the Chicago branding and 
packing operation. 

Since 1948 Mr. Burdick has 
been manager of the Central 
lighting sales division, loca- 
ted in Chicago. He joined 
Sylvania in 1944 as a field 
representative in Los An- 
geles and Arizona. In 1945 he 
was transferred to San Fran- 
cisco and, in 1946, became 
manager of the California 
lighting sales division. 

Prior to joining Sylvania 
Mr. Burdick was manager of 
the fixture and lamp depar'- 
ment of the Madison Electric 
Co. in Detroit. He had previ- 
ously been connected with the 
sales promotion department 
of General Motors and had 
operated his own business. 


Dave Meskill Heads G.E. 
Fan Division Sales 

David T. Meskill has been 
appointed sales manager of 
the General Electric Co.’s fan 
division, it has been an- 
nounced. 

Mr. Meskill joined the com- 
pany in 1939, and was in 
accounting and sales work 
until he entered the Navy. 
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tarps are in as. 





Tarpaulins, and the sturdy cotton duck from which they 
are made, are high on the list of critical materials for 
America’s defense program. Tarpaulins are needed to 
protect foods and equipment in storage and on the march. 
Tents are needed to shelter men in training camps and on 


the battleground. 


If you are unable to get as many tarps as you would like 
for your customers, tell them the reason — cotton duck is 


on first call for America’s preparedness program! 








NATIONAL COTTON COUNCIL MEMPHIS. TENN. 
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HARDWARE BRIEFS 








California 


Menlo Park Hardware, 
Santa Cruz Ave. and El] Ca- 
mino Real, Menlo Park, will 
move into the Menlo Park 
Plaza Shops being construct- 
ed at Santa Cruz Ave. and 
Doyle St. later this year. The 
store will have 70 ft. front- 
age and private parking will 
be provided in the rear. 





V. Lopes Plumbing & 
Hardware Co. has moved 
into new quarters, First St. 
So. at Vine, Coachella. The 
store has been remodeled and 
a balcony built on the front 
of the building. 





Connecticut 


A. Gilman Co., Putnam, 
was sold by Leonard Gilman 
to Jerome Peebles. 





Colorado 
John Deere implement 
business of the Patterson 


Hardware & Implement Co., 
Ft. Morgan, has been sold 
to Farmers Tractor & Imple- 
ment Co, 





Elvin Linke, Lakewood, 
has opened a new hardware 
store at 8425 W. Colfax Ave. 
The new building, erected by 
Mr. Linke, has more than 
5,000 sq. ft. of floor space. 





Scott Hardware, Sullivan, 
was recently purchased by 
Larry Blaisdell. Carroll F. 
Scott and Leslie Scott are 
the former owners. The store 
name was changed to Blais- 
dell Hardware. 





Massey-Harris farm im- 
plement business has been 
purchased from the Martin 
A. Schuette Hardware, Am- 
boy, by Chauncey W. Robbins 
and Paul F. Boehle. 





Raymond Chap is the new 
owner of Grovehill Hard- 
ware, 3455 W. 59th St., Chi- 
cago. 





Gordon Paint & Hardware, 
Chicago, has reopened in a 
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new building at 5673 Madi- 
son, 





Fred Unger has purchased 
Moran Hardware, Frankfort, 
from Leslie Young. 





Main St. Hardware, 305 
W. Main St., Peru, was 
opened recently. Walter 
Gross is the manager. 





C. G. Nelson has sold Mar- 
quette Hardware to Raynold 
Peterson. The store will 
continue to operate under 
the same name. 





Stratton Hardware Co., 
Ellsworth, was sold by H. L. 
Stratton to F. C. Lounder. 





Michigan 
Will and Leslie W. Sidell 
recently opened a modern 
hardware store in Fowler- 
ville. The building has near- 
ly 4,500 sq. ft. of space on 
the main floor. 





Kendall Hardware, Battle 
Creek, was damaged by fire 
recently. 





Missouri 


Mr. and Mrs. Russell R. 
Mildred have sold their hard- 
ware store to George W. 
Dean, the former owner of 
the store in Warrenton. Mr. 
Russell sold the business due 
to poor health. 





Herron Hardware, La 
Plata, was seriously dam- 
aged by fire recently. 





Harry Chapman has as- 
sumed the management of 
Finnical’s Hardware, De 
Soto, having finished his 
term as deputy county clerk. 





Protiva-Horak Hardware, 
Willow Springs, was sold re- 
cently to the National Auc- 
tion Co, John Protiva, own- 


er of the store, has been in 
business for nearly forty 
years. 





Crane Hardware, King 
City, has moved its stock to 
a new location in the Masonic 
hall building. 





Nebraska 


Loup City Hardware Co., 
Loup City, was purchased by 
Fred Robinson and Bernard 
Anderson. The firm name 
will not be changed. 





New Jersey 


Frank Wilkening has an- 
nounced his retirement from 
operation and ownership of 
Englewood Hardware Co., 
10-12 N. Dean St. Mr. Wil- 
kening founded the store in 
1923. John W. Mason has 
purchased Mr. Wilkening’s 
interest in the business. 





In the Jan. 11 issue an 
item was published stating 
the Spotswood Hardware had 
moved to 312 Main St., As- 
bury Park. This should have 
read 312 Main St., Spots- 
wood. , 





North Carolina 


The James A. Leak Hard- 
ware Store, Wadesboro, has 
been damaged by fire. 





McKnight’s Hardware, 
Inc., Greensboro, has_ ob- 
tained a charter from the 
secretary of State to deal in 
hardware. Thomas E. Mc- 
Knight, Margaret McKnight, 
and O. B. Osborne are the 
owners, 





New York 


Albert Harbush, owner of 
Oakridge Hardware Store, 2 
Mill Rd., Tuckahoe, was 
elected president of the West- 
chester Retail Hardware 
Dealers’ Association. 





Tuttle Hardware & Appli- 
ance Store, King Ferry, has 
been sold by Roy A. Tuttle, 
to John Baker. 





Oklahoma 


Stanley Hardware Co., 
Heavenger, has been re- 
modeled. The entrance and 
display windows have been 
revamped, and the front of 
the store repainted. 


Ohio 
Theodore Peltz has pur- 
chased the stock and build- 
ing of Ashtabula County 
Hardware Co., operators of 


Schneider’s Hardware, Jef- 
ferson. 
Pennsylvania 
Thomas Trethaway Co., 
231 George Ave., Wilkes- 
Barre, will start its 60th 
year in the hardware busi- 


ness on March 10th. 


South Dakota 


Marshall-Wells store, 717 
Main St., Rapid City, has 
been sold by William J. Myh- 
ren to Ed Gosche. The store 
has retained its name. 





Texas 


Two Gulf Hardware Co. 
stores, 434 Fannin St., and 
4412 Highland Ave., Beau- 
mont, have been sold to Sam 
Butler by Roy Maness. 





B. E. Jackson has opened 
a hardware store at 915 E. 
Davis, Conroe. The store 
carries a complete line of 
hardware and sporting 
goods. 





R. E. Lindsey, owner of 
Lindsey Hardware, has been 
elected to the board of direc- 
tors of the Council of Texas 
Retailers Association. 


Wisconsin 


Hemmer Hardware Co., 
Hillsboro, has been sold to 
Earl Robinson, Virgil Bovy 
and Dale Blakely. The com- 
pany is 75 years old. 








Build Fiberglas Plant 


Arrangements have been 
completed for building a new 
Fiberglas yarn manufactur- 
ing plant in Anderson, South 
Carolina, Harold Boeschen- 
stein, president of Owens- 
Corning Fiberglas Corp., 16 
E. 56th St., New York City 
22, has announced. 


Loder For Decatur Pump 

IF. R. Loder was appointed 
advertising manager of De- 
catur Pump Co., Decatur, II. 
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no sagging 
with AJAX 


door hinge 


Order today or write 
for detailed 


catalog information 
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Another quality hardware item 
from AJAX. A semi-c 


with sharp corners to assure a 
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snug fit against both jamb and 
door. Heavy gauge steel 
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HAROWARE OF PRESTIGE 


Ajax Hardware Mfg. Corp 
4351 Valley Bilvd., Los Angeles 32, Calif 
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PARAGON 
SPRAYER 


No. 3. The best 
seller. 











N urserymen, orchardists, flower grow- 
ers, poultrymen, farmers and home owners 
know Paragon Sprayers and call for them 
by name. 





The early 
n. Stock up! 


will soon be © your 


on your floor and in 











Paragon Sprayer No. 3, 
12-gallon capacity with 
single-wheel or two-wheel 
truck, is the best seller. 
Hand operated, it throws 


No. 3-P. Eliminates 


a 40-foot spray without 


continuous pump- 


ing. pulsation. With auxiliary 









compression tank the 
spray continues long 
after pumping stops. 


Other models from 
5 to 55 gallons, hand 
or power operated. 


Write for cata- 
log and price 
list. Give name 


of your jobber. 
No. 3-6M. Powered 
by electric motor or 
gas engine. 


THE CAMPBELL-HAUSFELD CO. 


46 State Street Harrison, Ohio 
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Name Service Manager 

For Delco Appliances 
Richard T. Reddington has 

been appointed service man- 


ager of the Delco Appliance 
Division, General Motors 





RICHARD T. REDDINGTON 


Corp., Rochester, N. Y. Mr. 
Reddington succeeds Kenneth 
O. Wolcott who retires after 


387 years of service with 
Delco and its predecessor 
companies. 


Mr. Reddington joined this 
Division in 1939 and has spe- 
cialized in service work since 
that time. He became a field 
service engineer for the Di- 
vision and in 1946 was ap- 
pointed Delco-Heat service 
manager. 


Elect Parker President 


(Continued from page 149) 


it was announced that Mr. 
Parsons had requested to be 
relieved of his duties as 
president, which were as- 
sumed by him in 1945, and 
that a younger man should 
be placed in charge of the 
affairs of the corporation. 

Mr. Parker joined the 
company in April of 1949, 
bringing with him a life- 
time of experience in many 
phases of industrial man- 
agement. He was immedi- 
ately elected to the position 
of vice president in charge of 
manufacturing and later to 
membership in the board. 

Mr. Parker began his in- 
dustrial career at Amesbury, 
Mass., as assistant to the 
factory manager of the Bid- 
dle & Smart Co., in 1916. His 
successful operations led to 
his appointment as_ vice 
president and general man- 
ager in 1926. 
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He resigned from this posi- 
ion in 1929 to join the Fisher 
Body Division of General 
Motors. In 1935, he was 
named resident manager of 
all Fisher Body operations at 
Flint. 

In 1939, Mr. Parker be- 
came consultant to the How- 
ard Aircraft Corp., in Chi- 
cago, and later became presi- 
dent and general manager. 
In 1941, he rejoined General 
Motors as works manager of 
the G. M. Aero-Products Di- 
vision. He left General Mo- 
tors in 1946 to become assis- 
tant to the president of 
ACF-Brill, and in 1947 was 
made vice president and as- 
sistant general manager. 

Mr. Parsons started in the 
order department and then 
went to the sales depart- 
ment of the company, selling 
throughout the United 
States. 

He became assistant secre- 
tary of the company in 1903 
and vice president in 1913. 
In 1914 he became vice 
president and manager of 
the P. & F. Corbin Division 
and at the same time was 
made a director of the cor- 
poration. In 1925 he became 
first vice president and was 
elevated to the presidency in 
1945. 





Arvin Names Distributor 


MacMillan-Cameron Co., 
115 N. 3rd St., Wilmington, 
N. C., has been appointed a 
distributor for Arvin Indus- 
tries, Inc., electric house- 


wares and electric heaters. 

The company will handle 
Arvin distribution in North 
Carolina and several coun- 
ties in the upper part of 
South Carolina. 





Sargent Advances Fox 


J. E. Fox, Jr., has been 
named assistant manager, 
stock sales division, of Sar- 
gent & Co., New Haven, 
Conn. 





J. E. FOX, JR. 


During World War II Mr. 
Fox served 29 months as an 
industrial specialist in the 
Navy Department, traveling 
as an expediter to manufac- 
turers throughout the coun- 
try. Educated at George 
Washington University, 
Washington, D. C., he was 
district manager for Ray-O- 
Vac Battery Company before 
joining Sargent in February, 
1950. : 


Mirro Elects Bugenhagen 
New Vice-President 
Walter F. Bugenhagen, 
vice-president in charge of 
sales for the Aluminum 
Goods Mfg. Co., Manitowoc, 





W. F. BUGENHAGEN 


Wis., was unanimously 
elected to the new position of 
executive vice-president by 
the board of directors. _He 
also will continue as general 
sales manager. 

Mr. Bugenhagen started 
working in the company’s 
rolling mill 41 years ago and 
has had, broad experience. 





Schoellkopf Buyer 


Lute H. Durahm who has 
been associated with The 


Schoellkopf Co., Dallas, hard- © 


ware wholesalers for several 
years, will devote his full 
time to the buying and mer- 
chandising of housewares. 











The official family of Michigan R.H.A. sat for the Hardware Age camera at the 57th 
annual convention, held at the Hotel Statler, Detroit, Jan. 16-18. Seated, 1! to r., are: 
W. C. Judson, Big Rapids, director; Edgar N. Kalthoff, East Detroit, retiring president; 
J. Paul Hayden, Cassopolis, president; Michael D. Knopic, Midland, vice president; and 


Henry C. 


Huizenga, Grandville, director; standing, Robert M. Audrain, Gaylord; John 


Bolt and Harold C. Paul, Pigeon, director; William Moore, Detroit, treasurer; Ne 


Baldwin, 


Tecumseh, 


and Everett E. Cookson, 


Manistique, 


and Harold W. 


directors, 


Schumacher, Lansing, manager. 
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Seeds of 


SALES! 


ORDER “Alas” 
AND STOCK NOW... 


BE READY 70 SELL 
AND PROFIT! 


CHOREMASTER dealers get a 
steady flow of scientifically pre- 
pared selling aids, literature 
and other promotional ma- 
terial. These power packed 
signs, banners, decals, mats and 
reprints help cultivate pros- 
pects, sow the seeds of extra 
profits and reap quick sales. 








SALES & SERVICE 


POINT - OF - SALE 
MATERIAL 
Neon window, 


counter signs, 
banners, 





If you are already a CHORE- 
MASTER dealer, estimate your 
needs and get your order in now... 
for both promotional material and 
CHOREMASTERS and _attach- 
ments. Defense developments 
make it certain that there will 
be more and bigger home 
gardens this year. That means 

you can easily sell more 
CHOREMASTERS, first 
choice for garden tasks. 





| 
| 
CHOREMASTER Division | 


THE LODGE & SHIPLEY COMPANY | 
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CHOREMasTER 


GARDEN TRACTOR 















metal 
signs and many 
other colorful dis- 
play pieces tell 
customers you are 
an authorized 





828 Evans St., Cincinnati 4, Ohio ; 





MATS 


These hard- 
working, 
small space 
advertisements 
are available for 
























your local pa- Toke the "irk out of work 
pers. No charge. i." 
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CHOREMASTER 























ENVELOPE 
STUFFERS 


























Just one of many pro- 
motional pieces furnished 
free to ©CHOREMASTER 
dealers. 























DIAL-A-GARDEN GUIDE \ \ 


DIAL-A-GARDEN 
GUIDE 


ome - | 






Featured in dominant 
CHOREMASTER advertising 
in consumer magazines, 
this“ what-how-when"’ chart 
“takes the guess out of 
gardening” for the amateur. 










CHOREMASTER- 
NEBRASKA STATE TESTED 1950 





GET THIS DEALER KIT NOW: 
Please send me the CHOREMASTER Profit-Builder Book right away! 
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Address 
City 





Zone__ State 






















NEWS OF 


MANUFACTURERS AGENTS 








Toppel Moves to Denver 
For Jonas Company 


Jerry Toppel, of F. W. 
Jonas Co., has been trans- 
ferred from the Los Angeles 





JERRY TOPPEL 


office, 500 E. Third St. Mr. 
Toppel’s headquarters in Den- 
ver are at 1535 Wazee St., 
and he will handle the terri- 
tory in Colorado, Wyoming, 
Mortana, and southern Idaho. 
Mr. Toppel has been with the 
Jonas company since his re- 
lease from the Navy in 1946. 
Mr. Toppel succeeds A. G. 
Tiffany, who handled this ter- 
ritory for the past several 
years but was compelled to 
resign due to ill health. 





New Branches Opened 
By McCune-Merifield 


McCune-Merifield Co., 51 
Fremont St., San Francisco 
5, Cal., have opened two 
branch offices recently. One 
in Denver is managed by Rex 
Howard, and the other is in 
Edmonton, Canada, to cover 
the provinces of Alberta and 
Saskatchewan. 

McCune- Merifield repre- 
sents Elco Tool & Screw Corp., 
Matthiessen & Hegeler Zinc 
Co., Puritan Cordage Mills, 
Southern Handle Co., Para- 
gon Electric Co., Seaway Mfg. 
Co., and Smoker Lumber Co. 





News Notes 


L. L. Wilson, manufac- 
turers’ representative, for- 
merly located at 835 Western 
Saving Fund Bldg., Philadel- 
phia, has moved his office to 
his home in Wynnewood, Pa. 
The mailing address is Box 
F, Wynnewood. 
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General Products will han- 
dle sales for French In- 
dustries, importers of 
French Viellard - Migeon 
Hooks, on the Atlantic sea- 
board. General Products has 
recently moved from 40 
Engle St., Englewood, N. J., 
to larger quarters at 651 
Engle St. 


Paul E. Turner, 100 At- 
wood St., Greenville, S. C., 
has joined Southern Associ- 
ates, 826 Peachtree St., N. E., 
Atlanta, Ga., in the territory 
of North and South Carolina. 


Maxwell Kliman is now lo- 
cated at 3516 Cottman St., 
Philadelphia 24, Pa. 


Mack Thomas, Huntington, 
W. Va., will handle sales for 
Glasolier Co., Braddock, Pa., 
manufacturers of residential 
lighting fixtures. Mr. Thomas 
will cover West Virginia, 
Kentucky and southern Ohio. 


Mortimer Braverman, for- 
merly of 35-05 94th St., Jack- 
son Heights, L. I., N. Y., is 


now located at 9916 67th Rd., 
Forest Hills, N. Y. 


Southern Sales Co., 514 
Court St., Jackson, Miss., 
have been appointed repre- 
sentatives in the mid-south 
territory for Grand Special- 
ties Co., Chicago, makers of 
quick action C Clamp line. 


John A. Reilly, Jr., for- 
merly of 7 Glendale Rd., Mil- 
ton 86, Mass., has moved to 
37 Sheridan Dr., Milton. 


Van D. Clothier, Inc., 666 
Mission St., San Francisco, 
representatives for Wolver- 
ine Tube and Keystone fit- 
tings, has been named sales 
agents in California for 
Townsend Co., New Brighton, 
Pa. 

Eric F. Chemnitz Co., has 
moved from 1159 S. Broad- 
way, Los Angeles 15, Cal., 
to 1355 Market St., San 
Francisco 3, Cal. 

G. Edw. Reinert, 407 No. 
8th St., St. Louis 1, Mo., will 
handle the builders’ hard- 


ware line of the Ferum Co, 
New York City. 

J. K. Hughes, 2601 Noyes 
St., Evanston, IIl., is midwest 
representative for Neatslene 
Co., Omaha, Neb., and han- 
dles belt dressing, Neatsfoot 
oil, and other Neatslene 
products. 

Hardware Agency Co., for- 
merly of 89 Broad St., Bos. 
ton, Mass., maintains its of. 
fice and warehouse at 1169 
Tremont St., Boston 20, 
Mass. 


N. J. Aschermann & Co. 
are presently located at 1716 
S. Michigan Ave., Chicago 16. 








Lectro-Weld Moves 


Lectro-Weld, Inc., has 
moved to larger quarters, and 
is now located at 2189 W. 
26th Street, Cleveland 13, 
Ohio. 

This is the second move 
within the year to a plant of 
30,000 sq. ft. 

All the manufacturing is 
now under one roof and there 
is room for expansion. 





Wisconsin Governor 

Walter J. Kohler, Jr, 
president, The Vollrath Co. 
Sheboygan, Wis., has been in- 
augurated as Governcr of the 
State of Wisconsin. 








Western Retail Association Installs Officers 





Western Retail Implement & Hardware Association officers installed at the 62nd annual 


convention, held at Kansas City, Mo., Jan. 


16-18, are shown, seated, I. 


to r., Harry 


Wood, Fisher-Wood Hardware, Kiowa, Kan., Ist vice pres.; Melvin Rice, Rice Truck & 
Tractor Co., Butler, Mo., president; and Glenn W. Muncy, Muncy Bros., Inc., Dodge City, 
Kan., 2nd vice pres.; standing, Irvin R. Malott, Malott Hardware, Ottawa, Kan., Carl 
Connell, Connell Hardware, Cameron, Mo., and Al Risinger, Risinger Implement Co. 
Independence, Mo., three newly-elected directors, and William J. Shaw, secretary-treesurer: 
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OBITUARIES 





A. E. Alverson 


Albert E. Alverson, 75, 
former secretary of Greenlee 
Bros. & Co., Rockford, IIlI., 





A. E. ALVERSON 


and past president of the 
American Hardware Manu- 
facturers’ Association, died 
recently in hishome. Mr. Al- 
verson had been associated 
with Greenlee Bros. & Co. 
for 42 years and was com- 
pany secretary when he re- 
tired in 1943. He had also 
served as manager of the 
small tools division. 

He was elected assistant 
Rockford township supervisor 
four years ago, but had been 
unable to attend many meet- 
ins during the past year, due 
to his illness. 

Mr. Alverson had served 
the Community Chest both as 
vice-president and president. 
He was also a member of 
Kiwanis, Tebala Shrine and 
Crusader Commandery, and a 
former director of the Jesters. 

Surviving in addition to his 
widow is a son and a brother. 


Ralph A. Shaffer 


Ralph A. Shaffer, 72, as- 
sociated with Simonds Saw & 
Steel Co., Fitchburg, Mass., 
for nearly half a century, 
died at his home, West New- 
ton, Mass., on Jan. 6. 

Mr. Shaffer joined the or- 
ganization in 1906 starting 
in the Chicago office. Among 
the responsible positions he 
held with the company dur- 
ing his life were: San Fran- 
cisco branch manager, Chi- 
cago branch manager, steel 
sales manager, manager of 
Simonds Grinding Wheel Di- 


vision in Philadelphia and a 
director of the company. In 
1929 he was made general 
sales manager with offices in 
Fitchburg, Mass., which is 
the position he held at the 
time of his retirement in 
1940. 


A. L. Roberts 


A. L. Roberts, 85, who 
founded the Roberts Hard- 
ware Co., Clarksburg, W. Va., 
in 1903, died recently after a 
lengthy illness. 





H. LAWRENCE SCHMITT 


Birmingham 2, Ala., died Dec. 
29, 1950. 

Mr. Schmitt joined Wim- 
berly & Thomas in 1903 as a 
bookkeeper and since has 
filled every administrative 
post with the company. He 





H. Lawrence Schmitt 


H. Lawrence Schmitt, 73, 
vice-president and treasurer 
of Wimberly & Thomas Hard- 


ware Co., Inc., wholesalers, 


License U. S. Steel to 
Make Cor-Ten Steel 


United States Steel Co., 
Pittsburgh, Pa., announced 
recently that Acme Steel Co. 
has been licensed to manufac- 
ture “Cor-Ten,” corrosion re- 
sistant, high strength, low al- 
loy steel developed by Car- 
negie-Illinois Steel Corp. 

Lukens Steel Co., Republic 
Steel Corp., Crucible Steel 
Co. of America, Inland Steel 
Co., Sharon Steel Co., Greer 


Co., also a 
subsidiary of 


Alcoa Mining 
wholly-owned 
Alcoa. 


Hyde Wins Safety Award 


The Hyde Mfg. Co., South- 
bridge, Mass., has announced 
with pride the receipt of a 
Certificate of Merit Safety 
Award presented them by 
Fred Lorinser, servicing en- 
gineer of the Liberty Mutual 
Insurance Co. The company 


Steel Co., Colvilles, Ltd. Se , 

: : this 
(Glasgow, Scotland), United ee Poegieel a on. 
Steel Co.’s, Ltd. (Sheffield, ®W8FO Stier compiling or 
England) onl ‘tani ome 205 man-hours of work from 


May 3, 1950, to Oct. 1, 1950, 
without a lost time accident. 
The record continues as of 
Jan. 1, 1951. 


Steel Co. have been licensed 
by the company to manufac- 
ture “Cor-Ten.” 





Aluminum Company 
Builds New Alumina Plant 


Aluminum Company of 
America has started con- 
struction of a new alumina 
plant near Bauxite, Ark. 

Designed to process low- 
grade bauxite ore, the new 
plant will increase by nearly 
50 pet the amount of alumina 
now being produced by the 
company. Alumina is the re- 
fined ore from which basic 
aluminum is obtained by the 
smelting process. 

To be operated by Alumi- 
num Ore Co., wholly-owned 
subsidiary of Aluminum 
Company of America, the 
new plant will be situated on 
a 200-acre site adjoining the 
bauxite mining operations of 


wholesale distributors, 


and the District of Columbia. 
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have been moved 
City to Jersey Ave. and How Lane, New Brunswick, N. J. 
The new location comprises 22,000 sq. ft. of warehouse and 
office space, all on one level. 
brick and glass with four shipping and receiving entrances. 
The warehouse is served by a private railroad siding. The 
company has been in business since 1928, and it now covers 
Connecticut, New York, New Jersey, Pennsylvania, Delaware 


is survived by his widow, Mrs. 
Ione Irving Schmitt, and 
daughter, Mrs. Judson F. 
Webb, Jr., and a sister. 





Hugh C. Spaulding 


Hugh C. Spaulding, , 84, 
sales representative for the 
Round Oak Stove Co., and a 
former mayor of Reading, 
Pa., died recently at his home. 
He was a member of the Ro- 
tary Club in Reading and the 
Masonic Lodge. 


Daniel D. Walker 


Daniel D. Walker, 76, D. D. 
Walker Co., manufacturers’ 
representative, died recently 
at his residence, 169 Calvert, 
Detroit, Mich. Mr: Walker 
was a sales representative for 
The Geo. Worthington Co., 
Cleveland, Ohio, prior to 
establishing the D. D. Walker 
Co. 


Pittsburgh Wholesalers 
To Hold 18th Mart 


The Pittsburgh Wholesale 
Merchants Association, a di- 
vision of the Chamber of 
Commerce of Pittsburgh, will 
hold their 18th Merchandise 
Mart at Syria Mosque from 
March 12-15, 1951. 

This is a dealer show and 
on display will be new lines 
of ranges, records, kitchens, 
hardware, housewares, paint, 
lighting fixtures, radios, tele- 
vision, electric appliances, 
hard and soft floor coverings, 
mattresses and sporting 
goods. 

From 3000 to 4000 dealers 
from the Tri-State territory 
are expected to visit the 
show, 


Friedstrass Moves to New Location 


* 





The warehouse and offices of The Friedstrass Co., Inc., 


from New York 


Construction is of fireproof 
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The Business Outlook—Markets and Price News 


(Continued from page 14) 


dealer rather than subject to a 
dealer discount, as before. Prices 
are subject only to regular pay- 
ment terms of 2 pct 10 days; net 30. 

The company states that the 
change to-quoting on a net basis is 
in conformity with wishes of deal- 
ers generally. It also asserts that 
the increase in the selling price 
has been forced on it by higher 
fiber costs. 

The Plymouth notice to dealers 
states, in part: “The prices of hard 
fibers, all of them, have been stead- 


ily increasing and are higher today 
than ever before, and substantially 
higher than at the time of our last 
price increase. 

“We are especially reluctant to 
increase rope prices in the light of 
the position which the Government 
is taking but Governmental policy 
does not allow for necessary in- 
creases. Our fiber comes from for- 
eign countries; its price has not 
been rolled back. It has continued 
to advance, as we have said, to new 
high levels.” 





Hardware Price Survey Shows 9 Pet 
Rise in Three-Month Period 


Using a typical hardware deal- 
er’s order of 428 staple items as a 
basis, The Salt Lake Hardware Co., 
Salt Lake City, Utah, has charted 
the price history of that order over 
a 9-year period, during which it 
increased in value 63.07 pct; from 
the original dollar value on March 
1, 1942, of $2,955 to $4,819.99 on 
Jan. 2, 1951. 

During the 3-month period from 
Sept. 22, 1950, to Jan. 2, 1951, the 
increase was 9.12 pct. The order is 


divided into several classifications 
and in) quantities as nearly average 
as the company could accurately 
determine. 

Among the classifications, plumb- 
ing items, not including enamel- 
ware, showed the largest price 
rise, 87.13 pct, compared with 
March 1, 1942. Next largest gain 
was in housewares, 69.37 pct over 
1942 with builders’ hardware show- 
ing an increase of 68.42 pct in the 
9-year period. 


63.61 pct; machinery items, 42.04 
pet; automotive accessories and 
supplies, 35.50 pct; paints, oil, and 
glass, 58.18 pct; small tools, con- 
tractor’s supplies, agricultural im- 
plements, steel and heavy hardware, 
67.66 pct; cutlery, excluding pocket 
knives, guns, ammunition and ac- 
cessories, athletic equipment, fish- 
ing tackle, bicycles and supplies, 
62.83 pct. 


Personal Income Rate 
Advanced in November 


Personal income was at an an- 
nual rate of $231,900,000,000 in 
November, the Commerce Depart- 
ment reported. This was an $800,- 
000,000 rise over the $231,100,000,- 
000 rate reported for October. 
Wage and salary receipts were at 
the rate of $151,300,000,000, com- 
pared with $150,700,000,000 in the 
previous month. 

Total employer disbursements 
were at an annual rate of $154,- 
300,000,000 in November, as 
against $153,800,000,000 a month 
earlier. Total farm income was 
at a rate of $18,900,000,000, com- 
pared with $18,400,000,000 in 
October. 


Business As Usual Is ‘Out' 
Dealers Are Cautioned 


“Business as usual” is “out” for 
1951, unless conditions change, 
Joseph B. Elliott, vice-president in 
charge of RCA Victor Consumer 
Products told the National Appli- 
ance and Radio Dealers Associa- 
tion, meeting in Chicago. He called 
on retailers to prepare for mer- 
chandise shortages in the near fu- 
ture and added: 

“There is no prospect of business 
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anticipate production beyond the 
3, 42.04 fi-xt quarter of the year. We don’t ve " 
om + kiiow what allotments of key raw little tools can 
. ™ om materials to expect, because nobody | . 
io ra knows from day to day what news mean BIG business 
q » the next few hours will bring from 
é oe the fighting fronts. 
' pocke ° ° 
] Manufacturers, he said, will hold ee a 
4 gre production levels as high as avail- LE KIN 5-Application 
a able materials permit, but pre- * 
applies, | dicted that production will fall far RADIUS GAGES 
below demand. | Pave the Way for 
| id Increased Tool Sales 
9 of 10 Owners of Old TV : abe enig 
- - i *Pioneered by Lufkin 
Sets Will Replace in 1951 
an an- | 
000 in Replacement during 1951 of | | 
Jepart- more than 90 pct of the 1,160,000 
-$800,- television receivers which were ‘ 
10,000,- purchased in the years 1946 | 
ctober. through 1948 was forecast by | 
rere at Walter L. Stickel, national sales 
, com- manager, receiver sales division, 
in the Allen B. Du Mont Laboratories, 
Inc. 
2ments Addressing a TV merchandising 
$154,- panel at the National Appliance and 
ry as Radio Dealers Association conven- 
month tion in Chicago, Mr. Stickel | 
e€ was ascribed one reason for the antici- | 
, com- pated heavy replacement demand to 
0 in the fact that those who bought 7, 
10 and 12-inch receivers in the | 
early days of television are now | 
dissatisfied with the small screen | 
sizes and want bigger pictures. 
Another reason, he said, was that Mac hinists are quick to appre- 
t” for the serious international situation ciate the proven . . . he oous- A a 
° ° tive designing . . . that goes into A 
lange, and newspaper stories of projected Lufkin Radius Gages—this [aN a 
ent in receiver output cutbacks have satisfaction with “little” items & rm 
sumer caused owners of these sets to de- — & wey . bigger sales we 
A ppli- sire to make their replacements as | ee ee ee ra) Py 
socia- soon as possible. For instance, each Lufkin Ra- 4 | 
called | ena 2 Is 7 fe esr poe | 
which can indepenc ently anc i 
mer- + more accurately be applied, in Radius G Set No. 77C | 
ir fu- Heavy Ordering on Lamps | 5 important ways, to the work. wen — Kg | 
In addition, each blade carries the corresponding extergal and internal 
siness Reported At N. Y. Show forms—the most practical . . . most useful combination. 
can’t A good supply of lamps, made of These advancements in Lufkin Radius Gage design typify the superior - 
both conventional and substitute features that distinguish the complete Lufkin line. Progressive deal- i 
materials, is assured for all of 1951, a meng ng aed these finer Reman, Gas it paves the way to “big 
it was stated at the semi-annual yusiness in u in precision OO! Saics. F 
7a Lamp Show held in New York, re- New LUFKIN “see-your-hardware-dealer” Advertising Campaign | 
25 cently. Orders at the show exceed- ; 
° Every Lufkin ad in the Roto Sections of leading Sunday Newspapers, } 
S ed expectations. Trade, Industrial, and other Consumer Magazines appears to a com- i 
. Most of the orders were said to bined neerer grange! hear vig million! This ee oe 
: is designed to build more sales in your territory—for YOU. It pays j 
be of a conservative nature and 8 ae sae ns 
to promote Lufkin Tapes, Rules, Precision Tools. It’s the line that j 
e where scare orders were placed promotes YOU. 
al they were for metal lamps in an | 
effort to beat restrictions on the | 
civilian use of copper which go into ar 
effect March 1. TAPES + RULES 
Longer Advance Orders | PRECISION TOOLS 
On Furniture at Show | THE LUFKIN RULE CO. 
Exhibitors at the Winter Furni- | SAGINAW, MICHIGAN + New York City - Barrie, Ontarie 
— ture Market which closed in Chi- 
cago Jan. 19, reported stronger PE eee 
1951 HARDWARE AGE, FEBRUARY 8, 1951 169 








x-acto makes 
CREATIVE HANDS 
—B8BUVING HANOS 


Creative hands reach for X-acto knives and 
tools — naturally — because smart hobbyists 
know there’s an X-acto for every creative 
need or purpose. 


Your customers know and recognize the value 
received when they ask for nationally adver- 
tised, precision-made X-acto merchandise. 


. . - And dealers know that the profit-pro- 
tected X-acto line yields big dividends in 
new sales... extra sales... repeat sales. 
Cut yourself in on X-acto’s Sales-Powerful 
“show” now. PROFIT with X-ACTO KNIVES, 
OOLS and HANDICRAFT KITS — retailing 


from 25¢ to $30. 










Send 10¢ to cover postage | 
for our new illustrated 
28-page Catalog. 


X-acto Crescent Products Co., Inc. 
440 Fourth Avenue,New York 16,New York 








170 








selling than at the same event a 


year ago. With future supplies of 
goods uncertain, dealers sought to 


book orders ahead into the second 
quarter, instead of for the normal 
90 days. 


Consumers Will Have $16 Billion More Income 
This Year, Department Store Owners Are Told 


A prediction that retailers will 
have a record spring season volume 
was made by Edward Schwartz, 
vice president and general manager 
of Amos Parrish & Co., Inc., in 
addressing the 24th annual conven- 
tion of the Wholesale Dry Goods 
Institute in New York. Demands 
of the military, he said, would not 
make any significant inroads into 
department store-type goods. 

Consumer income will rise by at 
least $16 billion in 1951, Mr. 
Schwartz stated, adding that not 
over $5 billion of this would be ab- 
sorbed by taxes. He declared that 
prices would rise whether or not 
there are controls and that prices 
of department store merchandise 
have already risen 9 pct since out- 
break of war in Korea last June. 

He stated that a subsistence in- 


come now is $2,000 for the average 
family, or twice as much as in 
1932. Only 35 pet of U. S. families 
were earning less than such an in- 
come in 1950, as against 47 pct 
subsistence familities in 1932, he 
added. 

Volume in department and spe- 
cialty stores surveyed showed a 37 
pet rise in the week ended Jan. 6, 
compared with the same 1950 week, 
he stated. In the week ended Jan. 
13 there was a 30 pct rise and 29 
pet in the week ended Jan. 20. 

Stating that there has been a 
“revolution in buying power,” Mr. 
Schwartz declared that this year 
alone there will be a rise of 1,000,- 
000 persons in the number joining 
the “consumption market.” This 
means, he continued, “that demand 
cannot help but rise continually.” 


R. H. Macy & Co. Enjoined From Cutting Fair Trade 
Prices on G-E Appliances After Long Court Case 


The business principle of fair 
trade was strongly bolstered by a 
decision handed down in Manhattan 
Supreme Court, New York City, 
Jan. 16, which permanently enjoins 
R. H. Macy & Co. from selling Gen- 
eral Electric Co. small appliances 
at less than established fair trade 
prices. 

In handing down his decision, 
following a prolonged court battle, 
Justice Henry Clay Greenberg out- 
lined a course of,action for General 
Electric which may well be followed 
by other fair trading manufac- 
turers. 

During the months of litigation, 
the Macy legal staff made the de- 
fense that the department store 
was justified in cutting General 
Electric’s established fair trade 
prices in order to meet the competi- 
tion of New York discount houses. 
Macy claimed that G-E was not en- 
titled to relief in the court since it 
had failed to enforce its fair trade 
prices equitably. The giant store 
claimed that it had asserted its 
right to compete with discount 
houses after its comparison shop- 
pers found them selling before the 
legal minimum prices. 

Justice Greenberg’s decision said 
in part, “To refuse an injunction in 
this case would result in irrepara- 


ble injury to General Electric, since 
it would in effect render all of its 
existing Fair Trade agreements un- 
enforceable and would result in the 
collapse of its existing price struc- 
ture.” 

Continuing, his opinion stated, 
“To grant an injunction providing 
the Fair Trade agreements are ef- 
fectively enforced, would work no 
hardship on Macy’s in the interest 
of an equitable solution, therefore, 
an injunction will be granted to the 
plaintiff, conditioned on the contin- 
uation by it of its present vigorous 
enforcement activities.” 

The court pointed out that Gen- 
eral Electric should: Keep itself in- 
formed as to price cutting activities 
and other trends generally known 
in the industry or trade; keep close 
scrutiny over prior violators and 
take appropriate action where indi- 
cated; investigate and follow up 
complaints vigorously; enforce fair 
trade prices by repeated legal ac- 
tion if necessary, and pursue a con- 
tinuing and sustained enforcement. 

H. L. Andrews, vice president in 
charge of the G-E Appliance and 
Merchandise department, said in a 
statement following the decision: 

“The injunction granted against 
R. H. Macy & Co. should lay at rest 
the uncertainties that seem to have 
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No. 3 Ratchet Threader 
For Pipe, Bolts, Conduit 


Beaver No. 3 Ratchet Threader is a de- 
luxe tool with fully-enclosed ratchet teeth 
that cannot get gummed-up or mutilated— 
thus eliminating the danger of serious ac- 
cidents caused by ratchet slippage. 


Die segments square in shape—no weak 
sections—are easily removable for sharp- 
ening and can be inverted for close thread- 
ing. Ample openings between segments 
for oiling and chip clearance. 

Diehead carrier free—enclosed metal 
tool-box available extra. 


Beaver No. 3 threads Pipe, % to 1”; 
Bolts, 4 to 1”; Conduit, 4% to 1; Brass 
Tubing, 34-20; 5% or 34-27 Thread. Also 
specials. 

Write for complete new Catalog No. 49 
—free! It shows a complete line of hand 
tools, 4 to 12-inch; electric pipe & bolt 
machines, power drives, etc. Address 
Beaver Pipe Tools, Inc., 234-300 Dana Ave- 
nue, Warren, Ohio, U. S. A. 


50 Years of Friendly Service 
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; arisen in 


the minds of 


| across the country about the future 


of fair trade and General Electric’s | 


| fair trade program specifically. 


“General Electric’s fair trade en- | 


| forcement program in 1950 includ- 
| ed the shopping of a large number 


of retailers in New York City, and 
the securing of injunctions against 


all who were found to be violators. | 


| Subsequent shopping showed that 
| some dealers violated the injunc- 
| tions, and in such cases. contempt 
| proceedings were instituted which 
| resulted in fines being imposed by 
| the court. 


“General Electric intends to con- 
tinue its shopping activities and 
will enforce its fair trade contracts 
by appropriate action, bringing suit 
where necessary. It is convinced 
that fair trade is essential to pre- 
vent the depweciation of the manu- 
facturer’s trade mark and good will 
and to prevent destructive price 


| wars which would tend to force the 


cheapening of merchandise and ulti- 
mately bring about the withdrawal 
of high quality goods from the 
market.” 

Hailing the court decision, John 
W. Anderson, president of the 
American Fair Trade Council, 
said, “While the court has not es- 
tablished a new concept of Fair 
Trade law, its outline of an enforce- 
ment program for a Fair-Trading 
manufacturer is sound in law and 
equity and will help strengthen 
Fair Trade as an economic force 
working in thé public interest. 

“The American Fair Trade Coun- 
cil has declared often its position 
that since Fair Trade must be by 
voluntary action of a manufacturer, 
the duty or reasonable and diligent 


| enforcement rests upon him.” 


Mr. Anderson concluded, “The 
practice of discount house opera- 
tors, and their ilk, is to short cir- 


cuit and disrupt the normal chan- | | 


nels of distribution through which 
the American consumer has been 


served so well, and must continue | 


to be served.” 


Personna Bucks Trend, 
Cuts Razor Blade Prices 


Reductions in the price of its 
new razor blades, as much as 50 
pct in some instances have been an- 
nounced by Personna Blade Co. 
The new prices will become effec- 
tive as soon as distribution of the 


| new blades is completed. The new 


BERVE? 


blades are claimed to be identical 
in quality with the old ones. Pres- 
ent prices of 10 blades for $1 and 
five for $.50 for double and single 


retailers , 















New, Improved 10-N 


GARDEN GROWER 


A “Must” for the Home Gardener 








Feature this highly useful, versatile tool in 
your Spring garden showing .. . it's o 
sure seller. 

10 in. revolving reel with saw-tooth carbon 
steel blades . . . double-edge weeding 
knife, adjustable for depth. 5-prong de- 
tachable cultivator. Shovel attachment. 
Lawn-mower handle, adjustable for height. 
Attractively finished. 


NTHER POPULAR NORCROSS PRODUCTS 


© Cultivators (1, 3, 4, 5 prong) @ Weeders 
@ Asparagus knife © Full line of forks 


C. S. NORCROSS & SONS CO. 
BUSHNELL, ILLINOIS 


Ask Your Independent 
Jobber 


Quality Garden Tools 
Since 189] 





Feature ro TAMAS, 





ae hear; 
Profitable Sales 





“Gold Label” ® 
Sprinkler 


“Gold Label” © 
"Hesse. nel 





When you select Sherman as 
your source of supply for Lawn 
Hose Goods, you’re giving your- 
self many extra advantages to- 
ward Bigger and Better Sales! 

The Registered Trade Marks 


“Sherman,” “Gold Label” and 
famous names such as “Long- 
Grip, ” “Handy Spray” and “Stay- 
flat” are quickly recognized and 
preferred by millions of cus- 
tomers. 

Stock up now with these and 
many other fast-selling items in 
the 1951 Sherman Line. Contact 
your Jobber Salesman _ right 
away! 


H. B. SHERMAN MFG.CO. 


Battle Creek, Mich. 


Steuart 


® 
LAWN HOSE FITTINGS 
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| 


edge and 10 for $.59 and 20 for 
$.89 for injector blades wil’ be re- 


duced to five for $.25, 10 for $.49 
and 20 for $.89 for the entire line. 


Home Building ieonanedl 59% Last Year 
In the 37 States East of the Rockies 


An even 40 pct increase over 
1949 figures was the final figure 
for 1950’s resounding construction 
boom in the 37 states east of the 
Rockies, it was announced by F. W. 
Dodge Cgrp., construction news and 
marketing specialists. The 1950 
total was $14,501,055,000. 

The strongest classification in 
terms of comparative gain was resi- 
dential which was up 59 pct over 
1949 for a total of $6,741,028,000. 
Non-residential awards in 1950 
totaled $5,181,595,000 which was an 
increase of 42 pct over the 1949 
figure. Public and ®private works 
and utilities totaled $2,578,432,000 
in 1950, or 4 pct more than the 
1949 total. 

The December construction 
award total of $1,168,432,000 was 


7 pet higher than November and 
26 pct above December, 1949, ac- 
cording to Dodge. 

In December, 1950, non-residen- 
tial awards totaled $490,375,000, an 
increase of 13 pct over November 
and a gain of 62 pct over the De- 
cember, 1949, total. Residential 
awards in December were $478,- 
583,000 or 4 pct less than Novem- 
ber, but 14 pct more than Decem- 
ber, 1949. 

Public and private works and 
utilities totaled $199,474,000 in 
December or 28 pct higher than 
November, but 4 pct below Decem- 
ber, 1949. 

Floor area totaled 1,313,879,000 
sq. ft. in 1950, an increase of 51 
pet over the 1949 total. 





Retail Sales of All Kinds, Last Year, 
Were 10% Higher Than in Previous Year 


The December sales of all retail 
stores are estimated at $14.4 bil- 
lion, or 12 pct above a year ago, 
by the U. S. Dept. of Commerce. 
This brought sales for 1950 as a 
whole to $140 billion, exceeding by 
about 10 pct the 1949 total and by 
nearly 8 pct the previous high es- 
tablished in 1948. 

Sales of durable goods stores 
generally are estimated to have 
been higher in December than in 
November, except for the building 
material and hardware group. The 
preliminary December sales esti- 
mate for this group was $940 mil- 


lion as compared with $957 million 
in November. This undoubtedly 
was largely due to the marked de- 
cline in residential building. 

The decline in seasonally - cor- 
rected sales evident in the fall 
months, reflecting a reaction to the 
buying wave of the summer months, 
was reversed in December. After 
adjusting for seasonal factors and 
trading day differences, sales in 
December were up 6 pct from No- 
vember, recovering more than half 
the decline from the July peak. 
Part of the November to December 
rise reflected increases in prices. 





Steel Mills Top 2-Million 
Ton Level for First Time 


Weekly output of the steel in- 
dustry crossed the 2,000,000 ton 
level for the first time in the week 
of Jan. 22, with the production of 
ingots and castings estimated at 
2,017,000 tons. The American 
Iron and Steel Institute reported 
the industry operating its facili- 
ties at 100.9 pct of capacity in or- 
der to reach this goal. 

In the previous week the steel in- 
dustry operated at 99.6 pct and set 
the previous record of 1,991,600 
tons. A month earlier operations 
were at 100.1 pct and production 
amounted to 1,930,600 tons. A year 
ago operations were at 93.9 pct 


of capacity and output totaled 1,- 
790,000 tons. 

With the greater volume of de- 
fense activity the National Produc- 
tion Authority has boosted the per- 
centage of mill output which must 
be devoted to priority orders. DO 
orders must be accepted up to 35 
pet of output of slabs, blooms, hot- 
rolled bars and tubing, instead of 
25 pet as previously ordered. 


3 Million TV Sets Can 
Be Made, Maker States 


A prediction that 3,000,000 tele- 
vision sets can be built in 1951, 
provided no further drastic re- 
strictions are imposed by the gov- 
ernment was made by F. M. Sloan, 
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MONEY MAKERS 


For Hardware Stores 
DAISY utc: 


CEMENT-ON-SOLES 





No other soles stick so 
tight, 
and give such wonder- 
ful satisfaction, thanks 


Millions sold yearly for 
men, women, children. 
Come on 4 color dis- 
play card. Write for 
catalog and prices. 


wear so long, 


Patented feature. 





SCHACHT RUBBER MFG. CO. 


Dept. H, Huntington, Indiana 











PLASTIC. HOUSEWARES 






This label moves merchandise | 


The Burrite guarantee label is our contract 
with your customers for quality and per- | 
formance. It creates not only initial sales 
but assures you of big volume repeat busi- 
ness. It is only because of this huge volume ~ 4 
that we are able to produce Burrite quality 

at prices competitive with ordinary lines. 


These exclusive Burrite features make / 
the difference with your customers. Ly 


¢ Extra fine detailing and finishing a = 
* Clean, uniform, permanent colors 


‘° Extra heavy weight materials 
» ,° The famous “Burrite Guarantee’ 4 


! Fonts * 


. 







GUARANTEED 


...Every Burrite Product is made of the 
finest materials and workmanship...Colors 
are permanent...Burrite Products assure 
complete satisfaction, under all 
normal use. 
















Fa 












Original, distinctive styling 








Write today for prices, 4 
samples and f 
information. 
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manager of the television-radio di- 
vision of Westinghouse Electric 
Corp. at a distributors’ meeting in 
New York. He put January out- 
put of receivers at 500,000 sets and 
anticipated a gradual tapering off 
of monthly production thereafter. 

Seven new television receivers 
and nine new radios were pre- 
sented to the distributors at the 
meeting. The new TV prices are 
unchanged from comparable models 
in the old line. 


Household Washer Sales 
Last Year 41°% Higher 


Factory sales of standard-size 
household washers in 1950 totaled 
4,289,931, or an increase of 41.4 
pet over 3,033,106 units in 1949, 
according to industry-wide figures 
announced by* the American Home 
Laundry Manufacturers’ Associa- 
tion. 

Dryers sold in the year aggre- 
gated 318,488 units, 201.2 pct more 
than 105,727 in 1949. Sales of 
ironers aggregated 409,200 com- 
pared to 307,345 in the preceding 
year, a gain of 33.1 pct. 

Washers’ sold in December 
amounted to 377,013 units, com- 
pared to 379,964 in November, off 
.78 pet, and 58.7 pet more than 237,- 
591 in December, 1949. Sales of 
dryers in December were 25.3 pct 
above November, 41,418 compared 
to 33,044, and showed an advance 
of 171 pct over 15,282 in December, 
1949. December ironer sales ag- 
gregated 38,800 units, down 7.4 
pet from 41,900 in the preceding 
month and a gain of 100 pct over 
19,400 units in December, 1949. 


22°/, More Vacuum Cleaners 
Sold at Factories in 1950 


Factory sales of standard-size 
household vacuum cleaners in 1950 
totaled 3,529,412 units, an increase 
of 22.3 pct over 2,886,514 in 1949, 
according to industry-wide figures 
announced by C. G. Frantz, secre- 
tary-treasurer of the Vacuum 
Cleaner Manufacturers’ Associa- 
tion. 

Sales in December totaled 288,- 
756 units, an increase of 8.8 pct 
over 265,310 in November, and also 
8.8 pct more than 265,513 vacuum 
cleaners in December, 1949. 


New Rubber Supply May 
Reach New High This Year 


Barring interference with pro- 
duction and shipment of crude rub- 
ber from the Far East, the world 
supply of new rubber should set a 





DON'T MISS THIS 
OPPORTUNITY FOR 


61 
PROFIT 


ON STERLING BRUSH 
eam, CLEANER 
STERLING 


BRUSH CLEANER 





HERE’S THE DEAL 


You get Cost to you Retails for 
12 quarts 
24 pints $20.40 $30.60 


24’, pints $20.40 


plus 10 FREE Profit $10.20 
Brush Combs Added profit$ 3.50 


TOTAL PROFIT $13.70 


{NINN = 67.1% 
—" 9 








_—— an a 











Reed’s paint brush combs regularly retail 
for 35c apiece. We supply them FREE! 
You get all this plus special free 
counter display and free supply of 
advertising leaflets. And, remem- 
ber, you can’t sell a better brush 
cleaner than Sterling’s. 

THIS GET-ACQUAINTED OFFER GOOD 
ONLY DURING JANUARY & FEBRUARY. 


Act now. Send your order to: 


STERLING 


PAINT AND VARNISH COMPANY 


184 Commercial Street, Malden, Mass. 
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 Mechanic’s 
_» Open-End 
Wrenches 


QUALITY WRENCHES 
‘FOR QUICK SALES 


Here are a few of ihe many 
outstanding features of these 
top-quality wrenches. 
Forged of Chrome Molybdenum 
steel—a high grade “Alloy”. 


Long narrow bar which reduces 
weight and increases clearance 
around obstructions, 


Narrow streamlined jaws—for use 
in close quarters. 


Precisely heat treated in modern 
automatic furnaces. 


Fully chrome plated over copper 
and nickel. 


Bright heads, accurately milled. 
In brief, maximum strength 
with minimum bulk and 


weight. Very popular with 
good mechanics. 


To show it is to sell it. 


THE VLCHEK TOOL COMPANY 


3001 East 87th Street * Cleveland 4, Ohio 





A COMPLETE LINE OF 
HIGH-GRADE FORGED TOOLS 





174 





new high this year of about 2,800,- 


| 000 long tons, said John L. Collyer, 


| president of the B. F. Goodrich Co., 
| Akron, Ohio. 


Of the total supply, 1,860,000 
tons would be crude and 940,000 
tons would be man-made, of which 
880,000 tons would be produced in 


the United States. He noted the 
world consumption of new rubber 
set a record in 1950, amounting to 
2,240,000 tons. 

Unless conditions in the -Far 
East deteriorate, the price of 
crude rubber should drop sharply 
this year, Mr. Collyer stated. 


Appliance Stores Did 345% More Business 
In 1948 Than 1939; 62% More Establishments 


Household appliance stores in the 


United States had sales of $2,159,- 





000,000 in 1948, according to the 
final Census of Business Figures 
released by the Bureau of the 
Census, U. S. Dept. of Commerce. 
This was a 345 pct rise over the 
$485,000,000 total for sales of this 
type of stores in 1939, the year of 
the previous Census of Business. 
Sales of radio stores increased 


More Plastic Available 
But Less Items in Prospect 


There will be fewer plastics 
items to be found in stores this 
year than in 1950, despite the fact 
that production of plastics is at an 
all-time high, it was indicated at 
the seventh annual technical con- 
ference of the Society of Plastic 


| Engineers in New York. Demand 
| is running well ahead of supply 
| now for almost all types of plastics 


| civilian 


although amounts being channeled 
into defense uses are still low, 
Frank H. Carman, assistant secre- 
tary in charge of plastics of the 
Manufacturing Chemists’ Associa- 
tion, said. Several producers, he 
said, have indicated that orders are 
as much as 25 pct over output. 
Increasingly large amounts of 
plastics will be needed for the de- 
fense program over the rest of this 
year, with correspondingly less for 
products, Mr. Carman 


| stated. 


| fleets in 


Farmers Buy More Tires 


Than Truck Fleet Operators 


So fast has been the growth of 
the farm market in the past decade 
that many large farms now buy 
more tires annually than do truck 
industrial cities, said 


| Joseph E. Powers, B. F. Goodrich 


Co., truck and bus tire sales man- 
ager. 

Addressing the Maryland, Dela- 
ware & Virginia Farm Equipment 
Association, meeting in Baltimore, 
he said that, taken as a whole, 





from $49,000,000 in 1939 to $384,- 
000,000 in 1949, a 689 pct rise. 

At the same time there was a 
sharp rise in the number of estab- 
lishments for these two kinds of 
business between the two Censuses 
of Business. There were 29,700 
household appliance stores in the 
United States, compared with 
18,002 in 1939. There were 7,231 
radio stores in 1948, compared with 
2,911 in 1939. 


“agriculture is a larger business 
than steel and transportation com- 
bingd.” Practically 100 pct of the 
4,000,000 tractors now in use on 
American farms “are rolling on 
rubber tires,” he declared. 

“One in every three trucks is 
used in some agricultural capacity 
and one of every five automobiles 
is owned by a farmer,” he said. 


More Than 3 Million 
Gas Ranges Shipped in ‘50 


Shipments of domestic gas ranges 
in 1950 appear headed for a new 
record when final returns are in. 
Total shipments are expected to top 
3,000,000 units for the first time. 

The optimistic expectations for 
the year are given support by total 
industry shipments for the first 11 
months of 1950 which amounted to 
2,776,600 units, as against 1,893,- 
900 units in the same 1949 period, 
a rise of 46.6 pct. The 11-months’ 
total is better than the figure for 
all of 1948, the previous record 
year, when shipments amounted to 
2,750,000 units. 

November shipments amounted 
to 262,600 units, as against 237,400 
units in November, 1949, a 10.6 pct 
rise. 


15°, Fewer Tires 
Shipped to Dealers 


Manufacturers’ shipments of pas- 
senger tires in November amounted 
to 6,246,703 casings, compared with 
7,340,146 casings in October, a 15 
pet drop, the Rubber Manufactur- 
ers Association, Inc., reported. 
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He. 41 Reel end Plumb for “multi-room building applica- | 
Bob, as_ illustrated, for ti “ aad 
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THIS SPRING 


feature 


yood rite 


No_Nib’I 


Reg. U. S. Pat. Off. 





the rabbit repellent 
that really works! 


@ Your customers will go for this rabbit 
repellent that protects flowers, shrubs, 
vegetables and ornamentals. 

Rabbits run at the first bite or two, 
and stay away. Tested by agricultural 
authorities and hundreds of users. A 
really effective and positive repellent. 


easy to apply 
Apply Good-rite No-Nib’! directly from 
the shaker top can, or use it as a spray. 
Non-injurious to animals. Harmless to 
plants and soil. 


sells fast 


Dealers who feature Good-rite No-Nib’! 
in the special counter display report 
fast sales to those who have rabbit trou- 
ble in their gardens — and that means 
almost everybody! 





together and pooling incomes, but 
also some individuals living alone, 
had no debts at all. 

The 10 pct of the population 
with highest incomes owed about 
a fourth of the $65,000,000 total of 
consumer debt. The Board felt 
that this side of the picture was 
brighter as it had found earlier 


that a third of the nation’s fami- 
lies overspent their incomes in 
1949, when prices were lower 
than now. 

About a third of the families in 
the $1,000-$2,000 income bracket 
owned a home and two-thirds of 
the families with incomes above 
$7,500 were home owners. 


Yale & Towne Shows New Tubular Lock Line; 
Production Being Revised; Allocations in Effect 


Certain lines of Yale locks and 


| builders’ hardware will be stepped 


up, while other lines will be sus- 
pended during the national emer- 
gency, Raymond K. Watkins, Yale 
& Towne’s trade sales manager re- 
vealed at the opening of the 
convention of the National Associa- 
tion of Home Builders, at Chicago. 

The production of Yale locks and 
builders’ hardware for consumer 


| use is in process of sweeping re- 


scheduling at the Stamford Division 
of The Yale & Towne Mfg. Co. in 
an effort to get maximum output 


| of its products from those critical 


metals which have been restricted 


| by government order, Mr. Watkins 
| reported. 


Here’s your opportunity | 











a fast-selling specialty. 
Send your order in today 
and cash in on this prof- 
itable spring business. 


Address Dept. CU-2, 


Co., Rose Bldg., Cleve- 
land 15, Ohio. 








( jood- rite 


No-Nib’! 


Reg. U. S. Pat. Off 





A product of 


B. F. Goodrich Chemical Co. 


A Division of The B. F. Goodrich Company 
Rose Building Cleveland 15, Ohio 
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to make good profits on | 


It was stated that production of 
popular residential tubular locks 
will be concentrated entirely on a 
completely new line to be marketed 
as Yale’s Home Duty Tubular 
Locks. These new locks will be 
manufactured in four models. 

Preview samples were put on dis- 
play for the first time at the Yale 
& Towne exhibit. A feature of them 


| is a new, exclusive, patented lock- 
| ing device. 


B.F.Goodrich Chemical | 


Yale & Towne has just published 
for all its customers an analysis of 
the effects of NPA rules and regu- 
lations on available supplies of Yale 
locks and builders’ hardware. 


Clock Control of Gas Stove 
Top Burners Is Introduced 


A new development in gas 
ranges, to be available this month, 
is the addition of clock control to 


| top burners of the range, accord- 





ing to the American Gas Associa- 
tion. It was explained that clock 
control has been available for many 
years to control gas ovens but this 
is the first time clock controls have 
been applied to burner operation. 
The advantage, the association 
pointed out, is that the housewife 
does not have to keep an eye on 
foods cooking on top burners. 


Because of these NPA restric- 
tions, Yale & Towne has revised 
its list of lock and hardware prod- 
ucts, according to Mr. Watkins, 
who said, “taking a realistic view 
of present material shortages and 
NPA limitation orders, the list has 
been reduced to those items which 
we can reasonably be expected to 
produce in volume.” 

Mr. Watkins also said that his 
firm had given its customers “a 
completely comprehensive picture 
in one fell swoop of the product 
situation so that they may have a 
four or five month period in which 
to balance their inventories.” 

Mr. Watkins also said that produc- 
tion re-scheduling involves every 
other class of Yale locks and 
builders’ hardware. He said the 
purpose of all the decisions “is to 
make it possible for all our cus- 
tomers to continue doing business 
in the difficult days ahead with as 
little disturbance as possible. 

“Actually, we are trying to set 
up a production program on the 
basis of the situation as we believe 
it will be five and six months hence,” 
he said. 

Yale & Towne will begin “to al- 
locate Yale locks and builders’ hard- 
ware to all our customers on an 
equitable basis,” Mr. Watkins also 
announced. 


Zinc Supply Fails To 
Cover Requirements 


The zinc industry’s efforts to lift 
output are linked to a number of 
problems, according to Ernest V. 
Gent, executive vice-president of 
the American Zinc Institute. There 
is now a shortage of 133,000 tons 
of concentrates because the United 
States required 980,000 tons in 
1950 and the total available 
amounted to only 847,000. 

Among factors hampering de- 
velopment of existing reserves in 
the United States, he said, is the 
declining tenor of the ores; high 
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wEASIER TO USE 


*# LASTS LONGER 
SUNSHINE * CLEANS BETTER 


FRENCH PROCESS | asx vour sosser 
CHAMOIS FOR OUR 
CeMuIne Ot tan | DOUBLE DUTY CHAMOIS 
MaDe INUSA | DOUBLE VALUE TO THE 
J oovste oury | — consumer 











HOYT & WORTHEN TANNING CORP. HAVERHILL, MASS. 


WATER HEATER 
REPAIR COILS 
For old, new and 
obsolete heaters. 

90 DIFFERENT MAKES 
Single, Double, Triple, 








Instantaneous, Muiti-Coil 
Send for Catalog 
DORMONT MFG. CO. 
1314 High Street Pittsburgh, Pa. 











Electrify Your Hand Elevator 
with this Power Unit 
Saves operator time 
and labor. "Lifts ' 
from 1,000 to 2,000 

Ibs. with ease." 
Elevator Power 
Units. Electric Elevators. Dumb Waiters. 
Write for information and prices. 


DAVIS & NEWCOMER 
Electric Elevator Co., Fostoria, O. 





| pieces were shipped. Mr. Weil re- 


cost of production and scarcity of 
supplies and labor. 

Smelter stocks as of December 31 
amounted to only 9000 tons, a four 
days’ supply and a low since No- 
vember, 1925. 


Fuller Tool Shipped 
58°, More Items in 1950 


The Fuller Tool Co. last year | 
shipped 7,767,479 screw drivers and | 
other hand tool items, according to 
John W. Weil, sales manager. The | 





figure represents a sales increase | | 


of 58 pet over 1949, when 4,927,715 


ports that a backlog of orders for | 
this year indicates a further in- 
crease. 


Heavy Orders for Batteries 


Gould - National Batteries, Inc., | 
has received orders for batteries 
for vehicles and vessels totaling 
more than $6,500,000 in the last 30 | 
days. | 


Emerson Advances Prices 


Emerson Radio & Phonograph | 
Corp. announced increases of $10 | 
to $30 a unit at the consumer level | 
on five of its television receivers. | 

(Resume reading on page 15) 











Rod Devil 
wooD 
SCRAPERS 


LONGER HANDLES! 
PERFECTLY BALANCED 
Shaped to Fit the Hand 


Instantly Replaceable 
DOUBLE-EDGE 
SUPER-KEEN BLADES 
No screw driver or tool 
needed to replace the 
high quality blades — 
just push in new blades, 
and out come the old 
ones. Stock genuine 
RED DEVIL BLADES for 

replacements. 


RED DEVIL TOOLS. 
Irvington 11, N. J., U.S.A. 


() 














Gripper Clips 


Registered U. S. Pat. OGes 


Small and large 
sizes for holding 
tools, garden im- 
plements, 
kitchen utensils, 
etc. Nickel plated. 
Packed on cards 
6 doz. to a box. 
Units (2 doz. 
large and 1 doz. 
small.) Retails at 
10¢ each. Circu- 
lars on request. 


@ GIBSON GOOD TOOLS, INC. « 
Box 268 Orange, Mass., U.S.A. 



























Tightens loose furniture 
WITHOUT taking it apart 





THE CHAIR-LOC COMPANY, Freeport, N.Y. 











Buy 
Savings Bonds 
Now 
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Buy 


Savings 





Boxed & Carded 
¢ popular-priced > 
for LACQUERING, 
VARNISHING 
ENAMELING 
MARKING and 
TOUCH-UP 


Order From Your Jobber 












M. GRUMBACHER. xc. 
460 West 34th St., New York 1, N. Y. 

















Now 


Auger bits for 
electric drills 
4/16” to 12/16” 











Vidway 


THE MIDWAY TOOL 


Bond “Auger bits 
nds | | for every 
purpose who want the Gest!” 


| Midway Auger Bits 


“pregerred by all 











Standard auger bits 
17 sizes (44¢” to 2446”) 


Se al 


Sales Office and Factory 
Melvin, Ohio 





co INC 
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WORLD’S FINEST STOVE and 
ALL-PURPOSE UTILITY MATS 


More Sales! 
Greater Volume! Bigger Profits! 


SELL 


PUSS 


See Your Jobber or Write For Your Nearest Distributor 








PHOENIX TABLE MAT CO, 1315 W. Congress St., Chicago 7 











)\ HAVE 
) YOUR CAKE 
AND 


RY 7 
























“lo hareg wo 
PICTURE HANGERS 


PUSH-PINS 


Your customers deserve the best and they'll get it when you sell 
them Moore products. Nationally advertised to help you sell more. 


MOORE PUSH-PIN CO. Since /900 


PHILADELPHIA 44, PA 











THE PLAS-TEX CORPORATION 
2525 MILITARY AVENUE BOX 12396 LOS ANGELES 64, CALIF 





113-25 BERKLEY ST 





* MARSHALLTOWN TROWELS * 


MARSHALLTOWN TROWEL COMPANY * MARSHALLTOWN, IOWA 
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Revolutionary 
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Available in | 
colors. Pays 
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STEVENS LEVELS = Si 
sell themselves! (<r —er ar es 


att Ew Sold by 
leading jobbers 


Torpedo Levels 


Aluminum Levels 
THE € A aialh Beet | csntise NEWTON FALLS OHIC 


“ever? 





Confidentially a wonderful buy! 







BUILDERS’ HARDWARE 


You can recommend and sell this quality hardware to 














HINGES 
your trade with full confid Valuable repeat busi- AND BUTTS 
ness usually follows every sale because the National GARAGE 
line has style—plus exclusive features—that promote =e 
: es DOOR HANGERS 
long, smooth operating efficiency. AND RAILS 
aad 
FOOT AND 
A copy of the latest Catalog No. 25 CHAIN BOLTS 
or an illustrated wall chart will keep * 
‘ SCREEN AND 
you posted on the latest in hardware. STORM DOOR 
SETS 





W.L.W. MANUFACTURING CO. 


233 N. California Ave., Chicago 12, Ill. 


CONTACT YOUR : 
JOBBER OR WRITES 
EMS rose mae cree” 





( National, MANUFACTURING CO. Sterling, illinois 











"Want Ad'' ADVERTISING— 


Those who contact the hardware trade know from ex- 
perience that HARDWARE AGE is the logical medium 
to use to secure RESULTS from their classified adver- 
tising. Follow the leader. 


Classified Opportunities Dept. 100 East 42nd Street, New York 17, N. Y. 


FOLLOW THE LEADER IN 


Year after year HARDWARE AGE has led its field in 
the volume of CLASSIFIED as well as DISPLAY adver- 
tising. Its classified columns bring together buyer and 
seller, employer and employee. 


HARDWARE AGE 
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RAISE PROFIT MARGINS 


WITH FAST-SELLING 


PROFIT ITEMS 


MODGLIN Perma-scrub 
Leader of the Modglin Line 


Revolutionary new pot and 
pan scrubber. Removes 
grease, burned food in a 
jiffy. Keeps hands out of 
dishwater. Outmodes all 
other scouring implements. 
Available in many lovely » 
colors. Pays wide profit /yypiipil, 

: : 7 if y 
margin. Write for details. Aly, li 











MODGLIN Combs 
and Brushes 


Known around the world for 
quality. Beautifully designed, 
expertly made of finest mate- 
rials. All popular colors includ- 
ing fashionable new pastel 
shades introduced by Modglin. 
Priced for maximum turnover. 
Pay wide profit margins. Write 
for details. 






MODGLIN 
Perma-broom 






dirt like a magnet as you 
sweep. Comesin many gay 
colors. Washable, durable, economical. 
Makes ordinary brooms obsolete. Over 
4,000,000 in use. A completely new 
kind of broom. Pays extra wide profit 
margin. Write for details. 


i CIGARETTE CASE 


Beautifully designed case holds 
all standard cigarette packs. 
Light but sturdy. Comes in 
many gay colors. One of the 
best values ever on the market. 
Smokers buy it on sight. Pays extra 
wide profit margin. Write for details, 











MODGLIN 
WHISK- OFF 





Over 
5,000,000 
Whisk - Offs 
purchased by 
consumers in 
two years, 
Replaces old-fashioned whiskbrooms. 
Comes in many beautiful colors. 
Customers want it the minute they 
see it. It sells itself! Pays extra wide 


profit margin. Write for details. 


UTILITY SOAP BOX¢ 


Built for long wear and 
attractive appearance... 
Available in many beau- 
tiful colors. Holds any 
standard bar of toilet 
soap. Useful in every home and a 
necessity for every traveler. Pays extra 


wide profit margin, Write for details, 





The way to increase your average margin is to promote the sale of extra 
profit items, That’s A-B-C! But it’s just as important to select profit 
items which turn over fast, require a modest investment in inventory and 
require minimum shelf, counter or floor space. This Modglin line of 
household necessities gets top rating on every count. It is to your interest as 





and Dust-ette 
Child-size toy Perma- 
broom... ‘‘just like 
Mother's” Dust-ette is 
a beautiful small : 
plastic dust pan. 
Both available 
in many colors. 










Pays extra wide 
profit margin. 
Write for details, 











TOOTHBRUSH HOLDER 


Newest and finest toothbrush holder. 
Made of strong, durable 
polystyrene plastic. Comes in 
wide assortment of gay colors. 
Ventilated to permit drying 
of brush. Makes all other 
toothbrush holders obsolete. 
Pays extra wide profit mare 
gin. Write for details, 








MODGLIN Pick-ette 
Newest and finest toothpick of flexible 
plastic. Approximately 72 picks to the 
box... Assorted 
colors. Outmodes 
wooden picks, Pays 
wide profit margins. 
Write for details, 


DO THIS NO 


Learn how Modglin products pay faster, larger 
profits. Write for sales representative to call. 


MODGLIN COMPANY, INC. 
Los Angeles 65, California, U.S. A. 
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STOCK UP ON 


*s0eq Kin 


EP 2 


ROLLER SKATES 


Skating weather ahead means skate 
sales will soon be rolling in if you 
tie-up to the fast-moving SPEED 
KING line. Free-wheeling leader of 
the line is the famous No. 600 ‘500- 
Mile” model, guaranteed for a year 
—the fastest skate arolling! Other 
SPEED KING skates to fit every 
foot and market ... all with new 
“Shaped-to-the-shoe” toe plate. Get 
the jump on the season. Write today 


for full details! 





No. 600 
HUSTLER CORPORATION « STERLING, ILL. 
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No. 480 






No. 530 


Your Customers 


Can SEE 


WHITNEY Purity 


in this 


“WHITNEY’S “2%. 





4 LAWN SEED 


@ Customers can see the super-refined quality of 
WHITNEY ’S Seed, before they buy with this new 
plastic package. A sure-scorer for more sales, this 


1951 national advertising. 


WHITNEY’S Excelsior Seed for regular lawns, Syl- 
van Seed for shady lawn areas, and many other mix- 
tures to meet soil conditions in every area. Get your 
prices, advertising plans and FREE Dealer Helps. 


new bag ties in with 
| 


Write for Complete Information Today 


WHITNEY SEED CO., INC. 





| 





Buffalo 5, New York 
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* coping sow § ENGINEERED QUALITY TOOLS SINCE 1919—at popular prices 
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GREAT NECK SAW M FRS., INC. ian = reve tty Ke ait ...-for the stars in ™ line 














MINEOLA, BREW VOREK see your jobber 
td FINGER GRIP ADJUSTABLE CLIPS 







T \W N 7 @) A POPU LAR FEATURES .. + for parking things where you use them. 








Strong, Spring %* Fasten to any 
FAST-SELLING Stee! tests sn 
D 0 1) m S Attractive Red or % Can be adjusted 
Green Handles te @ jiffy 
retail price Rounded Points de Poched le ob 
eg PI t ) 
49% each ‘7 Chrome Plated oe display 
Rustiess 
epee 12 to @ box "“eitoe ber tae 
Y PACKAGE iat a —_ Med.—8c, 2 for 15¢ 
jobber or write v Large — 10c 
UY I) I) — Favorite with home 
if THE R workshop fans. 
me//) WINSTED CO. A THUR I. PLATT CO. nanan anaes 
ADVERTISED WINSTED, CONN. Fairfield, Conn. —OR WRITE. 


























LOOK! | SEG THE COMPLETE 1951 PARRIS-DUNN LINE On Display 
<== NEW YORK TOY FAIR—Room 633, Hotel New Yorker 











ain co “=CORK SHOOTERS 
AIR COMPRESSION 


— 42); PV sarin : Clicker ee 
/ Lever Action Pistol = AND JOBBERS: Write for prices and 5 on complete line PARRIS-DUNN CORP., Clarinda, lowa | 
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When You Know 
The Trade-Name— 


of a certain product and want to know “Who Makes It?” 
look in the General Directory Section of the "Who Makes [#?” 
Number of HARDWARE AGE for the trade-name. You'll find 
it listed alphabetically under the product heading of the item 
in question. Alongside the trade-name you will find the name 
of the manufacturer, also the address of the maker arranged 
alphabetically in the same list. Keep your “Who Makes It?" 
Number close at hand where it will serve your wants quickly. 


HARDWARE AGE 


792-1 AfarsdeZ METAL MARKER 21" _ 100 East 42nd S#. New York 17, N. Y. 


Clear price marks make QUICK SALES! 
S3/atsOe// METAL MARKERS 


PRINT PRICES PLAINLY 


Blaisdell Markers write easily on metal, 
china, glass, plastic or any glossy surface. 
Marksare legible, bril- 
liant and lasting, but 
easy to remove witha 
damp cloth. Made in 
792-T Thin Black and 
795-T Thick Black. 
Order from your dealer—or 
write for Free Sample, naming 
this magazine. 


































BLAISDELL PENCIL co., BETHAYRES, PA. a 


MAYES’ NATIONAL HARDWARE WEEK SPECIAL *:.;,' 


Two popular Wood Levels of California Sugar Pine, specially and 
attractively finished in Orange Enamel with Royal Blue trim. 


No. 67NH 18” 2 glass No. 68NH 24” 2 glass 
(without hand grips) (with hand grips) 


























MAYES BROTHERS TOOL MF G. COMPANY Port Austin, Michigan 
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W.C. HELLER CO. 
MONTPELIER, OHIO 


TVA - © Aeee 


DRAW TRADE - INCREASE PROFITS 












You'll find increased trade, sales and profits when you modern- 
ize with smart, new Heller Fixtures, Added attractiveness is im- 
parted to your store and merchandise. The finest in construction 
and materials, the widest choice of designs, the sectional, inter- 
changeable, sturdy, durable and warp proof qualities assure 

you of outstanding service and styling in Heller Fixtures. The 
quality found in Heller Fixtures is the trade mark of Heller’s 
59 years of experience in the industry. Send sketch of your 

store for free store plan and estimate. Ask for catalog No. 50. 
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EXTRA SALES 


to Garden Lovers 


This popular, fast-selling device provides 
an easy, economical way to apply soluble 
fertilizers and chemicals wherever the 
gree hose reaches. No danger of burning. 

raws in and dilutes as you sprinkle. SELL 
A HOZON to each purchaser of fertilizers 
o: other garden supplies. Indi- 
vidually packaged. $1.75 list. 
Carton of 12 weighs 5 pounds, 


costs $12.60. F. O. B. 


HOZON CO., BOX 703A, CLEVELAND 22, OHIO 
This is Hozon's Sixteenth Year 


OPENS ANY SIZE 
SCREW-TOP JAR 








A ready seller for a 


tough opening job in the 












kitchen. An item that cus- 


tomers pick up, test and 
SAWHORSE BRACKETS 


SET UP OR TAKE DOWN 
WITHOUT NAILS OR BOLTS 


2” x 4” FOR LEGS 






buy on their own. Free 


colorful counter display. 


Saves time and storage space... for home use 


or by workmen in building trades. THINK OF 


oo” PACKAGE A COLORFUL COUNTER DISPLAY | Li i]; 
Nationally advertised to a? 
; retail at $1.50 ($1.60 west of ‘] 50 f 
© ; 






the Rockies). Order from for 
your jobber, or direct. 
GRAND HAVEN STAMPED PRODUCTS CO. SSrsER Kiem ave Toots 
GRAND HAVEN, MICHIGAN ee witantisessiioats 




















RIL 














SESUNE DOMES OF SILENCE 22 


SELL ON SIGHT when these attention-compelling con- oy 1%" %" 
tainers, box or card are displayed on counters. Genuine DOMES %” %” %” %” 


One set on a Card. OF SILENCE glide softly, silently, smoothly 





i mote. over all flooring; saves floors and furniture For 
14" Wa" Wig” years the favorite with houseowners and fur:acure 
Wm" th” manufacturers. 








Ask your jobber or write 


DOMES OF SILENCE, Division of 


ROBERT E. MILLER & CO. INC. 
35 PEARL STREET NEW YORK CITY 


DOMES OF SILENCE 
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Classified Opportunities Section 





| CLASSIFIED ADVERTISING RATES 


Help Wanted, Accounts Wanted 
Business Opportunities 





Representatives Wanted, etc. 
Set solid, maximum, 50 words........ $5.00 
Each additional word.........- 10 
Positions Wanted 
gel Lane set solid, maximum, 
St SE cr kanintiasrcndnrsenvaviwavad $2.00 
a Sah additional word .......... 


Allow Seven Words for Keyed Address 
or Your Address 


BOXED DISPLAY AD RATES 
$8.00 per column inch 
5% discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 
Cuts or special borders not accepted. 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., New York 17, N.Y. 


NOTE: Samples of merchandise, literature, 
catalogs, etc., will not be forwarded te box 
number advertisers unless accompanied by 
sufficient postage for remailing. 


No agency commission allowed. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 15 days 
prior to publication date. 


Remittance must accompany order in form 
of check or money order, not currency or 
stamps. 














Help Wanted 


Representatives Wanted | Representatives Wanted 





HARDWARE BUYER— 
HARDWARE JOBBER and Distributor in the 
North Central Area needs experienced buyer for 
general hardware department by April 1. Pre- 
ferred age 32—42. 
man. Salary commensurate with experience and 
ability. State qualifications, complete personal 
history and experience and salary requirements. 
Interview will be arranged. Address Box A-29, 
care of Harpware Ace, 100 E. 42nd Street, 
New York 17, N. Y. 


SALESMAN—HIGH CALIBER SALESMAN 
TO represent nationally known small appliance 
manufacturer in Indiana and Ohio. Salary and 
commission basis. Only men familiar with Dis- 
tributors and Dealers need apply. Send full de- 


tails and qualifications in first letter. No manu- 
facturers’ agents. Address Box A-45, care of 
HARDWARE AcE, 100 East 42nd St., New York 
17, N. 





Representatives Wanted 





MEDIUM SIZED | 


Permanent position for right | 





WANTED 
MANUFACTURERS AGENTS 


TO SELL QUALITY HARDWARE 
Well-established, Hard-working Men 


Reply fully to 
HIGRADE INDUSTRIES CO. 


Hamden 14, New Haven, Conn. 











SIDE LINE COMMISSION SALESMAN 
WANTED by nationally advertised package lawn 
grass seed dealer. Address Box A-33, care of 


Harpware AGE, 100 E. 42nd Street, New York 
y, ms 
SALESMAN—Well _ established New York 


wholesale Hardware firm has opening for ag- 
gressive man with following in retail hardware 
stores, lumber yards, automotive stores and 
chain stores to sell quality line of hardware and 
tools. Exclusive territories open. Liberal com- 
mission arrangement. Write full details in first 
letter, territory you cover, experience, 
etc. Letters strictly confidential. Belf & Lustig, 
145 Chambers Street, New York City. 


MANUFACTURER'S ge z 
CALLING ON HARDWARE TRADE 
SELL NEW KIND OF LOW COST FLOOR. 
ING. This completely new material feels like 
wood, looks like costly cork, wears like rock—and 
goes on with a trowel! Has many advantages 
over regular flooring material—is resilient, skid- 
proof, flame and acid resistant, termite and rot 
proof. Will not crack, chip or expand or contract. 
Unlimited possibilities—for domestic and indus- 
trial installations—as new floor or replacement. 
Hundreds of satisfied users, 
corporations. Backed by national advertising and 
direct mail. Exclusive territory still available. 


Write for additional details and advise lines now 


handled, territory covered, experience and refer- 
ences. Write Roc-Wood Flooring, Inc., 
South Parkway, Chicago 16, Illinois. 
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| tionally advertised watch company. 
| chandising plan for Hardware, Houseware, Gen- 


| ance Jobbers. 





SIDELINE SALESMEN 


WwiTH fee yar FOLLOWING AMONG 
T ATION- 


ADVISE TERRITORY DESIRED 


MELAIRE DISTRIBUTING “COMPANY 
420 Lexington Avenue New York 17, N. Y 








PLUMBING SPECIALTIES SALESMAN 
WITH FOLLOWING for established New 
York firm. Sell to Hardware Stores and 
Plumbing Contractors. Choice (protected) 
territories open. Commission. Replies con- 
fidential. 


Address Box A-2. care a AGE 
100 East 42nd Street, New York 17, N. Y. 











MANUFACTURER’S REPRESENTATIVES 
WANTED TO COVER Gulf Coast, East Coast, 
West Coast and Southwest Territory for a na- 
Proven mer- 


Sport and Appli- 
A real opportunity for the right 
representative. Our representative will arrange 
personal interview, All replies held in confidence. 
Write Box A-44, care of Harpware AcE, 100 
East 42nd St., New York 17, N. Y. 


eral Merchandise, Automotive, 


TO HARDWARE JOBBERS. 
We have an 


SALESMEN 
Looking for a good sideline item? 
A-1 chemical item, 49 cent fast-seller, good re- 
peat possibilities and fully approved. We want 
aggressive salesmen calling on hardware jobbers. 
Good commission. Please state territory covered. 
Address Box A-42, care of Harpware AGE, 100 
East 42nd St., New York 17, N. Y. 





following, | 


THIS LONG ESTABLISHED HIGHLY RATED 
COMPANY offers 25 factory lines to salesmen 
gy he retail stores outside of the larger 
cities ere are complete factory lines, and 
salesmen earn a good living handling them. It 
would take you years to assemble so varied an 
assortment of lines. Write Sales Manager, Box 
N-696, care of Hardware Age, !00 East 42nd 
St., New York ‘7, B.. ¥. 





| WITH FOLLOWING among 
including AAAI | 


| of floor 


2268 | 








SALESMEN, FOR REPUTABLE BUILDERS 


| 139 Cedar Street, 


| Georgia and South Carolina. 


| bolts as an extra line. P. O. 


| agement position with challenge. 


FULL OR PART TIME SALESMAN. 
lished territories. Good commissions. 
line Master Painters Finishes, Roof Coatings, 
Paint Specialties. Established 57 years. Reply 
in letter giving details of experience. Sales Man- 
ager, United States Paint Products, division 
United States Refining Co., 1295 W. lith St., 
Cleveland 13, Ohio. 


Estab- 
Complete 


REPRESENTATIVES AND 
UTORS FOR CHEVRONS, amazing new 
hardened steel Wood Fasteners. Now stocked by 
many leading Wholesalers. Nationally advertised. 
Attractively packaged for display with actual 
wood model. Several choice territuries still open. 
Write E. B. Packard Co., Inc., manufacturers, 

New York 6, N. Y. 


DISTRIB 


OLD ESTABLISHED TOOL MANUFAC 
TURER DESIRES two additional commission 
salesmen with established clientele among hard- 
ware jobbers and retailers. One territory includes 
The other territory 
includes Kentucky and West Virginia. Address 
Box A-32, care of Harpware AGE, 100 E. 42nd 
Street, New York 17, N. Y 


SALESMEN WANTED CALLING IN NEW 
ENGLAND on Retail Hardware stores, Mill 
Supply Houses and Electrical Supply Houses, 
etc., to take on our line of screws, nuts and 
Box 30, New 
Bedford, Massachusetts. 





Positions Wanted 


HARDWARE SALES MANAGER EXPE- 
RIENCED WITH NATIONALLY KNOWN 
manufacturer. Highly capable organizer, admin- 
istrator and merchandiser, seeks responsible man- 
Age 32. Pres- 

Address Box A-34, care 
100 East 42nd St., New 





ently located midwest. 
of Harpware AGE, 


| York 17, N. Y 


HARDWARE MANUFACTURER. We have a | 


few excellent territories for aggressive men to 
solicit lumber and hardware dealers on commis- 
sion basis, with a complete line of door locks and 
door accessories. 


100 East 42nd St., New York 17, N. Y 





SALES REPRESENTATIVE WANTED 
retail hardware 
and paint stores, to represent long established 
coated abrasive manufacturer on well-known line 
sanding paper on commission basis. 
Choice, protected territories now open. Advise 
lines now carried and exact territory covered. Ad- 
dress Box R-95, care of Harnpware AGE, 100 
East 42nd St., New York 17, N. Y 


State full details when reply- | 
| ing. Address Box R-106, care of Hanpware AGz, 


MAN, YOUNG, SEEKS RESPONSIBLE 
POSITION with future in reliable firm. Expe- 
rienced in various phases of hardware, stock 
builder’s hardware and other lines. Know office 
routine, catalog work and house sales. Family 
man, not subject to military service. Ambitious, 
sincere, dependable. Locate anywhere. Address 
Box A-27, care of HarpwareE Ace, 100 East 42nd 
Street, New York 17, N. Y. 


MAN, FIFTEEN YEARS’ EXPERIENCE 
IN RETAIL PAINT and Hardware business. 
Familiar with purchasing, sales, stock, display 
and management problems. Married, 30, and 
conscientious. Interested in putting talents to 
work for progressive dealer or absentee owner. 
Will relocate if necessary. Address Box A-40, 
care of Harpware Acer, 100 East 42nd St., New 
York 17, N. Y 
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Accounts Wanted 


Accounts Wanted 


Business Opportunities 








MANUFACTURERS’ REPRESENTATIVE 


Two men covering Minnesota and Northern Wisconsin. 
We operate through personal contact and monthly 
mail. Well established with dealers and distributors. 
We prefer items in the heating field and appliances, 
also interested in toys and housewares. We are well 
known and well financed. Please write— 


Cc. H. STROM 
740 East Superior St., Duluth 2, Minnesota 














COMBINATION EXPORT MANAGER 
FIRM, offers channels of distribution throughout 
the world, specializing in Latin America. Handle 
all export details inherent to exporting for a 
group of manufacturers of related, but non-com- 
peting products, on exclusive basis. All 
will be given careful consideration. Address 
Box A-22, care of Harpware Ace, 100 East 42nd 
Street, New York 17, N. Y. 





EXPERIENCED FIRM OF MANUFAC. 
TURERS’ REPRESENTATIVES with 150 ac- 
tive jobber accounts in the southeast desires 
additional hardware and tool lines for presenta- 
tion to these established accounts. Only quality 
lines with national acceptance will be considered. 
Excellent references. Address Box A26, care of 
ae AcE, 100 East 42nd Street, New York 


ESTABLISHED SALES AGENCY now sell- | 


ing Automotive Jobbers, Automotive Chains, 
Wholesale Hardware, and Chain Accounts avail- 
able for line which can be sold to this trade in 
the New England States or Metropolitan New 
York City. Offices at Boston and 
City, serviced by six salesmen. Address Box 
A-25, care of Harpware Ace, 100 East 42nd 
Street, New York 17, N. Y. 


MANUFACTURES’ AGENT WANTS 
ADDED LINE of carded merchandise and | 
novelties; we sell wagon route jobbers. Address 

100 E. 42nd 


Box A-28, care of Harpware AGz, 
Street, New York 17, N. Y. 


MANUFACTURERS AGENT, TRAVELING 
5 EN, covering Maine to George, calling on 
long established trade of Furniture Manufactur- 
ers, Casket Manufacturers & Lumber Yards needs 
following: Screws, saws, bits or any hardware 
that can be sold to this trade. Can furnish ref- 
erences, bank and personal. Principals only. 
Not interested in calling on other trades. Strictly 
commission. P. O. Box 28, Drexel Hill, Penn- 
sylvania, 


LINES WANTED. CHAIN STORE ITEMS. 

Sales representative, New York, covering big 
Syndicates, desires to contact manufacturers of 
Hardware Specialties or Housewares, suitable 
for 5¢ to $1.00 Chain Stores. Have 20 years’ 
experience, an extensive following and can mar- 
ket your products in volume. Quick action, com- 
mission basis. Address Box A-35, care of Harp- 
a Acre, 100 East 42nd St., New York 17, 


MANUFACTURERS’ REPRESENTATIVE: 
HARD-HITTING SALESMAN in building ma- 
terial field with established following among job- 
bers, dealers, lumber yards, etc., in Chicago and 
Surrounding territory, seeks additional line; ex- 
cellent record as executive salesman in building 
field; interested in volume item only; exchange 
references, Address Box A-38, care of Harp- 
— Acr, 100 East 42nd St. New York 17, 


CONSCIENTIOUS HARDWARE SALES- 
MAN, NOW SELLING complete line of plumb- 
ing supplies, wants non- conflicting sideline to 
sell to retail hardware stores in Baltimore and 
vicinity, Address Box A-36, care of HARDWARE 
Acg, 100 East 42nd St., New York 17, Ni Y. 


offers | 


New York | 
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WHOLESALE JOBBERS 


Covering Colorado and Wyoming, 
Desire Additional Hardware Lines. 


ADDRESS: ALLIED WESTERN SALES CO. 
1433 TREMONT, DENVER 2, COLORADO 
Attention: MR. M. |. GORDON 


HARDWARE FACTORY 


WILL PURCHASE FOR CASH OR LONG 
TERM ARRANGEMENTS. GIVE FULL DE- 
TAILS IN FIRST LETTER. 


Address Box A-24, care of HARDWARE a 
100 East 42nd Street, New York 17, N. 














SALES, WAREHOUSING, 
BILLING AND SALES PROMOTION 


Six men in field in North Atlantic States covering 
Hardware, Sporting Goods and Drug Jcbbers. Four in 
Office. Teletype for quick service. Five warehouse 
points. Interested in a factory that requires complete 
service facilities. Financially responsible. Now carry- 
ing accounts receivable for several large factories 
Address Box A-41, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 








NATIONAL DISTRIBUTORS 
Established—Reliable Aggressive 
ANCO CORPORATION Pittsburgh 22, Pa 
Branch Offices 
New York @ Philadelphia @ Detroit 
Cleveiand @ Louisville 
Covering all classes of jobbers. We will carry 

the accounts or you can bill direct. 
Write for further information and references. 











N. Y.—NEW ENGLAND—WASH., D. C.. 
FIRM ESTABLISHED 1945 seeking additional 
exclusive representations, Volume sales to Job- 
bers and Department stores. Government con- 
tracts. Leroco Associates, Inc., 16 Beaver Street, 
New York 4, N. Y. 





Business Opportunities 








CLOSEOUTS—SECONDS 
WANTED IN ANY QUANTITY 


Attention manufacturers, jobbers, retailers! If you 
have any discontinued merchandise, closeouts, surplus 
stocks, seconds, slightly damaged goods, etc., send 
details, samples. We are cash buyers 
Address—KASTNER-SHERMAN CO. 
17-19 FELTON STREET WALTHAM, MASS. 











STATEN ISLAND, NEW YORK, GOOD 
BUSINESS street. Paint, Hardware & House- 
furnishings. Doing approximately $35,000 yearly. 
Can be increased. Very low rent. Stock & Fix- 
tures, $15,000. Store 25 x 70 with 2 5-room 
apts., heated. $16,000, optional. Other interests 
force owner to sell. Address Box A-39, care cf 
Harpware Ace, 100 East 42nd St., New York 17, 
a # 


FOR SALE—HARDWARE—PLUMBING— 
HEATING—Sales $52,000 year; busy town, 
Buffalo area; old established; no competition; 
two-story building; modern equipped; large stock; 
sell plumbing, heating, farm supplies; sell with 


property; priced right. Address—The Apple 
Company, Brokers, Cleveland 15, Ohio. 
HARDWARE — COMPLETE LINE, NEW 


FIXTURES and equipment, stock inventory about 
$35,000. Western New York city of about 15,000, 
long lease, low rental, grossing over $100,000 
yearly, clean stock, no cats and dogs, priced at 
inventory, terms, Owner retiring. Hunt Real- 
tors, 410 Brisbane Building, Buffalo, New York. 


FOR SALE—HARDWARE—PLUMBING— 
HEATING—Busy Ohio Town; sales $45,000 
year; franchise top line, appliances, furnaces, 
paints, plumbing, old established; corner store, 
also warehouse; low rent; $25,000 stock; total 


price $33,000. Address—The Apple Company, 
Brokers, Cleveland 15, Ohio. 
HARDWARE FOR SALE. WELL  LO- 


CATED in good Arkansas town on major U. S. 
Highway. Near $70,000.00 sales in 1950. Mer- 
chandise inventory approximately $20,000.00. 
Other business reason for selling. Address Box 
A-31, care of Harpware Ace, 106 E. 42nd 
Street, New York 17, N. Y. 


100,000 PIECES OF KD MAPLE which can 
be reworked into small blocks or handles and 
panels. Pure Ice & Coal Co., Box 396, Seneca 
Falls, New York. 


HARDWARE STORE FOR SALE in the 
fastest growing community of Bergen County, 
Yew Jersey. About $18,000 clean, fast moving 
stock, Fixtures $5,000. Sales increasing monthly 
due to tremendous increase in new building of 
moderate priced homes. Good volume, low over 
head. Address Box A-37, care of HarpWware 
AcE, 100 East 42nd St., New York 17, N. Y 
WIL L CONSIDER PURC HASING EST AB. 
LISHED retail hardware store in Texas City, 
with inventory $10,000 to $20,000. Prefer shop 
ping center location in large city or downtown 
in city of 10,000 to 50,000, catering to home 
owners. Send details first letter. Address Box 
A-43, care of Harpware Ace, 100 East 42nd 
St., New York City 17, N. Y 


HARDWARE 


FOR SALE. CORNER 
STORE; $80,000 volume, $25,000 stock and 
fixtures: main store 22’ x 100’; basement store 


30’ x 48’ also basement storage room; 37 years 
at this location; rent $225 heated. Address Box 
A-30, care of Harpware Ace, 100 E. 42nd 
Street, New York 17, N. Y 


“Is it 
too late, 
Doctor?” 





It’s not too late for Americans 
who go to their doctors at the 
first sign of any one of cancer’s 
7 danger signals: (1) any sore 
that does not heal (2) a lump 
or thickening, in the breast or 
elsewhere (3) unusual bleed- 
ing or discharge (4) any 
change in a wart or mole (5) 
persistent indigestion or dif- 
ficulty in swallowing (6) per- 
sistent hoarseness or cough 
(7) any change in normal 
bowel habits. 

Guard yourself against cancer. 
Phone the nearest office of the 
American Cancer Society or 
simply write to “Cancer.” 


American Cancer Society 
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STEEL FENCE POSTS 


"U" flanged posts with self-fastening 
lugs. No Staples Required. 


DEALERS! If your jobber cannot supply, 
write us. Attractive prices and 
delivery dates. 














Manufactured by 


RUDOLPH POULTRY EQUIPMENT CO. 
Vineland, N. J. 











| ACE HOMEMAKER GIFT SET 


Stainless Steel 

Ivory or Black 

Catalin Handles 
Lifetime Guarantee 
Outstanding seller for | | 
Weddings, Showers, | | 
Birthdays and Holidays 
7-Pieces beautifully 
packaged in Gift Box 
Order from your Whole- 


saler. $4 295 95 


Set 5005 


ACE PRODUCTS CO., CHALFONT, PA. 


Manufacturers of the famous Ace Knife Sharpener and ServespooN 



















AN ORIGINAL 
SENSATION IN 
SPONGE MOPPING 









Wring 
here 


Stand 
upright 









No Stooping 

Lever on handle ef Hydro-Matic 
lets housewife drain water from 
sponge without wetting hands. Hands always away, 
} from wet mophead. Has versatile handle, bumpers, ete. 
Sensational new features put it in a class by itself in 
arousing housewife demand. Call your jobber today. 


's €.£29 6,0". 
CHICAGO 16 ILI. 


Sponge 
refill 


$1.29 


MINUTE MOP CO. 














UNBREAKABLE FRAME 
OF EXTRUDED MAGNESIUM 


@ Profitable, Fast Selling, @ Adjustable, Replace. 
Nationally Advertised able Vial Units 


®@ Available in 10 sizes © Beautifully Designed, 
from 12 to 72 inches Accurate, Dependable 


J. H. SCHARF MFG. CO., OMAHA, NEBR. 
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Lhe Cleveland Chain & Mf Co. 
Cleveland 5, Ohio 





(CHAIN FOR EVERY NEED 











FAST-SELLERS for Homes 


Hobby Shops, Farms, Carpentry, 
Repair Hits 






















SANDER- anne 
POLISHERS a TOOL KITS 
BENCH <~<CEy STANDS 
GRINDERS ACCESSORIES 
Products of HOME-UTILITY Div., 
The BLACK & DECKER Mfg. Co. 
Towson 4, Maryland 
Order from your HOME-UTILITY Distributor 
TRADE - MARK L 
CONSISTENTLY SYMBOL OF SHOOTING SUPREMACY - 
ADVERTISED TO SUPER SPEED 
YOUR 22'S, SHOTGUN SHELLS, 
CENTER FIRE CARTRIDGES 
CUSTOMERS RE 
sSRANGER 
IN THEIR 7 SHOTGUN SHELLS 
FAVORITE = L E A D E R 
MAGAZINES 22 CARTRIDGES 





e « e BRINGING THEM INTO YOUR STORE FOR HIGHEST QUALITY 
IN ARMS, AMMUN'TION, AND ALL PRODUCTS 











SPRING ISSUE 
Dealers Only 


Hundreds of Name Brand 
and Tested Sellers 


Big variety of sporting goods, gifts, dry 
goods, jewelry, housewares, automotive sup- 
plies, toys, hardware, toiletries, blankets, 
notions, luggage, pens and pencils. Every 
article backed by a ‘‘Satisfaction Guaran- 
tee’’ or money refunded. 


Write for the Newest and Latest Copy, TODAY 


SPORS CO., 1-51 Elm, Le Center, Minn. 
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IF IT'S Now! Get Ready for 
Hay Tool Sales! 


MOLINE HAY CARRIERS are 
made in three models. Each 
is ruggedly built, equipped 
with self-locking sling pulley, 
HAY CARRIERS Sheaves and frames are made 
of our high strength malleable 
iron castings. Strong, smooth running— 
years of service. 


MOLINE FORKS are available in both 
harpoon and grapple types — seven 
models in all. Heavy steel and high 
strength malleable iron parts are used 
in the right places for best performance 
and long life. 


strength malleable iron frames. Sheaves 
PICTURE WIRE are either wood or iron as desired — q 
CUP HOOKS wide selection of types and sizes. 


PUSH PINS & MOLINE STEEL TRACK is double strength 
DRAPERY HOOKS ’ with malleable couplings and bumpers, 

Easy to assemble and erect. 
KITCHEN HOOKS 


CLOSET ROD BRACKETS bose “nage 

oline Hay Too 
WARDROBE LOOPS Catalog and Prices 
FRICTION CATCHES 
SASH LOCKS 


COIL WIRE 


| & an. TATE co. yy 


BOSTON, MASSACHUSETTS —U.S.A. 
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ONE OF THE FASTEST-SELLING NEW ITEMS 
OF THE YEAR! 











ELECTRIC “VACUUM ACTION” 
LAWN TRIMMER A SENSATION 
IN 1950 TEST CAMPAIGN! 





We used our entire 1950 production to test and 
prove that Trim Master, Jr. is made right, per- 
forms right, and is priced right to sell fast! Hard- 
ware dealers across the country sold out 1950's 
limited test quotas in record time and hollered 
for more! NOW... were ost for an all-out “Stanho" Taper Pins are milled from selected screw stock. 
national campaign—we're telling the world that h i Sits 

Trim Master, Jr. “does every trimming job” ; Recently added to the ‘Stanho" line are Centerless 
quickly, effortlessly —an hour’s trimming in 5 if & Ground Taper Pins—precision made with @ total dam- 
minutes...and how its amazing “vacuum 
action” pulls the grass into the blade from even 
the most hard-to-get-at places! Weighs only 7 
pounds. Nationally advertised to sell at $44.95 

Fully Guaranteed 

WRITE FOR COMPLETE DETAILS —TODAY ! 


eter tolerance of .0005—these are the finest obtainable. 








E. F. BRITTEN & CO. @yegmy __., MORSE NAIL ‘CORP 


22-26 South Avenue W., Cranford, N. J. . 
Pat. Pending NEW BRIGHTON, PA 
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